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Si ty-second Year, No. 41 


Hemispheric Meeting 
At Lima To Consider 
Many Leading Topics 


Attendance Estimated at 300 for 
October 23-29 Conference; 35 
_ Expected from United States 


DISCUSSION SESSIONS 


Private Insurance, Fire, Nuclear, 
Marine, Aviation, Life, A. & H., 
Auto Risks on the "Agenda 


The Eighth Hemispheric Insurance 
Conference to be held in Lima, Peru, 
October 23-29, marks the completion. of 
15 years of active cooperation among 
jnsurance company executives of the 
Western Hemisphere aimed at strength- 
ening and protecting the insurance in- 
dustry. The Hemispheric Insurance Con- 
ference was inaugurated by the Cham- 
ber of Commerce of the United States 
which embraces in its membership every 
type of insurance company as well as 
agency and brokerage organizations. The 
Chamber has continued its sponsorship 
through the 15 years of the conference. 


Peru Host to Conference 


Host to the Eighth Conference will be 
the Insurance Association of Peru. It 
has established an organization commit- 
tee under chairmanship of Jose Tagle 
Buenano, general manager of the In- 
ternational Compania de Seguros of 
Lima. Except for the inaugural session, 
to be held in the Municipal Auditorium, 
all conference sessions will be held in the 
Hotel Crillon. 

Attendance at the Lima Conference is 
estimated at 300. A delegation of about 
35 executives will attend from the United 
States, headed by James O. Nichols, New 
York, president, American Foreign In- 
surance Association. Vice chairman of 
the delegation will be E. A. G. Manton, 
New York, president, American Inter- 
national Underwriters Corporation. 

Included in the United States delega- 
tion will be Ben H. Mitchell, Dallas, 
Texas, chairman of the insurance com- 
mittee of the Chamber of Commerce of 
the United States and president of the 
Texas Employers’ Insurance Associa- 
tion. 

During the eight days of the Lima 
Conference, there will be six plenary 
sessions for the more formal speeches, 
and six half-day sessions of the 10 dis- 
cussion groups running simultaneously. 
These groups will deal with the follow- 
ing areas: 

1, Promotion and development of pri- 
vate insurance in the Americas. 


(Continued on Page 30) 
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Health Insurance 
Fire Dept. 
Brokers & Agents 
Marine Dept. 


Casualty & Surety 
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Joint Casualty-Surety Convention 
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Interested In — 


NET 
COST? 


You may borrow the cash value starting with 
the very first year. 
For details call: 


Phoenix Mutual Life's 
LEADING BROKERAGE AGENCY 


WILLIAM F. KELLY, Mor. 


YU 6-6585 
Barry Rosenfeld and Cliff Meldrum, Assistants 
Suite 3602, Chanin Bldg. 
122 E. 42nd STREET NEW YORK 17, N. Y. 



































NO SUCH ANIMAL? 


We've heard it said that competitive rates can’t, in the long 
run, be combined with quality insurance. 


May we differ? 


Selected Risks provides a marketing program for capable 
agents that includes attractive rates, fine field services and 
prompt attention to the needs of policy-holders. 


Your inquiry is sincerely invited. 


SELECTED RISKS INSURANCE COMPANY 
BRANCHVILLE, NEW JERSEY 


LICENSED IN: CONNECTICUT + DELAWARE 
DISTRICT OF COLUMBIA * MARYLAND + NEW JERSEY 
PENNSYLVANIA « RHODE ISLAND + WEST VIRGINIA 














UNDER WAITER 


Am. Life Convention 
Members Faced: With 
Variety of Problems 


Segregated Accounts Discussion, 
One of Principal Panels At 56th 
Annual Meeting 


WETTERLUND IS NEW PRES. 


How Companies Can Maintain 
Their Supremacy in Savings Field 
Attracts Much Attention 


By CLarENCE AXMAN 


Chicago, Oct. 10.—Fifty-sixth annual 
meeting of American Life Convention 
opened this week with customary at- 
tendance of unusually large number of 
problems, too. Discussing them is one of 
finest, most interesting programs yet 
held both as to speakers and _ topics. 
Attracting most attention are how com- 
panies can maintain their supremacy in 
the saving field. General impression is 
that the assault on insurance ownership 
in many directions by factors competing 
for the insurance dollar is growing and 
must be met aggressively. This made 
the discussion on segregated accounts 
of insurance companies one of principal 
panels of the week as it embraced such 
subjects as vartable annuities, govern- 
ment regulation, accounting and taxa- 
tion. For instance, Henry F. Rood, sen- 
ior vice president of Lincoln National 
said it looks as if the life insurance 
business in order to retain its leadership 
in the savings business must “provide 
means whereby funds may be accum- 
ulated through equities for retirement, 
profit sharing and pension plans.” Some 
other problems facing the industry are 
necessity of giving closer scrutiny to 
insurance field conventions, mounting 
trouble of the railroads such as New 
Haven road going into bankruptcy, and 
the big losses confronting insurance 
companies because of increasing num- 
ber of automobile crashes. A leader in 
aviation industry believes that one plane 
can fall and cause a $30 million dollar 
loss, but if the plane fell an a baseball 
stadium during the game the loss would 
be inconceivably fantastic. 

Company Conventions 


Convention really got underway at 
legal section presided over by Allen C. 
Steere of Lincoln National, the topic 
being company field conventions. O. L. 
Frost Jr., associate counsel, Occidental 
of California, predicted that substantial 
change in pattern was a necessity, more 
emphasis at those conventions will be 
placed on teaching new sales methods, 
bettering sales techniques, announcing 
new products and that play be confined 
to the periods before and after business 
sessions. Recent tax cases point warn- 
ing that companies must avoid possible 
severe tax penalties on companies, sales- 


(Continued on Page 8) 
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Today 48 Massachusetts Mutual policyholders, three of them women, 
each own $1 million or more of life insurance in that Company. Before 1954 
the company records showed no $1 million policyholders. There were 28 by 
1958 and 40 by November, 1960. 


The life insurance “‘multi-millionaire’” has now emerged. Seven policy- 
holders are protected by $2 million or more of Massachusetts Mutual life in- 
surance. All of these ‘’multi-millionaires’ are married men with children. Their 
average age is 43 and they purchased their first Massachusetts Mutual policy 
at average age 29. They now have an average of 11 policies each. Three of 
them are company presidents, three hold other executive positions, and one is 
a financier. 











Here are 3 reasons why we used this space 
to tell this story... 


It suggests that the quality of our product appeals to dis- 
criminating buyers. 


It indicates the quality of our Field Force whose training 
and sales tools equip them for any market. 


It has been in the news —the story of our “multi-million- 
aires” has rated space in major newspapers across the 
country. 


MASSACHUSETTS MUTUAL 
Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
ORGANIZED 1851 


114 GENERAL AGENCIES IN 108 CITIES PLUS 85 DISTRICT OFFICES AND 39 GROUP OFFICES 
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Haakenstad Views 


Chic ago, Oct. 11—If_the Administra- 
tion’s King- Anderson Bill is enacted in 
its present form, “a highly damaging 
and permanently crippling blow” will be 
dealt the efforts of the insurance busi- 
ness to insure the health care needs of 


those over 65, Otto Haakenstad, presi- 
dent of the American Life Convention, 
declared today at the ALC’s 56th an- 
nual meeting here. This bill, which 
would provide medical care for the aged 
through the Social Security System, 
constitutes “one of the most important 


and far- -reaching issues currently facing 
our business,” he said. 


“It is common knowledge that the in- 
surance business has been searching for 
ways to provide adequate coverage for 
our senior citizens, and that great 
strides have been made, and are still 
being made in this direction. A variety 
of plans are available, and it would ap- 
pear that the only concern should be 
for those who are unable to provide this 
coverage for themselves. 


“The Kerr-Mills law enacted last year 
is designed to take care of the indigent 
and the medically indigent. It is our be- 
lief that the benefits provided for the 
needy by this law, plus the variety of 
voluntary coverages now available to 
others, are a proper and sufficient answer 
to the whole problem of medical care. 

“Certainly it would be unfortunate if 
our entire population should be regi- 
mented under a compulsory system as a 
result of efforts to aid the needy few.” 

Mr. Haakenstad, who is president of 
Western States Life Insurance Com- 
pany, recalled that when a similar bill 
was being considered by Congress a 
year ago, President Eisenhower indi- 
cated that he would veto it, if enacted. 
“However, this year President Ken- 
nedy’s attitude is the reverse,” he said. 
“He is an active advocate of this bill 
and has put the enormous power of the 
Executive Department behind it.” 

Supporters of the Social Security ap- 
proach, in the meantime, are very busy 
building up popular and political sup- 
port for the bill, he added. “It seems 
to me that we would be well advised to 
continue to express our opinion of this 
legislation to our representatives in 
Congress, particularly the members of 
the House of Representatives, for that 
is where the crucial battle will be 
fought.” 


Replacements Problem 


Turning to another problem facing 
the life insurance business—that of “re- 
placements”—Mr. Haakenstad observed 
that the practice is “uneconomic.’ 

“The substitution of one life insurance 
policy for another is seldom in the in- 
terest of the policyholder making the 
substitution,” he said. “Further, it is 
likely that most replacements would not 
occur if the policyholder were ad- 
vised of all the facts. The problem 
has now reached such proportions that 
the agency forces, the life insurance 
companies and the Insurance Commis- 
sioners have become concerned, and 
measures are being taken to correct this 
evil.” 

Mr. Haakenstad said that many sug- 
gestions have been made and various 
plans have been advanced in attempts 
to cope with this problem. “Naturally” 
he added, “any prohibition of replace- 
ments as such would be an abridgement 
of the freedom of policyholders to de- 
termine what they may wish to do with 
or about their life insurance. But, life 
insurance is highly susceptible of mis- 
representation and costs and policy bene- 
fits are very difficult to compare. 

“All of this places the policyholder in 
4 particularly vulnerable position as a 
possible ‘victim of a twisting agent. 
Whatever may be done to enhance the 
probability that the policyholder will be 
adyised at all material facts with respect 








Industry Problems 





OTTO 


HAAKENSTAD 


to a replacement, should have the active 
support of the agents, companies and 
commissioners. The American Life Con- 
vention stands squarely behind construc- 
tive programs designed to eliminate this 
evil.” 

Mr. Haakenstad also stressed the im- 
portance to life insurance of a sound 
economy and the curbing of inflation. 
It appears, he said, that our economy is 
embarking on a "period of expansion 
that could prove to be the biggest boom 
of the postwar era. A great part of the 
recent improvement in business activity 
has resulted from increased government 
spending. Federal deficits have been 
mounting; talk of short-run future 
spending continue to exceed estimates of 
future revenues; talk of tax cuts has 
virtually disappeared; official statements 
convey the impression that deficits are 
not considered important. 

“If this interpretation is correct, it 
raises a serious question as to whether 
fiscal responsibility is receiving proper 
consideration,” he commented. The 
answer to the threat of inflation is not 
price controls; it lies in fiscal responsi- 
bility and the elimination of continued 
and mounting deficits which, although 
not the sole causes of inflation, are cer- 
tainly basic causes. 

“High government expenditures and 
the resulting high levels of taxation dis- 
courage private investment and tend to 
cause a shift of the factors of produc- 
tion from the hands of private individ- 
uals and organizations into the hands of 


government,” he said. “Less Federal 
spending and _ correspondingly lower 


taxes are needed 
our economic 


for the well-being of 
system.” 


Wetterlund, New ALC President 


Chicago, Oct. 11—Raymond J. Wet- 
terlund, chairman of the board, Wash- 
ington National Ins. Co., Evanston, III, 
has been elected president of the Ameri- 
can Life Convention. The election was 
held at the 56th annual convention, at 
the Edgewater Beach Hotel, here. More 
than 1,000 life company executives from 
the ALC’s member companies attended. 

Mr. Wetterlund succeeds Otto Ha- 
akenstad, president of Western States 
Life, Fargo, N. 

Both in community service and in his 
chosen profession, Mr. Wetterlund has 
had a long and distinguished career. For 
the American Life Convention he has 
served on the accident and health com- 
mittee (1952), and—in the ensuing years 
—both as a member of the finance com- 
mittee and as its chairman, on the com- 
pany relations committee, and on the 
board of regents of the Life Officers 
Investment Seminar. He has been a 
member of the executive committee 
since 1956, of the legal section since 
1935, and of the joint ALC-LIAA leg- 


islative committee since 1959. 
Joined Wash. Nat’! in 1924 


A native Chicagoan, Mr. Wetterlund 
took his education in the Chicago gram- 
mar and high schools, University of 
Illinois, and De Paul University (LL.B.). 
His entire business experience has been 
with Washington National, where he 
started as a clerk in 1924 and became, 
successively, attorney, assistant general 
counsel, associate general counsel, vice 
president and general counsel, member 
of the board of directors, president, and 
chairman of the board. During his 
career he was active in the Health and 
Accident Underwriters Conference, serv- 
ing on its board of directors for a num- 
ber of 


years and as its president in 
1946-1947. This Conference was one of 
the predecessor organizations to the 


present Health Insurance Association of 
America, which Mr. Wetterlund was ac- 
tive in organizing and which he served 
as a member of the board of directors 
from 1956 through 1958. He has also 
been, in the past—and still is—a mem- 
ber of the HIAA administrative com- 
mittee, and was its chairman in 1959. 
Mr. Wetterlund has also been president 
of the Insurance Feder: ation of Illinois 
and the Insurance Economics Society of 
America. 

On the personal side, Mr. Wetterlund 
maintains his home in Skokie, Ill, a 
suburb adjacent to Evanston, where his 
company’s extensive home office is lo- 
cated. In Evanston he is a member of 
the advisory board of St. Francis Hos- 
pital, president of the city’s YMCA, and 
belongs to the local Rotary Club and 
Chamber of Commerce. He also is a 
member of the Illinois and United States 
Chambers of Commerce. A Methodist, 
he is a member of Evanston’s Covenant 


“Buyer’s Market” Seen by Vesser 


Chicago, Oct. 10—The next 20 years 
will offer a magnificent opportunity for 
growth to life insurance companies, but 
it will be in a “buyer’s market,” Frank 
Vesser, vice president of General Amer- 
ican Life told the agency section of the 
American Life ‘Convention here today. 

Mr. Vesser, chairman of the agency 
section, in his opening remarks, said that 
the companies which will prosper will be 
those who have not forgotten the impor- 
tance of the agent. He called attention 
to the plight of the automobile agencies 
following World War II. “They were in 
a seller's market and fairly soon they 
had forgotten what it meant to be a 
salesman.” When the market switched 
to a buyer's market, those agencies 


which had remembered good salesman- 
ship, weathered the storm, but many of 
those who had forgotten were soon out 
of business 

“The agent is the man 
or breaks a company,” he continued. 
“Automation, technical advancement, 
new products and advertising are im- 
portant items, but useless , Without an 
effective sales organization.” The com- 
panies have de- emphasized the image 
of the agent, and this is one thing which 
must change. 

Another thing that must be done is to 
realize that salesmen work best on the 
“Action-reward” principle. But many 


who makes 


companies have so confused the agent’s 
income arrangement that he no longer 





Stuart Rogers Studios 
R. J. WETTERLUND 


and a trustee of the 
Foundation at North- 
Mr. Wetterlund is also 


Methodist Church, 
Methodist Student 
western University. 


a member of the University Club of 
Evanston and Westmoreland Country 
Club. 

Mr. Wetterlund is a firm believer in 
joint cooperation and hopes that all 
facets of the life insurance industry, 


both home office and field, will present 
a united front in attempting to solve in- 
dustry problems in the public interest 
and in the interests of continued ex- 
pansion and growth of life insurance 

“We must remember,” he said, “that 
life insurance played an important role 
in building our country and preserving 
its freedoms, and that in the future its 
responsibilities will be even greater. For 
we are in a fight to the death with the 
Communist philosophy of personal slav- 
ery, personal subjugation to the state 
and its leaders; and I firmly believe 
that our efforts to win that fight—for 
ourselves and for the cause of freedom 
everywhere—will be greatly strengthened 
by a vast expansion of the personal se- 
curity and responsibility inherent in the 
ownership of life insurance and its com- 
panion protections.” 





really understands how he makes money. 
It is up to the companies to get the 
reward closer to the action. 

Thirdly, Mr. Vesser continued, we have 
been getting away from “need” or “prob- 
lem” selling and have become victims of 
“solution” 


selling. Today, many sales are 
made on the tax grounds alone, and if 
the tax laws are changed, the agents 


will have forgotten how to sell insurance. 
We have to convince a man that he has 
a problem or he will not buy the solu- 
tion. 

Fourth, we have lost some competitive 
spirit. Perhaps by stressing “living in- 
surance” we have played into the hands 
of investment business, meeting them on 
their terms. We must concentrate on 
things that the life insurance business 
can do that the investment businéss can 
never do. 

Mr. Vesser concluded that the next 20 
years will be a buyer’s market and they 
are going to be highly rew arding for the 
man who is a “salesman” and proud of 
it. 





Owned and published every mig om 4 » The East- 


ern Underwriter Co., a New York Corporation. 
ice and place of business, 93-99 Nassau 
Street, New York 38, N. Y. WO 2-4868. 


Second Class Postage Paid at New York, N. Y. 


Page 4 


The Eastern Underwriter 


October 16, 196} 





American Life 


Convention Annual 


Meeting 


—= 


At Chicago 











“You mean I just 
endorse checks?” 


CG: That's right...that’s the only paper- 
work you do! But you get 100% of the 
commission checks! 

YOU: Sounds too easy...what’s the hitch? 
CG: No hitch. Our Life Department 
service is absolutely free to you brokers. 
You save time because we take care of all 
the details. No technical knowledge 
needed, either... our specialists take 
care of that. And last, we make no sales 
recommendation! 


YOU: Then how on earth do you make 
sales for me? 


CG: Over the long haul, just as you do. 
We start with a free analysis of your 
clients’ Life policies ...even uninsurables! 


YOU: Now that does impress me! 


CG: To show you how valuable this serv- 
ice will be to your clients, we'll start by 
doing an analysis on your own policies! 


YOU: When do we start? 


CG: Right now... by calling the nearest 
CG office. Give our Life Department a 
chance to prove how easy and profitable 
selling Lifecan be. Go ahead. Call them up! 


CONNECTICUT 
GENERAL 


Life Insurance Company, Hartford 


“Segregated Accounts” Panel 


Chicago—The very important sub- 
ject of “segregated accounts” was dis- 
cussed at ALC Legal Section by a 
panel which had as its moderator 
John J. Magovern, executive vice 
president, Mutual Benefit Life. Mr. 
Magovern said the speakers on the 
panel were Henry F. Rood, senior 


vice president, Lincoln National Life ; 
David F. Cavanaugh, general counsel, 
Aetna Life; John D. Marsh, presi- 
dent, Variable Annuity Life of Amer- 
ica, Washington ; J. Edwin Matz, vice 
president—actuarial accounting, John 
Hancock; and J. Kenneth Williams, 
Q.C., general counsel and secretary, 
National Life of Canada. 


Views on Governmental Regulation 
Summarized by D. P. Cavanaugh 


Chicago, Oct. 10.—One life insurance 
company’s experience with government 
agencies in seeking approval of separate 
account operations, was described to- 
day by Daniel P. Cavanaugh, generab 
counsel of Aetna Life here. Mr. Cava- 
naugh spoke at a symposium on segre- 
gated accounts before the legal section. 


“During the past year and a half my 
company, along with other members of 
this convention, has been trying to con- 
vince certain state and Federal officials 
that our proposed separate account op- 
erations do not present any serious prob- 
lems in governmental regulation,” Mr. 
Cavanaugh said. 

“On completion of the original study 
of this subject, it was the impression 
in my company that if we could clear 
our proposed separate account operations 
with the New York Insurance Depart- 
ment and with the SEC there would 
not be any other serious problems in 
the area of state or Federal regulation, 
as the issues before these two agencies 
would, in all probability, include all mat 
terial issues that might be raised by 
any other governmental agency. 

“That original impression has been 
confirmed by our subsequent experience, 
although I must say that we never an- 
ticipated that there would be delays in 
the proportions which have confronted 
us in our attempts to get clearance from 
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New York and from the SEC. 

“More than a year has elapsed without 
a decision on my company’s request for 
a ‘no action’ letter from the SEC, and 
thus far our simultaneous negotiations 
with the New York Insurance Depart- 
ment for approval of a separate account 
Group annuity contract for use in New 
York have produced only inconclusive 
results. 

“Granting that these delays may in a 
large measure be explained by conges- 
tion in the dockets, shortage of man- 
power, and similar problems’ which 
plague so many of our public agencies, 
it would still be quite unrealistic to 





ignore the possibility that there has also 
been present, on the one hand, the al- 
most inevitable reluctance of certain jn- 
surance supervisory officials to approve 
new business plans which do not fit pre. 
cisely into any familiar life insurance 
pattern, and on the other hand, the 
similar reluctance of security super- 
visory officials to concede lack of juris- 
diction over operations which, although 
constituting an integral part of an an- 
nuity contract, bear some resemblance 
to a security or investment contract. 

“In spite of their reluctance, however, 
I expect that the New York Depart: 
ment and the SEC will, on the basis of 
the facts presented, ultimately give us 
the requested clearance, without litiga- 
tion.” 

In reference to SEC, Mr. Cavanaugh 
said, “we are just about where we were 
in the beginning, except that some of the 
companies have, in the meantime, be- 
come more confident of their position, 
and have decided to proceed on a private 
placement basis to write separate ac- 
count provisions for a few financially 
sophisticated employers, relying upon 
the opinion of their own counsel that 
their operations are not subject to the 
Securities Act or to the Investment 
Company Act. 

“In support of the claim that our 
separate account operations, whether in 
or outside New York, cannot adversely 
affect policyholders in New York, we 
have made four major points: 

“First, we have suggested policy pro- 
visions or underwriting rules giving 
reasonable assurance that separate ac- 


(Continued on Page 18) 


Blue Sky Laws May Lead to 


“Triple Regulation”, 


Chicago—John D. Marsh of Washing- 
ton, D. C., president of Variable An- 
nuity Life of America, discussed market- 
ing aspects in the ‘ ‘Segregated Accounts” 
forum of ALC Legal Section. Among 
his other comments he said that “a mon- 
ster which continually rears its ugly 
head” is possibility of dual regulation 
at the state level by the State Secur- 
ities and Insurance Departments.” Com- 
menting on this and the State Blue Sky 
laws he said: 

“Combined with Federal S.E.C. 
lations, this gives us, in effect, triple 
regulation. Having had some personal 
experience with the complexities of the 
state Blue Sky Laws, I can assure you 
that it could become a real arduous task 
for the attorneys of life insurance com- 
pres offering variable annuities and re- 
lated contracts, unless the companies are 
successful in blocking attempts by the 
state Securities Commissioners to in- 
trude in the regulatory pattern. 

Blue Sky Law Categories 

Basically, the states fall into three 
general categories when it comes to Blue 
Sky Laws.” He continued: 


regu- 


Says J. D. Marsh 


“A limited number of states have 
little or nothing in the way of state 
securities laws, and thus effectively rely 
on the Federal S.E.C. for the protection 
of their citizens. 

A second group of states numbering 
approximately 25 to 30 provide for ‘reg- 
istration by coordination.’ This provides 
a registration procedure coordinated 
with the Federal procedure and is gen- 
erally quite simple to accomplish. Once 
the issuer is effectively registered with 
the Federal S.E.C., state registration is 
virtually automatic on payment of the 
requisite fees. 

‘The third group of states provides 
for ‘registration by qualification.’ This 
establishes detailed requirements which 
must be met by any security and its 
issuer before the security can be cleared 
for sale in the state. Unfortunately, the 
qualifications required vary widely be- 
tween states, and the various Blue Sky 
Laws contain many little recognized re- 
quirements which can be invoked to pre- 
vent the offering of a contract based upon 
a segregated account funded by equity se- 
curities.” 


Companies Have Used Segregated 
Accounts for Years, Says H. F. Rood 


Chicago—Henry F. Rood, senior vice 
president, Lincoln National Life, in dis- 


cussing “segregated accounts” before 
Legal Section of ALC, said among other 
things : 


“To me a segregated account is simply 
a means or an operational manner of 
proceeding whereby a life insurance com- 
pany is able to perform its legally in- 
curred obligations to a special segment 
of its policyholders. This means or 
method of proceeding can take the form 
of an accounting or allocation operation 
by being an account, or the form of a 


distinct fund, identifiable perhaps by a 

name or number. The assets may be 
kept separately or they may be comingled 
with other assets of the company. I haz- 
ard this simplified concept because I feel 
that it may help remove some of. the 
mystery which envelops the term ‘Segre- 
gated Account.’ 

Allocation Method 

“Life insurance companies have used 
segregated accounts for many years, but 
usually not for stocks alone. For ex- 

(Continued on Page 18) 
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This advertisement, supporting Lincoln 
Tafe agents, appeared in the 
Saturday Evening Post and Time. 


Young Man! Here’s how to protect yourself against 
the tragedy of becoming “Uninsurable”. . . 


“Uninsurable” means you can’t buy another dime’s worth of life marry, and each time you have a child 
insurance anywhere. But Lincoln Life’s exclusive new plan before you reach age 40. 


GUARANTEES your future insurability 
to age 40—and at standard rates, too. 
if you qualify and buy your full 10 units 
of this plan before you're 25, you'll 
have secured the only guaranteed in- 
surability plan with all these provisions: 


Six options to buy additional $10,000 
amounts of permanent life insurance— 
even if you become ‘“‘uninsurable.”’ 
Term insurance until you’re_40. 

An additional $10,000 of term insur- 


ance for three months, with absolutely 
no additional premium, when you 


At the end of this three months, an 
option to buy $10,000 of permanent 
insurance immediately, without wait- 
ing until next regular option time. 


Upon marriage, your option to buy a 
Family Policy without evidence of your 
wife’s insurability. 

Extra options beyond the normal six, 


if you need them because of additional 
births or marriages prior to age 40. 


Phone your Lincoln Life Agent for 
details about this plan! 


. 
nmeLincolin 
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NATIONAL Life INSURANCE COMPANY 
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State Insurance Department Staffs 
Underpaid, Says A. G. Straub, Jr. 


Taking as his topic before American 
Life Convention legal section, “Is Super- 
vision Keeping Pace?” and having in 
mind Insurance supervision by the 
States, Adelbert G. Straub, Jr., second vice 
president, New York Life, at ALC con- 
vention legal section October 10, sug- 
gested that today the inability of some 
State Insurance Departments to obtain 
adequate funds to operate effectively is 
due to the failure of communication be- 
tween agencies and the legislature. 

“The same legislature that have estab- 
lished fine criteria for the supervision of 
the insurance business have often neg- 
lected to provide sufficient funds to do 
the job,” he said. “The same legislatures 
that took pains to spell out in detail the 
responsibilities of the insurance commis- 
sioner and his staff and the high stand- 
ards of performance required of them, 
frequently set a price tag for such serv- 
ices comparable to that paid high class 
clerks. Legislatures repeatedly estab- 
lish budgets which are completely un- 
realistic. The result is that by far the 
personnel of the greatest number of in- 





CANADA LIFE 
ASSURANCE COMPANY 


Look at these Ist year commis- 
sions and renewals. O.L. Preferred 
Life and L.P. 90—55%—13/2% & 
85s vested, O.L. High Immediate 
Cash Value Contracts 55% & 95s 
vested, Term policies—10 years or 
over 40% & 955 vested. Other 
Term policies—30% & 955 vested. 
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' Matt Jaffe Associates, Ltd. } 
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§{ Company, Toronto,Canada Jj 


surance departments can be said to be 
overworked and underpaid.’ 


Legislators Honest, but Sometimes Lack 
Knowledge 


He added that “By and large legisla- 
tures are composed of men of good 
will. Why is it then that they are so 
parsimonious to one of the greatest rev- 
enue producing arms of the executive 
branch of government? . 

“Generally, it is the result of lack of 
knowledge. They do not appreciate the 
full consequences of their acts: they 
may never be adequately informed of the 
proper sphere of supervision in govern- 
ment and its significant role in the social 
and economic life of the community. 
Many demands are made on the time 
and attention of legislators and many 
who deal with them are convinced of 
the truth of the old adage that ‘the 
wheel that squeaks the loudest gets the 
grease.” 

Policy Form Approved 


Mr. Straub noted that one problem 
that needs a solution is the apparent 
inability of insurance departments to act 
promptly on policy forms submitted for 
approval. He also suggested that the 
work of both insurance departments and 
counsel to the companies would be great- 
ly facilitated if all regulatory agencics 
would publish a collection of existing 
opinions of department counsel. 


No Claims Reserves 


The subject of “no claim reserves,” 
now under consideration by the National 
Association of Insurance Commissioners 
was also mentioned by Mr. Straub. This 
grew out of the 1960 tight money mar- 
ket; it enables the group insurance pol- 
icyholder with a minimum of 1,000 lives 
and a premium of at least $200,000, and 
who has had good experience, to retain 
that part of the premium traditionally 
paid to the carrier and thereby have 
such amounts available in working cap- 
ital. 

“It is in fact an extension of current 
easy credit practices prevailing in other 
lines of business,” he said. “However, 
it represents a radical departure from 
the traditional method of insurance fin- 
ancing which is prefunding. Perhaps 
its greatest attractiveness is as com- 
petitive devices.” 

In the last three years, 12 states have 











issued directives condemning  replace- 
ments, in some cases placing direct re- 
sponsibility on the company and its field 
underwriters to curb the practice. 

“Most companies have responded by 
refusing commissions on business re- 
placed in the company, or by allowing 
only a fraction of regular commissions 
when the replaced policy has been in 
force a number of years. In some cases 
the agent has been required to justify 
his action in replacing existing policies. 
However, the efforts of all the companies 
in their attempts to stamp out the prac- 
tice has not been uniform, making self- 
policing difficult and lacking consisten- 
cy,” Mr. Straub said. 


Problems of Replacement 


“The solution to the problem is two- 
fold: 

“1, A uniform approach to strengthen 
the anti-twisting laws, preferably by the 
adoption of a model bill by the NAIC, 
and 

“2. A campaign to educate the insuring 
public of the harm they are suffering by 
permitting their policies to be replaced. 
An informed public would be critical and 


resist efforts to twist existing policies, 
One must of necessity conclude that the 
insuring public is unaware of the losses 
they are sustaining by replacements 
because so few come forward to com- 
plain. 


National Education Campaign 


An informed public would be critical 
and resist efforts to twist existing pol- 
icies, Mr. Straub continued. “One must 
of necessity conclude that the insuring 
public presently is unaware of the losses 
they are sustaining by replacements be- 
cause so few come forward to complain,” 
he said. 

“Representatives of the ALC-LIAA- 
NALU urged the NAIC at its June, 1961 
meeting to adopt a proposed resolution 
condemning replacements. The reaction 
was favorable, but action was deferred 
pending further study of the precise 
wording. Presumably, action will be 
taken by the NAIC at the December, 
1961 meeting. If this is done a national 
policyowner educational campaign could 
be launched through news media by the 
Institute of Life Insurance with opti- 
mistic results anticipated.” 





Need Continued Vigilance, 
Says Manuel M. Gorman 


Chicago, Oct. 10.—“It would be hard 
to find another Government policy that 
has received such long and unquestioned 
public acceptance as that expressed in 
the antitrust laws,” Manuel M. Gorman, 
associate general counsel of Life In- 
surance Association of America, told the 
legal section of the ALC here today. 

In his discussion of a paper, “A Trial 
Lawyer Looks at Current Antitrust 
Developments,” delivered by James C. 
Davis, attorney, of Squires, Sanders and 
Dempsey, Cleveland, Mr. Gorman pointed 
out that although the Sherman Act has 
been on the books for over 70 years, 
the life insurance business, although 
still primarily regulated by the states, 
has been subject to the antitrust laws 
since 1948. 

Mr. Gorman agreed with Mr. Davis, 
saying, “The function of counsel in the 
life insurance business is to maintain 
a constant process of antitrust education, 
based on a good haison between counsel 
and executives.” With this firm basis, 
practices and programs could be initially 
checked by counsel rather than analyzed 
after they have been instituted. 

Mr. Gorman traced. the history of life 
insurance industry actions since the U.S. 
Supreme Court decision bringing the 


business under the antitrust laws. He 





stated that part of the problems “has 
been the delicate one of avoiding not 
only any antitrust violation but even 
the appearance of such activity. We 
have recognized that any antitrust. suit 
—win, lose or draw—would be prejudicial 
to the public esteem which we value so 
highly.” 

The need for continued vigilance was 
pointed out as Mr. Gorman mentioned 
that there are “constant ‘fulminations 
from the direction of Washington” which 
impinge on the business of insurance, 
and he suggested even greater zeal on 
the part of the business. 





RICHARD E. VERNOR ADDRESS 





ALC Counsel Reports on Experience and 

Practice in Writing and Servicing 

dap ilitary Business 

Chicago, Oct. 9—Negotiations with the 
military services and the Department 
of Defense have led to reasonable inter- 
pretations of both individual and nation- 
wide interest in writing and servicing 
military life insurance, Richard E. Ver- 
nor, counsel of American Life Conven- 
tion, reported here today. “We have 
been accorded fair and adequate hearing,” 
Mr. Vernor told the annual meeting 
of the American Life Convention, 
He warned, however, that “this area 
of Federal regulation will undoubetedly 
continue to spawn problems of various 
degrees ot sever-ty, and the present 
build-up in active military personnel in- 
dicates an increasing interest on the part 
of the Congress, the military and_ the 
general public.” i 

rhe history of military allotments can 
be traced back to 1776, Mr. Vernor 
noted As for life insurance, up to 1947, 
the individual services regulated the sale 
of commercial life insurance on military 
installations, but the Department. of 
Defense assumed many of these respon- 
sibilities beginning with that year. 

rhe most recent regulation is dated 
April 10, 1951, and it states that “the 
acqu:sition of a sound life insurance 
program suitably underwritten to meet 
the varying requirements of the indi- 
vidual is encouraged ‘by the Department 
of Defense.” This in contrast to a 1955 
directive which said its purpose and 
scope was “to protect them (members 
of the Armed Forces) from exploitation 
in such (insurance) transactions.” 
-Mr. Vernor reported that the 1961 
directive also recommends two publica- 
tions prepared in cooperation with the 
Institute of Life Insurance, “Armed 
Forces Life Insurance Handbook,” and 
“Buying Life Insurance.” These publi- 
cations are available for official use by 
Armed Forces personnel through normal 
military channels. 
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American Life Convention Annual Meeting At Chicago 





Shelby Cullom Davis Discusses 
True Value of a Life Insurance Co. 


The proper value of a life insurance 
company was discussed before American 
Life Convention October 10 by Shelby 
Cullom Davis, a member of New York 
Stock Exchange, specialist in sales and 
purchase of insurance shares and a 
former Deputy Insurance Superintendent 
of New York State. He is a member 
of the oldest firm, with predecessor, 
specializing in insurance stocks in the 
United States, a dealer in insurance 
shares. He makes deals “over the phone” 
on 110 different insurance stocks. 


Agency Organizations 


Commenting on current sales of life 
insurance above their net worth, Mr. 
Davis said: 

“The fact that all of the life insurance 
companies are selling above their net 
worth indicates that investors are willing 
to place a value upon the agency organ- 
ization and the agents of life insurance 
companies. Consistently, these agents 
have produced profitable business, un- 
like their fire or casualty confreres. The 
life business is seemingly unaffected by 
catastrophes and it has not been beset 
with problems of inflation or rate regu- 
lation. The life business has been a good 
business to be in. 


Agents Base of Operations 


“Furthermore, life agents, are for the 
most part exclusive: they can be ‘told’. 
This is not the condition in the fire or 
casualty insurance business. Too fre- 
quently their agents ‘tell’ the company. 
For that reason investors place less 
value on the agency organizations of 
fire and casualty companies. It has been 
costly for the life insurance companies 
to build up their agency organizations 
and investors realize this too and place 
a value on these efforts and organiza- 
tions accordingly. 

“In my opinion agents to a life insur- 
ance company are what rails and ways 
and structures are to the railroads, what 
turbines are to public utilities and fac- 
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FOR YOUR HEALTH—CALL HILL! 
ACCIDENT & HEALTH CENTER FOR BROKERS 


Almost without reservation, we can guarantee placement of any individual, 
group, or special risk case you have, and your business is fully protected. 


WILLIAM J. HILL AGENCY, INC. 
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tories to industrials. They are the base 
of the operation. Growth has been the 
great watch word in our American muar- 
kets since the war. What investors will 
pay for securities depends upon their 
rate of growth, profitable growth. That 
is the great difference from pre-war. 
Whether a company sells at 10 times 
earnings or at 60 times, such as IBM 
depends entirely upon rate of profitable 
growth. And in the case of the life 
companies, rate of profitable growth de- 
pends, in my opinion, squarely upon the 
agency organizations and the agents 
“Tl emphasize ‘profitable’ growth he- 
cause growth without profit is a little 
like prophet without honor—nobody 
wants it! We have seen instances of 
growth without profits in electronic field 
this year. When investors have been 





New York 38, N. Y. 





cognizant of this fact, the market prices 
of these electronic shares have melted, 
some of them have been cut in half. 
While it is easy to measure rate of 
growth in a life insurance company, it 
is more difficult to measure profitable 
growth. So many assumptions have to 
be taken into account.” 
Sees Insurance Shares Become More 
Valuable 
Under conditions of higher interest 
rates, without war—and with the further 
background of booming family formation, 
and continued improvement in mortality, 
life insurance in force should become in- 
creasingly valuable during the years 
ahead, said Mr. Davis. “And the men, 
the agency organizations and agents who 
can contribute to this rising insurance 


in force should become even more valu- 
able also,” the speaker said. “In fact, it 
would not surprise me if informed opin- 
ion did not give a life company agency 
organization a greater value than the 
equivalent of double its net worth as at 
present. You will recall that our 49 life 
insurance companies are currently sell- 
ing at 283% of their net worth which 
would mean approximately 183% as the 
value of the agency organization and 
agents. I do not see why, under the 
conditions of the future outlined above, 
an agency organization will not be equal 
to three times its company’s net worth. 
And in the competitive race the agency 
organization of the mutuals will also be- 
come just that more valuable to their 
policyholders.” 





SUPPORT WITH 
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the-scenes cooperation . 


men in the field. 


within 24 hours . . 





HOME OFFICE 


Knowing that success in the field is so greatly influenced by behind- 
. . Fidelity Mutual emphasizes to Home Office 
personnel the overwhelming importance of field viewpoint. 


Whether it is processing applications, handling policy loans, changing 
nothing can substitute for personal 
interest and prompt assistance as needed cnd when needed by our 


beneficiaries or settling claims... 


The fact is that 96 per cent of Fidelity Mutual’s claims are settled 
. one of the many ways Fidelity Mutual helps its 
agents do an outstanding job in life underwriting. 
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LIFE GENERAL AGENTS 
$12,000-$18,000 


We provide the (1) fastest service, 
(2) confidential handling and (3) best 
comparative results for men seeking new 
General Agent appointments. We will 
adhere to your preferences on both in- 
come and geographical desires. Our 
company clients are the finest in the 
country. Refer all inquiries to Bill Hem- 


ingway. #E-1132 


LIFE ACTUARY 
$8,500 

A giant eastern company whose name 
is a household byword is interested in a 
young man who can continue his actu- 
arial examinations and progress into top 
level management. We consider this op- 
portunity a remarkably good chance to 
career advancement yet still enjoy the 
Prestige of a top rated company. In- 
quiries to Bruce Van Keuren. #£-1133 








LIFE AGENCY SUPERVISOR 
$8,000 


This is a Chicago area company with 
openings for young men in several choice 
areas. About two or three years of field 
experience is desired. Married candi- 
dates preferred. Company possesses an 
equally strong life and A&H portfolio 
and enjoys a well established reputation. 
We believe your future is progressively 
clear here. Inquiry to Bill Hemingway. 


# E-1134 





LIFE ACTUARY 
$9,000 


For the man who wishes to identify 
with a New York company in the $50 
Million asset class, this is just the chance. 
The company still is small enough in 
which the individual can be recognized 
for his talents and accomplishments. The 
actuarial responsibilities are well diversi- 
fied. Refer all inquiries to Bruce Van 
Keuren. 

#E-1135 





FERGASON 


330 S. Wells St. 





HArrison 7-9040 


Without any obligation, send for our brochure, "How We Operate." 


PERSONNEL 


Insurance Personnel Exclusively 


Chicago 6, Illinois 





LIFE AGENCY DIRECTOR 
$16,000 


A soundly based casualty combine, in 
the midwest, is branching into a sepa- 
rate life company operation. It is well 
financed, being set up by true insurance 
men for future growth and stature. Di- 
rect Home Office experience and no 
more than two companies-in past ten 
years is mandatory in the case of appli- 
cants. Inquiries to Bill Hemingway. 


#E-1136 
LIFE REGIONAL SUPERVISOR 


' 

A fine, old Pacific Coast company 
needs you in several areas of the East 
if you are (1) a college graduate, (2) 
three years experience in the field, and 
(3) flexible on your geographical pref- 
erences. The company is a national 
leader in Accident & Health but known 
as one of the finest of life companies. 
Direct all inquiries to Bill Hemingway. 

#E-1137 
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Raymond C. Johnson New 
Agency Section Chairman 


Chicago, Oct. 10—Raymond C. John- 
son, vice president in charge of market- 
ing, New York Life, is new chairman 
agency section ALC. Lynn H. Tenney, 
vice president, ( California Western States 
Life, is mew secretary agency section. 


Brooke Legal Section Head 


Chicago, Oct. 9.—Dwight Brooke, vice 
president and general counsel, Bankers 
of Iowa, is new chairman of legal sec- 
tion. G. Frank Purvis, formerly of 
Louisiana Insurance Department, is new 
secretary. 


Action Needed to Solve 
Problems, Says Worthington 


Chicago, Oct. 10.—Problems confront- 
ing the industry in connection with the 
agency system, can be solved if there 
is a rediness to take the necessary ac- 
tion, William P. Worthington, chairman, 
Home Life of New York, said here to- 
day in his talk before the agency sec- 
tion. “Some of these problems,” he said 
“stem from the need for more effective 
communications in two principal areas 
—between the field and home office, 
and between the policyowners and the 
life insurance business as a whole. In- 
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adequate communications can result in 
misunderstandings ; consequently, we are 
sometimes doing a better job than we 
get credit for.” 

The insurance business is at a cross- 
roads today, Mr. Worthington said, so 
far as the agency system is concerned. 
“It isn’t the first intersection we have 
encountered. We seem to go through 
similar periods every ten to twenty 
years and it has been my experience 
that it is the dedicated leaders in both 
the field and the home office who either 
keep us on the right road or guide us 
back when we make an_ inadvertent 
detour. 


“To the right and left at this cross- 
road today are gleaming new highways 
which look inviting, but the direction 
signs are not clear and where they 
finally take us has not even been posted. 
Perhaps this is the time to ask some 
frank questions that deal with the heart 
of our agency system—to be sure we 
know where we are going and how we 
are going to get there.” 


Mr. Worthington also called attention 
to the “almost indiscriminate replace- 
ment of permanent insurance over the 
past few years,” which he said has 
grown to the point “where a sufficient 
number of people in both the field and 
the home office as well as the Insur- 
ance Departments have become really 
concerned about it and it is now being 
brought under control.” 

Another matter of concern, Mr. 
Worthington said, is Group insurance. 
“It is approaching the ridiculous and 
now encroaches on a field which not 
only can best be handled by the indi- 
vidual underwriter but is not neces- 
sarily in the long-term interests of 
either this business or the public we 
serve.” 


N «Me Member 


Chicago — North Carolina Mutual, 
largest Negro operated company, has 
been accepted for membership in ALC. 
This is the first Negro operated com- 
pany to join. 
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AGENCY CONVENTIONS 


Traditional Patterns May Change Sub- 
stantially in Next Few Years, O. L, 
Frost, Jr., Tells ALC 


Chicago—T. raditional patterns of agen- 
cy conventions in the life insurance in- 
dustry may change substantially in the 
next few years, O. L. Frost, Jr., asso- 
ciate counsel of Occidental Life of Cali- 
fornia, predicted here at ALC meeting. 

Mr. Frost, who spoke before the legal 
section said that emphasis on _teach- 
ing new sales methods, refining known 
sales techniques, announcing new prod- 
ucts, sales tools, etc. may be the primary 
feature of future conventions. Recrea- 
tion and play may be confined to per- 
sonal, family days before or after the 
business portion of the convention, Re- 
cent tax cases for new planning to avoid 
possible severe tax penalties on the com- 
panies, salesmen, and home office em- 
ployes. 

In a recent case, decided by a court 
traditionally friendly to taxpayers, it 
was held that all but a small part of the 
expense of attending an agents conven- 
tion was not only income to the agent 
but, further, could not be deducted by 
the agent because the expenses were 
held to be personal in nature. A second 
and very similar case quickly followed 
in the same circuit and now the U. S. 
Supreme Court has been requested by 
the taxpayers to review both cases, Mr. 
Frost said. 

In each case there was a vigorous 
dissent, but in each case the majority 
opinion found the particular conventions 
were intended as a reward or bonus and 
were not primarily for business pur- 
poses. The first case is Patterson vy. 
Thomas, 289 Fed. 2d 108 (5th Cir. 1961) 
and the second case is Rudolph v. United 
States, 291 Fed. 2d 841 (5th Cir. 1961). 
Applications for writs of certiorari are 
pending in both cases. 


ALC Annual Meeting 


(Continued from Page 1) 





men and home office employes, if they 
do not alter their convention pattern. 

Tension of legal section was lightened 
and by a panel with Byron K. Elliott, 
president of Hancock as moderator in 
which fun was poked on topic of how 
much ability is needed to be a lawyer 
and conversely how much _ executive 
ability he possesses. No decision was 
reached but when meeting started it de- 
veloped that more than 50 presidents or 
chairmen of insurance companies have 
been recruited from legal field. The 
panel consisted of President Pillsbury, 
Northwestern National; General Booth, 
New England Life, and J. Edwin Matz, 
vice president, John Hancock. 


Joins Staff of LIAMA 


James R. Ridley, formerly assistant 
to the president of Family Fund Life 
in Atlanta, has joined the staff of the 
Life Insurance Agency Management As- 
sociation as a consultant in the company 
relations division. 

Mr. Ridley attended Emory Univer- 
sity and was graduated from _ the 
University of Georgia. He began his 
life insurance career in 1950 in Atlanta 
with National Life and Accident. He 
became a department manager in the 
home office of the Life Ins. Co. of 
Georgia the following year. 

In 1957 Mr. Ridley was instrumental 
in the organization of a new company, 
Universal American Life and was vice 
president there. He resigned that post 
in 1960 to join Family Fund Life. He 
was there until he came to LIAMA in 
September of this year. 


A graduate of the 179th LIAMA 


school in agency management, Mr. Rid- 
ley also has passed several of the LOMA 
examinations. 





\ Oo 





oOo oO -—- 


October 16, 1961 


The Eastern Underwriter 








Page 9 











American Life 


Convention Annual Meeting At Chicago 





Merits of Cash Value Life 
Insurance Outlined by Hull 


Chicago, Oct. 12 — Mutual Of New 
York President Roger Hull said at the 
annual meeting of the American Life 
Convention here, today that “life insur- 
ance has unique investment advantages 
that no other investment has.” He urged 
that positive and aggressive action be 
taken by the life insurance industry to 
meet the unjustified attacks made on the 
investment aspects of life insurance. He 
also urged the presidents and general 
managers to “stop fighting the battle on 
our competitors’ grounds and fight it on 
our own grounds.” 

Referring to the buy-Term-and-invest- 
the-difference argument, Mr. Hull said, 
“We have permitted advocates of other 
forms of investment, and some econ- 
omists, to depreciate and cast doubts 
upon the value of life insurance as an 
investment. 

“How many advocates of ‘buy Term 
and invest the difference’ make it clear 
that Term insurance is temporary insur- 
ance? If their advice is followed, a per- 
son winds up with high premium costs 
in old age from converting the Term 
pearance or—more probably—without 
any insurance or insurance cash values 
to protect and provide for him in his 
old age. 

He reminded his audience that per- 
manent life insurance is less expensive, 
over the long run, than Term insurance 
and that the cash value build-up of per- 
manent insurance cannot be equaled by 
other forms of investment without as- 
suming an unusually high yield over a 
long period of years. 

The buy-Term advocates, he said, also 
seem to operate on the assumption that 
the average man can achieve a better 
long-term investment result than com- 
panies with a century or more of expe- 
rience. “A great many people are going 
to be badly hurt if somebody doesn’t 
dissuade them from following such a 
course,” he warned. 


Family Protection First 


_ Mr. Hull said he considered investing 
in mutual funds or the stock market 


“a perfectly legitimate and sound thing 
for a person to do, but I submit to you 
that a man must have earned the right to 
speculate by first providing a permanent 
program of life insurance for the protec- 
tion of his family.” 

And, he said, “we have not been as 
aggressive and as much on the offensive 
in this area as we should be.” Mr. Hull 
noted that there have been ten major 
bear markets in the past 00 years, with 
drops in the Dow-Jones Industrial Aver- 
age ranging from 17 to 89%. 

“In a long period of rising prices,” he 
said, “it is easy to forget that bear mar- 
kets do occur, and that many people are 
badly hurt by them. However, there are 
no bear markets in the guaranteed values 
of a good life insurance policy.” He also 
pointed out that even in 1959—“with a 
rampant bull market in progress”—710 
stocks on the New York Stock Exchange 
dropped in value while only 628 rose. 

He urged the life insurance leaders to 
launch an aggressive education and sales 
drive based on the theme, “Don’t specu- 
late with your family’s security.” 

The evidence is clear, he said, that the 
public does not fully understand the 
workings of level-premium, cash value 
insurance. Mr, Hull suggested that 
“serious thought should be given to an 
educational campaign by the whole in- 
dustry . to explain cash value insur- 
ance and its value as property ... and 
to stress the temporary purpose of Term 
insurance and the danger of trying to use 
it for whole life coverage.” 

He also urged that the field forces be 
trained to sell more cash value insur- 
ance, and be given more facts and mate- 
rial about what life insurance can do, 
so they can “refute the specious argu- 
ments used against it.” 

As insurance people, Mr, Hull con- 
cluded, “we must rededic:z ate ourselves 
to the importance of selling permanent 
life insurance with cash values ... and 
must rediscover and rededicate ourselves 
to the missionary zeal which made life 
insurance the most widely accepted form 
of thrift in North America.” 


ALN, Guertin, ALC Actuary, Says 


Competition 


Chicago, Oct. 11—“Life insurance com- 
panies face stiffening competition for the 
increasing savings dollars of the Amer- 
ican public,” said Mr. Alfred N. Guertin, 
actuary of American Life Convention. 
Speaking at the executive session here 
today, he said, “In an atmosphere of ris- 
ing gross national product, disposable 
personal income and personal savings, the 
Savings functions of life insurance com- 
panies meet increasing competition from 
Savings and loan associations, uninsured 
Pension plans and mutual funds. 
Although life insurance companies,” he 
said, “continue to receive as large a 
share of the increasing disposable per- 
sonal income in the form of premiums 
for life insurance policies as they have in 
the past, an increasing proportion is 
being channeled into the purchase of 
protection forms of insurance carrying 
no savings element.” 

Mr. Guertin added, “The (figures re- 
lating to comparative growth patterns of 
various savings media might be taken 
to indicate that the life insurance busi- 
ness is a mature business, and we see 


Other and newer savings devices en- ; 





for Savings Stiffens 


croach on areas in which life insurance 
companies have ‘been preeminent for 
decades. We have been passing through 
a long period of economic expansion. 
Such a period always enhances the rela- 
tive attractiveness of risk investments. 
3ut that is consistent with the basic 
nature of the life insurance business 
Life insurance performs well in both 
boom and depression,” he said, “but its 
performance is relatively not as spectacu- 
lar in boom periods as that of some of 
our competitors; however, it is the sta- 
bility of our business through boom and 
depression that gives it its basic accep- 
tance.” 

Mr. Guertin reported that legislation 
throughout the United States authoriz- 
ing the use of the “Commissioners 1958 
Standard Ordinary Mortality Table,” 
which will become a compulsory standard 
in most of the states in 1966, is virtually 
complete. The recent adoption of the 
“Commissioners 1960 Group Insurance 
Mortality Table,” as a measure for min- 
imum Group premiums in certain states 
was noted. Legislation authorizing the 
use of the “Annuity Mortality Table for 
1949, Ultimate” a new disability table 


hased on disability and termination rates 
developed from the “1952 Disability 
Study” of the Society of Actuaries, and 
the “1959 Accidental Death Benefits 

Table” has been adopted in many states 
and is progressing satisfactorily in others. 

He described at some length the prog- 
ress of the Society of Actuaries in pro- 
ducing monetary tables for use of com- 
panies and others in the application of 
such tables to the business of the com- 
panies. “The adoption of these new 
standards,” said Mr. Guertin “is evidence 
that the companies and the supervisory 
authorities are making every effort to 
maintain the actuarial standards of the 
life insurance business on a basis where- 
by its operations give full effect to the 
increasing life expectancy of the Amer- 
ican people and the current rates of mor- 
bidity.” 

Other Developments 


He also covered other recent develop- 
ments in the life insurance business, 
among which were matters involving the 
Federal income taxation of life insurance 
companies; Group insurance problems; 
proposals for adoption of the so-called 
“investment year method” for allocation 
of investment income; problems involved 
in the establishment of segregated funds 
by life insurance companies; and a num- 


ber of matters involving relationship of 


the insurance business and the super- 
visory authorities. 

Member companies of the American 
Life Convention have in force 94.2% of 
all the life insurance in force in the 
United States. During 1960, such member 
companies wrote 95.3% of the health 
insurance written under Group policies 
and 56% of all such insurance written 
under individual policies in the United 
States. Member companies wrote 43.1% 
of all the health insurance protection 
written in the United States by all types 
of insurance and service organizations. 
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as i of Interest in Glass 


House Age, Says Abram T. Collier 


Chicago, Oct —American business 
management is entering a period when 
all corporate activities will be subjected 
to increasing scrutiny, Abram T. Col- 
lier, senior vice president, John Hancock, 
said before the general session of the 
American Life Convention’s annual meet- 
ing, here today. “Annual reports and 
annual audits, tax returns and tax audits, 
stockholder and policyholder inquiries, 
congressional investigation and enter- 
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prising reporters, are but part of the 
apparatus that ferrets out the facts of 
corporate life,” he said. 

He lauded the National Association of 
Insurance Commissioners on its decision 
to ask each company to establish its own 
standards of conduct on matters involving 
potential conflicts of interest. 

Mr. Collier attributed current empha- 
sis on the development of internally- 
styled ethical codes to broad social and 
economic factors, to renewed interest on 
the part of Congress in the insurance 
industry, and to widely publicized “con- 
flict of interest” incidents in recent 
months. 

He pointed out that prior to this cen- 
tury a large majority of those engaged 
in business did so on their own account. 
Today, most businessmen are entrusted 
with the property of others, and must act 
in a representative capacity. For this 
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reason they are obligated by law and 
custom to adopt the fiduciary’s standard 
of conduct, a much stricter code than 
they might reasonably adopt for them- 
selves. 

Along with these changes, Mr. Collier 
said, there has emerged a “growing be- 
lief that law—or at least our present 
apparatus—is inadequate to deal with all 
of the circumstances in which an officer 
or a director of a corporation can use 
his position for his personal advantage 

. . the law cannot cope with all kinds 
of unethical behavior where motive plays 
so important a part. The law often al- 
lows what honor forbids: its standards 
are those of the reasonably prudent man 
—not the stickler for probity and honor. 
The law, moreover, is not automatic: it 
must be moved into action by someone; 
and some people are too timid, to ignor- 
ant, or too unconcerned to take the ne- 
cessary steps.” 


Advantage of a Code 


Mr. ‘Collier said one advantage of a 
code would be to put everyone on notice 
as to the ethical standards of the par- 
ticular business community. He also 
indicated that codes might well improve 
the level of business conduct since men 
and companies “are usually judged by the 
ethical standards to which they give pub- 
lic acceptance.” Nevertheless, he warned, 
care should be used in “spelling out a 
formal code on the basis of which a 
man’s career may be put in jeopardy.” 

Most codes, Mr. Collier said, confine 
themselves to four major areas: (1) per- 
sonal financial interests, (2) the accep- 
tance of gifts and entertainment, (3) 
outside activities, and (4) inside activi- 
ties. Since codes do not enforce them- 
selves, most drafters, he said, “have pro- 
vided for annual questionnaires in which 
individuals are required to disclose to 
responsible superiors, siginificant per- 
sonal holdings, outside activities, and 
those occasions on which they have been 
so entertained that they risked their 
reputations for incorruptibility. 

“In matters of ethics,’ Mr. Colliers 
stressed, “it is by no means clear that 
one is innocent until proved guilty; thus, 
these questionnaires at least give those 
who have been formally accused an 
annual chance to plead ‘not guilty,’” 

Mr. Collier concluded with the follow- 
ing observations: 

“It is evident that we are entering a 
period when all our corporate activities 
will be subjected to increasing scrutiny: 
This is indeed a glass house age, but we 
should not forget the distinction between 
our own personal moral standards and 
the ethical standards we would impose 
on others. 

“The Insurance Commissioners, indi- 
vidually and collectively, should be con- 
gratulated on their decision to ask each 
company to establish its own ethical 
standards. If framed and adopted by 
those to be affected, they are much more 
likely to be reasonable and practical, and 
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far more likely to be observed. 

“As these conflict of interest rules are 
formulated and administered over 4g 
period of time, valuable experience wil] 
be gained. Time will clearly tell us 
whether ethical standards can be or 
should be transformed in the legal stand- 
ards. It must be remembered that if so 
transformed, they will lose much of their 
flexibility and effectiveness. 

“In no event should those who write 
codes expect to achieve ethical perfec- 
tion. The perfect code has not yet been 
written. It is this elusiveness of per- 
fection which is perhaps the greatest 
reason why in dealing with ethics, we 
are urged to adopt a position of humility, 
to admit we may be wrong, to acknowl- 
edge that virtue is often mingled with 
vice. 


Rosson Legal Section Talk 


Chicago—There is no doubt that mili- 
tary agencies have authority to regulate 
and control commercial life insurance 
activites on military bases and areas— 
and neither is there any doubt as to the 
desire of the military agencies to regu- 
late and control these activities, the 
American Life ‘Convention was told at its 
56th annual meeting here. 

Frank M. Rosson, vice president and 
general counsel of Government Person- 
nel Mutual Life, San Antonio, speaking 
before the legal section at the Edgewater 
Beach Hotel, outlined the complicated 
Federal-state jurisdictional status that 
exists in selling life insurance on mili- 
tary bases. He added 

“So myriad are the jurisdictional cir- 
cumstances that a lawyer can give his 
company but one advice, and that is to 
secure a license for his company and the 
agents in the state where the military 
bases are located upon which the com- 
pany desires to sell. 

“If this is not done, the company 
lawyer must either ignore this jurisdic- 
tional problem, or be prepared to devote 
considerable time and effort to its con- 
sequences, 

“Our company made this decision to 
secure state licenses even when our ac- 
tivities would be confined to a military 
base, and today it is company policy not 
to solicit on any exclusive military base 
unless both the company and the agent 
are licensed in the state where the base 
is located. Aside from the question of 
local prestige, to do otherwise is to walk 
a legal tightrope with unpredictable re- 
sults.” 


WINS HAMILTON TROPHY 
The Hamilton Trophy, Federal Life’s 
top agency award was presented to “ 
M. J. Reese Agency, Madison, Wis., 
the recent comneny convention in Wish. 
ington, M. J. Reese also took the 
President’s Trophy for health insurance 
and Baxter-Cooper, Chicago, won the 
President's Trophy for life. 
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Current Antitrust Developments 
Reviewed by James C. Davis 


Chicago, Oct. 10—An increasing anti- 
trust interest in the life insurance busi- 
ness is inevitable, James ‘C. Davis, of the 
Cleveland law firm of Squire, Sanders & 
Dempsey, warned the American Life 
Convention at its annual meeting here 
today. Speaking before the convention’s 
legal section, Mr. Davis gave as one of 
his reasons the “ever-growing zeal for 
antitrust enforcement displayed by both 
the administrative and legislative branch- 
es of the Federal Government, irrespec- 
tive of the political party which may be 
in power.” 

He also referred to the fact that, de- 
spite the favorable competitive record of 
the life insurance business, out of a total 
of $113.6 billions in admitted assets in 
1959, 49 companies controlled approx- 
mately 84%; ten companies controlled 
approximately 63%; and four companies 
controlled approximately 44%. 

Formerly a business client and even 
some business legal advisers felt that 
they were protected by adequate fall- 
out shelters if their business was con- 
ducted in an industry which had not pre- 
viously received antitrust attention, or 
which was small and not significant in 
size as compared to the industrial lead- 
ers. If this concept were ever tenable, 
it is now clear that is no longer valid. 
Today, he said, no industry can be con- 
sidered immune to antitrust enforce- 
ment. 

The ultimate objective of lawyers 
should be to inculcate in executive clients 
a sufficient awareness of the general 
principles of antitrust so that they them- 
selves will recognize the area of potential 
difficulty and seek legal advice before, 
instead of after, they have become com- 
mitted to a course of action which may 
prove to be illegal. 

Referring to the substantial fines and 
jail sentences received earlier this year 
by electrical executives in Philadelphia, 
Mr. Davis reported that in his own 
experience, client receptivity to anti- 
trust advice has shown a marked in- 
crease. 

“Some of us and some of our clients 
may still hope that the results at Phila- 
delphia were aberrational and not to be 
treated as typical of what the future 
may bring,” he said. “That this is prob- 
ably a vain hope is apparent from the 
publicity stated purposes of those 
charged with antitrust enforcement and 
Congressional activity during the just 
adjourned session.” 

Among these are bills in Congress 
“designed to put antitrust violation so 
clearly in the luxury class as to place 
them beyond the financial reach of even 
the most successful.” 

At present, Mr. Davis said, “life insur- 
ance enjoys certain exemptions from the 
application of antitrust laws because of 
the forbearance of Congress to enter 
those areas covered by State regulation. 
Because of the historical character of 
State regulation and its legal and prac- 
tical inability to deal with many aspects 
of interstate commerce, compliance by 
the life insurance business with the anti- 
trust laws is essentially dependent upon 
self-regulation. This fact alone poses a 
tremendous challenge to life insurance 
lawyers as a group. 

“To one whose experience with the 
antitrust laws has been obtained as a 
result of enforcement policies invoked 
against industry generally, it is a matter 
of great interest that the life insurance 
business has to date been relatively im- 
mune therefrom. The concentration of 
monetary power in the hands of life 
insurance companies, one of the criteria 
which always alerts antitrust enforcers, 
Is tremendous.” 

Mr. Davis added that “such an accum- 


ulation of financial power would normally 
be productive of an irresistible impulse 


to enforce on the part of antitrust 
zealots, were it not for the correlative 
facts that the past years have witnessed 
a decline in the concentration of these 
assets among leading companies in the 
industry and that there have been a 
large number of new companies coming 
into business. 

“The fact that an industry of the size 
of life insurance can provide statistics 


indicating such a truly competitive con- 
dition is, of course, due in part to eco- 
nomic factors beyond the control of any 
of us. However, it is also due in large 
part to the fact that an industry so large- 
ly self-regulated has operated under a 
high degree of self-restraint. Inevitably, 
this could not have happened without 
wise and farsighted advice from the in- 
dustry’s legal advisers.” 
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Kastner Reviews Legislation 


Chicago, Oct. 10—While many legisla- 56th annual meeting, here at the Edge- 
water Beach Hotel. 

Of interest are the one-year extension 
of the 52% corporate tax rate; the ele- 
vation of the government’s debt limit to 
$298 billion; liberalization of the Social 
Security Act; and authority for the In- 
ternal Revenue Service to establish in- 
dividual taxpayer account numbers. 

At the state level, all states but three 
held regular legislative sessions, and one 
of the three held a special, Mr. Kastner 
reported, 

“Notwithstanding the alleged tremend- 


tive proposals made during the first ses- 
sion of the 87th Congress, just concluded, 
had a direct or indirect impact on the life 
insurance ‘business, only a limited few 
of these cleared the legislative hurdles, 
Ralph H. Kastner, general counsel of 
American Life Convention, reported to- 
day. He gave his report to the legal sec- 
tion of the ALC during the convention’s 
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ous need for additional revenue, we 
were fortunate to avoid premium tax in- 
creases except in a limited few areas,’ 

he said. “ It is interesting to note 
that New Mexico expanded its premium 
tax to include Blue Cross and Blue 





RALPH H. KASTNER 


Shield plans at the domestic company 
rate.” 

The states were active in the imposi- 
tion of other taxes, and they are now 
considering the imposition of taxes in 
the future. Arkansas, California, Illinois, 
Indiana, New Mexico, North Dakota and 
Oklahoma all have study commissions 
considering new ways of raising money. 

Laws authorizing the use of the 1958 
CSO and CET Mortality Tables, with 
provision for a three-year age set back 
for female risks, have become law in all 
states where legislation was required, 
with the exception of Mississippi. Infor- 
mation has been received indicating it 
will be considered by ‘Mississippi in 1962. 

Florida’s Securities Act 

Florida’s Securities Act now requires 
any person simultaneously holding a se- 
curities license and a life agent’s license 
to furnish each prospective buyer with a 
written proposal on or before delivery 


“of any mutual funds program. Propos: al 


to consist of prospectus describing in- 
vestment feature and full illustration of 
any life insurance feature and pre pared 
in duplicate, dated and signed by licensee 
who shall retain duplicate for three 
years. This legislation stems from efforts 
to stamp out replacements of existing life 
insurance policies. 

In California, a significant law restricts 
franchise or wholesale life plans to mem- 
bers of professional associations, to em- 
ployes of a common or affiliated em- 
ployer or to insurance made available in 
connection with an indebtedness or con- 
tract of sale. Existing plans are not af- 
fected but no individual may hereafter 
become insured for more than $25,000 
except under a plan written in connec- 
tion with a professional association, an 
indebtedness, a contract of sale or a 
pension plan. 

The subject of credit union Group life 
insurance took on significant proportions 
this year in that at least ten jurisdictions 
had measures introduced dealing with 
this subject. Six jurisdictions enacted 
laws on the subject. 

California now requires a Group life 
or disability contract, premiums for 
which are paid pursuant to a collective 
bargaining agreement, to contain a pro- 


*vision extending coverage during a strike 


for those employes for whom premiums 
are paid, 

Under Idaho’s new Insurance Code, 
the “Model” credit life and accident and 
health insurance law was re-enacted, and 
provided that credit insurance forms 
might be disapproved “if premium rates 
charged or to be charged are excessive 
in relevant factors both in and outside 


C. Clark Bryan Report 


Chicago.—A review of 249 legal cases 
involving life insurance companies in the 
past shows that nearly 57% of the deci- 
sions were favorable to the insurer, C, 
Clark Bryan, associate general counsel 
of the American Life Convention, re- 
ported here. Mr. Bryan gave his report 
to the organization’s legal section during 
the annual meeting of the ALC. 


One of the most significant cases, he 
reported, was that of Connecticut Gen- 
eral Life v. Superintendent of Insurance 
of New York, in which the New York 
Court of Appeals reversed the lower 
court’s judgment that the insurance com- 
pany could not acquire a controlling in- 
terest in a fire or casualty insurance 
company and continue to be licensed by 
the New York Superintendent of Insur- 
ance. 

It was not only a spectacular decision 
Mr. Bryan said, “but in addition this 
decision has opened up a tremendous 
field of investment opportunity and is a 
step toward preservation of state regula- 
tion of insurance.’ 

In a Tennessee case involving a fam'ly 
policy, Boyd v. Peoples Protective Life, 
a child of the family was committed to 
the juvenile home where he died and the 
father sued to recover benefits under the 
policy. The policy provided that “Mem- 
bers of insured’s family who are insured 
under this policy are his wife and un- 
married children . . . under 19 years of 
age who live in his household... lia 
child becomes married, reaches his or 
her 19th birthday, or moves away from 
the insured’s household, the insurance 
on that child will cease.” 

The deceased child was 16 years old 
when he was accidentally killed while 
trying to escape from the juvenile home. 
The father had maintained living ac- 
commodations in his house at all times 
for the deceased child who continuously 
regarded such as his home. 

The Supreme Court reinstated judg- 
ment for the insurer citing the case of 
McGrady v. Liberty National Life, in 
which the word “household” was defined 
under a family Group life policy and the 
death of insured’s son, who died while 
living in a school for retarded children 
which was located 100 miles from in- 
sured’s home, and to which the son had 
been committed by court order, was not 
covered. The court stated that in the 
Boyd case insured’s son was not “tem- 
porarily” in the state institution but was 
committed indefinitely. 


Restates Opposition to 


Improper Replacements 
Equitable Life of Iowa has restated 
its firm opposition to any type of im- 
proper policy replacements, and_ has 
endorsed the objectives of the several 
states which have issued regulations to 
curb such replacements. At the same 
time, the company announced a detailed 
procedure to be followed in every case 
where a possible replacement may be 
involved. 

In an announcement to all members of 
its field ‘force, the company stated: 
“We sincerely appreciate the past co- 
operation of our field force in following 
the company’s general principles as to 
preservation of existing life insurance 
coverage. We know that you will be 
equally cooperative in carrying out the 
specific requirements of this announce- 
ment bulletin. Regardless of the details 
involved, the purpose of the company’s 
program, both past and present, is to 
conduct our affairs in a way which will 
be to best interests of the insuring 
public.” 





that state. The law is applicable to cer- 
tificates issued under existing group pol- 
icies and under Group policies issued in 
another state as prescribed. 
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Ass’t Agencies Director 


For Mutual Benefit Life 


William F. Kelly Reports 


Record Production Gains 
William F, Kelly, manager for Phoenix 
Mutual Life with offices at 122 East 42nd 
Street, ‘New York, has announced that 
September was the best month of the 
year climaxing a steady increase in 
monthly production. Average size case 
was over $69,000 with an average pre- 
mium of over $2,900. Total new pre- 


miums exceeded $82,000 for the month, 
exclusive of Group. 


Mr. Kelly stated that the recent di- 
vidend increase, reduction in {fifth divi- 
dend ‘option rates and other unique 
company features, resulted in an envi- 
able net cost competitive portfolio. 

The agency’s lapse record, reflecting 
lapse of policies in force up to five years, 
was zero for the months of August and 
September. 

The bulk of the agency’s volume is 
being written on the Corporate Split Dol- 
lar and Deferred Compensation Plans, 
using ‘Phoenix ‘Mutual’s unique Compre- 
hensive Policy 


GULF COAST AGENCY MGR. 

American General Life, Houston has 
appointed Richard N. Chapin as man- 
ager of the company’s Gulf Coast agency. 
He began his career as an agent with 
Phoenix Mutual Life in Kansas City in 
1941. In 1946 he went into supervisory 
work with Phoenix Mutual and during 
the next four years served as supervisor 
at Cleveland, Detroit, Chicago, New 
York and Seattle, and as manager at 
Fort Wayne. He was transferred to 
Houston in 1950. 






CHAUNCEY A. BROWN 


Appointment of Chauncey A. Brown 
as assistant director of agencies for 
Mutual Benefit Life of Newark was an- 
nounced by the company’s board of di- 
rectors. Formerly he was assistant to 
President H. Bruce Palmer. 

Mr. Brown began his career with Mu- 
tual Benefit Life in 1932. After service 
in the renewal department, he joined 
the agency department, becoming di- 
rector of agency finance in 1950. In 
1956 he was named assistant to the presi- 
dent. ; 

In his new position, Mr. Brown will 
work with newly appointed general 
agents, assisting them in the financial, 
management and administrative affairs 
of their agencies. 

Active in life insurance circles, he is 
an associate of the Life Office Manage- 
ment Association and a member of the 
Society of LOMA Graduates. He has 
also been active in the Life Insurance 
Agency Management Association. 





Field associates of “The Key Com- 
pany” know that prospecting is 
easier with the “Sales Promotion 
Letters” direct mail plan. They 
know that they can be counted on 
to open doors to interested inter- 
views. They know, too, that they 
can expect an above-average-return 
and that direct-by-mail delivery of a 
gift gives them unique advantages. 


Connecticut Gen’! Invests 
In Kaman Aircraft Corp. 


Connecticut General Life long asso- 
ciated with the aviation industry, has 
invested more than $2 million in Kaman 
Aircraft Corporation, the insurance 
firm's vice president in charge of secur- 
ities, James H. Torrey announced today. 
Both companies are located in Bloom- 
field, Connecticut, a suburb of Hartford. 

Funds derived from the $2,125,000 
loan will be used for general corporate 
purposes, according to Charles H. Ka- 
man, president and general manager. 

“Connecticut General is pleased to 
share in the growth and progress of 
Kaman Aircraft, one of the nation’s ma- 
jor helicopter manufacturer and an im- 
portant contributor to the development 
of the aviation industry,” Mr. Torrey 
said, 

Kaman Aircraft was formed in 1945 
by Charles H. Kaman. During the past 
ten years, total sales have increased ten- 
fold, from nearly $5 million in 1951 to 
more than $54% million in 1960. 

Connecticut General has been closely 
associated with the aviation industry 
since 1926 when the company first of- 
fered insurance to those who fly. To- 
day, the company provides personal in- 
surance for more than a million aviation 
industry employes and their families. 
Connecticut General investments in the 
aviation industry total more than $40 
million. 

On November 1, 2 and 3, Connecticut 
General will sponsor a symposium on 
“The Issues and Challenges of Air 
Transportation,” which will be attended 
by some 500 key aviation leaders from 
private industry, government, financing 
and research. 


| Sates 


7 PROMOTION 









a 


This “Sales Promotion Letters” plan 
is just one of the many reasons why 
Equitable men know they can grow 
with “The Key Company”. 


OREGON AGENCY MANAGER 

C. W. Faulkner, vice president and di- 
rector of agencies, Woodmen Accident 
and Life, Lincoln, Nebr., has announced 
the appointment of Frank J. Owens, 
Bend, Oregon as agency manager fo: 
the company’s eastern Oregon territory. 
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Washington National Makes 
Eight Group Promotions 


Eight promotions in the Group depart- 
ment of Washington National Ins. Co., 
Evanston, Ill., were recently announced 
by Theo T. Heckel, vice president, at the 
company’s 50th anniversary convention, 
held at the Conrad Hilton Hotel, Chi- 
cago. 

Robert A. Hermann, CLU, 
assistant supervisor, Indianapolis Group 
office, has been made supervisor. 
He is a graduate of the University of 


formerly 


now 


Missouri and has been a member of the 
company’s Group field force since 1950. 
William A. Winget has been promoted 
to supervisor of the Denver Group office 
from the position of assistant supervisor. 
After his graduation from Kansas State 
University he joined Washington Na- 
tional’s Group field force in 1952. 

Newly promoted assistant supervisors 
are Kenneth H. McFarland, Portland, 
Me.; Raymond |M. Clement, Pittsburgh; 
Robert L. Ramey, Milwaukee Rich- 
ard C. Dooley, San Francisco; David 
C. Graham, New Orleans, and Ferrell 
E. White, Atlanta. 


NALU Committee Reports Changes 


Key changes made in NALU commit- 
tee reports during the recent annual 
conveniton in Denver are as follows: 

AGING—Recommended that it be- 
come a special committee under public 
relations so as to bring about greater 
emphasis on aging projects as part of 
Public Service Award programs. 

ASSOCIATIONS—Board of trustees 


did not adopt committee recommendation 








What will his father’s retirement mean to this little boy? “Sup- 
port” or “independence”? The answer may depend on you. As 
a life insurance counsellor, you can solve dad’s problem with a 
Great-West retirement plan that will guarantee financial inde- 
pendence. Great-West Life has a wide range of annuity plans, 


par and non-par, that will meet a father’s need and circumstan- 
ces. (] Many brokers find in Great-West Life a satisfactory 


answer to this problem — so can you. Call or write our 


nearest office today: Great-West Life 


ASSURANCE COMPANY 


that trustees no longer participate in 
state leadership conferences. 

CONSTITUTION AND RESOLU- 
TIONS — Proposed amendment to in- 
crease national dues $2 per member ef- 
fective January 1, 1962 with a $1 “stand- 
by” increase amended by Committee 
in Denver before it was presented to 
National Council. Amendment was $2 
per member increase effective January 
1, 1962 with no “standby” increase .. . 
this substitute amendment defeated by 
Council—lacked eight votes of having 
a 2/3 majority. 

Proposed amendment to Article IX, 
Section concerning vacancy in office of 
immediate past 
National Council. 
_ Resolution of Lexington, Ky. Associa- 
tion regarding commendation of a life 
insurance company for not selling Group 
and franchise insurance to trade and 
professional associat-ons not adopted by 
board of trustees. 

FIELD PRACTICES—Committee de- 
cided not to recommend inclusion of 
NALU definitions of detrimental prac- 
tices in selling in NALU Code of Ethics, 

GROUP INSURANCE — Committee 
commended Wisconsin State Associa- 
tion’s work in securing new legislation 
improving the state’s Group life insur- 
ance law and state association's legal 
study made to ascertain possible courses 
of action open to NALU to stop direct 
writing of Group life insurance. Wis- 
consin obtained official statements of 
position on direct writing of Group from 
a large number of life insurance com- 
panies and has analyzed these answers, 
along with some recent cases that ap- 
pear to be directly written. Legal coun- 
scl has explored in a preliminary report 
this activity in relation to the licensing 
laws, rebat-.ng, and anti-discrimination 
statutes. Committee recommends that 
NALU seriously consider the legal opin- 
ion Wisconsin has made available and 
explore the feasibility of implementing 
it. 

POLITICAL EDUCATION AND 
PARTICIPATION — Committee recom- 
mends that life underwriters become in- 
formed about politics, as well as be- 
coming active in it. 

PUBLIC RELATIONS—Endorsed and 
supported MDRT program aimed at clear- 
ing up the confusion brought about in 
the eyes of the public as the result of 
indiscriminate advert.sing of so-called 
“million dollar producers” and the use 
of names of company clubs so closely 
akin to the MDRT that people tend to 
get the idea that all such club members 
may also be members of the MDRT, 
when, in fact, they are not. 

RELATIONS WITH NATIONAL 
ASSOCIATION OF INVESTMENT 
COMPANIES—Declared that the NAIC 
has been most helpful when its attention 
has been called to a ‘breach of_ ethics 
concerning the Statement of Guiding 
Principles for Life Underwriters and 
Investment Companies. 

RESEARICH AND PLANNING — 
Board of trustees did not accept recom- 
mendation concerning “convention com- 
mittees” and requested that it be given 
further study. Committees substituted 
new language concerning its recommend- 
ation that future nominating committees 
should bring out the exact :umber of 
trustee candidates for the trustee vacan- 
cies to be ‘filled. However, the board of 
trustees did not adopt this recommenda- 
tion and requested committee to give 
this suggestion further study. 

STATE LAW AND LEGISLATION 
—Committee will study situation where- 
by the TIAA, which is only licensed in 
New York State, does business in sev- 
eral other states. Committee action is in 
light of West Virginia department ruling 
which prevents sale of life insurance by 
TIAA in that state. 


president defeated by 
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For Pru. in Chicago 





RAYMOND W. COBB 


Election of Raymond W. Cobb as vice 
president in charge of Mid-America op- 
erations of The Prudential was an- 
nounced by Louis R. Menagh, The Pru- 
dential president. 

Mr. Cobb, a second vice president in 
the Chicago organization, will fill the 
post being vacated October 27 by James 
E. Rutherford, whose retirement was 
recently announced. 

The Mid-America office handles sales, 
service, investments, and other company 
operations in Illinois and Indiana. Pol- 
icyholders in the two states hold nearly 
$8 billion of The Prudential insurance. 

Mr. Cobb, 51, is a native of Rutland, 
Vt. He joined The Prudential upon be- 
ing gre iduated in 1932 from the Univer- 
sity of Vermont. 

He had held a number of important 
assignments in methods, organization, 
and staffing work when, in 1953, he was 
named executive general manager of the 
Company’s North Central home office in 
Minneapolis, Minn. The following year 
he was elevated to second vice president 
and helped organize the Mid-America 
home office prior to the opening in 1955 
of its 4l-story Chicago headquarters. 

During World War II, he was a Navy 
lieutenant in the Bureau of Supplies and 
Accounts. 


Kingsley Joins Cleveland 
Agency of Mass. Mutual 


George M. Kingsley, Jr., CLU, has 
joined the Cleveland agency of Massa- 
chusetts Mutual as assistant to Gen- 
eral Agent Clarence E. Pejeau, CLU. 

A native of Cleveland, Mr. Kingsley 
was graduated from Dartmouth College. 
He received his master’s degree in busi- 
ness from the Harvard Graduate School 
of Business Administration and has also 
attended Harvard Law School. He is 
a veteran of the Army, having served 
as a first lieutenant. 

Prior to joining Massachusetts Mutual, 
Mr. Kingsley had been a special agent 
for another large life insurance company. 
A member of the MDRT, he received 
his CLU designation September 27 at 
the conferment dinner of the American 
College of Chartered Life Underwriters. 
He is on the admission committee of 
the Dartmouth Club and class agent of 
the Harvard Club. He is also a member 
of the Cleveland Athletic Club, Eagle 
Scout Association and is an area cap- 
tain of the _Community Chest. 


IASA Coemnitnes Meets 


The fall board and committee meeting 
of the Insurance Accounting and Statis- 
tical Association was held at the Royal 
York Hotel, Toronto, recently. 

The Association officers, directors, and 
committee members attending the meet- 
ing discussed and formulated plans for 
the annuz al conference to be held next 
June 4, 5 and 6, at the Royal York 
Hotel. The Association consists of over 
800 member companies in the United 
States, Canada and foreign countries. 
Plans will be made to arrange a three 
day conference program covering all lines 
of insurance. 











J. R. Sabin General Agent 
In Madison for U. S. Life 


John R. Sabin has been appointed 
general agent for United States Life in 
Madison, Wis., it was announced by 
Clinton C. Laux, midwest region super- 
as of agencies. 

{r. Sabin entered the life insurance 
mS ll ten years ago as personal pro- 
ducer for New York Life in Seattle. 
Since 1956, he has been general agent 
in Madison for Old Line Life. His gen- 











eral agency was that company’s leader 
in accident and sickness sales for five 
consecutive years, and was 4th agency in 
life production for 1960. 


Mr. Sabin was LUTC chairman in 
1959. His other memberships include 
the Madison Association of A. & 
Underwriters and the board of directors 
of the General Agents and Manager’s 
Association. He organized the first 
LUTC Part III class in Madison in 1959. 
Mr. Sabin has completed LUTC Parts 
II and IIT, and is a graduate of LIAMA’s 
183rd class. 


SPECIAL 
REPORT 
FROM 


Executive Committee Head 
Of Eastern Life of N. Y. 


D. Herbert Beskind has been named 
chairman of the executive committee of 
Eastern Life of New York, it was an- 
nounced by Ned Pines, chairman of the 
board. Mr. Beskind, who has been a 
member of the board of directors since 
1956, also is financial vice president and 
a member of the board of DCA Food 
Industries, Inc. 











CHICAGO: 


Sor 19 Histouie Was... 


Since 1886. . 
growth and progress... 





. three-quarters of a century of 
North American has 


attained the enviable position as one of 
America’s oldest and soundest insurers. 

North American’s sharp growth pattern over 
75 years is etched in sales success. Perhaps you 
are the General Agent seeking sales success. 
If so, write: 


1886 


Since 


THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
209 S. LASALLE STREET + CHICAGO 4, ILLINOIS 


Operating in 48 states and the District of Columbia 
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METROPOLITAN LIFE CHANGES 
Paul H. Knies and Joseph A. Ryan, Jr. 


Made Associate Controllers; 
Burkert and Fee Named 

Paul H. Knies and Joseph A. Ryan, Jr., 
have each been appointed associate con- 
troller by Metropolitan Life, it has been 
announced by Frederic W. Ecker, Metro- 
politan board chairman. Other appoint- 
ments announced by Mr. Ecker are: To 
assistant controller-—George W. Burkert 
and Edson R. Fee. 

Mr. Knies, a native of Ohio and a 
graduate of Ohio State University, has 
been associated with Metropolitan since 
1940. Beginning as a record clerk, he 
advanced through various positions of 
increasing responsibility, and in 1958, 
was appointed an officer of the com- 
pany with the title of assistant actuary. 
He was appointed assistant controller on 
October 1, 1960. Mr. omg is a Fellow of 
the Society of Actuari 

Mr. Ryan has been wi ith the Metro- 
politan since 1935. He is a native of 
Middletown, N. Y., and studied account- 
ing at the College of the City of New 
York. Among other positions with 
Metropolitan, Mr. Ryan served as senior 
auditor, supervising auditor, senior staff 
assistant on the controller's staff, staff 
supervisor and senior staff supervisor. 
He was appointed an officer of the com- 
pany as assistant controller in 1959. 


American United Workshop 


Sixty-four insurance officials, repre- 
senting companies in 23 states, attended 
an executive workshop on top manage- 
ment problems, American 
United Life’s home office in Indianapolis. 
The three-day workshop was designed 
as a guide to sound management policies 
and to be helpful to officers of new com- 
panies. 

Men from many branches of industry 
comprised the ten-man workshop fac- 
ulty. Guest speakers were Raymond J. 
W. O'Toole, executive vice president 
and co-founder, O’Toole Associates; 
Frank Whitbeck, CLU, president, Amer- 
ican Foundation-Pioneer Western Life; 
William O. Sahm, CLU, executive vice 
president and director, North American 
Equitable Life; Brice F. McEuen, vice 
president and agency director, Lamar 
Life; Joseph G. Wood, Judge, Marion 
County (Ind.) Probate Court, and Hil- 
bert Rust, president, Research & Review 
Service of America. 

American United Life faculty repre- 
sentatives were Clarence A. Jackson, 
president and board chairman; Edward 
M. Karrmann, senior vice president, 
treasurer and controller, and Frank J. 
ars vice president, securities. 

_E. Gaines, CLU, director of the In- 
eS... of Insurance Marketing, South- 
ern Methodist University, also a faculty 
member, was director of the workshop. 


recently, in 





N OW RENEWAL GUARANTY CORPORATION 


ANNOUNCES 4 NEW EXCLUSIVE BENEFITS ON 
RENEWAL COMMISSION 


LOANS 


1. Long term repayment plan 
2. Interest on unpaid balance only 


3. No service fee or commission charge 


4. Loans are non-demand and 
non-callable 


A General Agent or agent can easily convert his Vested renewal commissions to cash 
now. Loans from $2,000 to $100,000. We are presently doing business with over 80 
U. S. Life Insurance Companies in 45 states and two foreign countries. During the 
past 9 years, this corporation has loaned over ten million dollars to the Life 
Insurance Fraternity. We assist life underwriters to become even more successful. 


For complete, confidential information on 
this exclusive service, please call or write 


Renewal Guaranty Corporation 
2323 First National Bank Building * Phone TAbor 5-2254 


Denver 2, Colorado 


“LARGEST SPECIALIZED FINANCING SERVICE FOR LIFE UNDERWRITERS” 


“Fy 








RGC’s President, 
John H. Weber, 
has been a member 
of the NATIONAL 
ASSN. of LIFE 
UNDERWRITERS 
over 15 years. 


(0 AGENT 





—- 
vedas Lae sa 


‘RENEWAL GUARANTY CORPORATION 
_ 2323 First National Bank Bidg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am 
NOT obligated in any way. 


( GENERAL AGENT 




















30-Story Denver Building 
Of Security Life & Accident 


The new home office building of Se- 
curity Life and Accident Co., of which 
F. Burr Betts is president, ‘will begin 
construction in Denver beginning in 
1962. Tallest office building in the Rocky 
Mountain West it will be 30 stories high 
and cost $12 million. Location is in heart 
of Denver. 

Used in its construction will be rein- 
forced concrete beams and slabs around 
an interior utility core also of concrete. 
It will be completed in the fall of 1963 
and will be partially occupied as the new 
home office for Security Life. The bal- 
ance of the space is being leased by ten- 
ants, many of them newcomers to Den- 
ver. 

Features will include a glass-enclosed 
arcade level. Shops also will be located 
in a‘lower level as an extension of the 
arcade. A nationally known restaurateur 
will operate a dining room and private 
rooms for luncheons and meetings in a 
club atmosphere. The building will have 
high speed automatic elevators in addi- 
tion to convenient escalators on lower 
floors. The lobby, luxuriously appointed 
with gleaming marble, highlighted by 
stainless steel and aluminum under a 
completely luminous ceiling, will be a 
me ajor attraction. 

A chapel will be available for tenants, 
employes and some others. 

The Security Life Building will re- 
place several old buildings, soon to be 
demolished, at 16th and Glenarm Streets. 


Launch Occidental Center 
. Construction of Occidental Life of 
California's $25,000,000 Occidental Center 
—a complex of new buildings including 
a 25-story tower—was launched recent- 
ly at groundbreaking ceremonies in down- 
town Los Angeles. A scoop of earth, 
moved by a power shovel operated by 
Occidental President Horace W. Brower, 
signaled the start of the first building in 
the complex—a steel, aluminum, mosaic 
tile and glass structure which will rise 11 
stories above street level and include two 
basement levels. 

Located on the northwest corner of 
12th and Hill streets, the $7,500,000 struc- 
ture will include a 36-inch steel reinforced 
concrete vault designed to withstand a 
nuclear blast outside a radius of 2,200 
feet. The sub-basement level is being 
engineered for easy conversion to a fall- 
out shelter, 

About 50% of the building will be oc- 
cupied by the insurance company and 
subsidiaries of its parent Transamerica 
Corporation. The rest will be leased. 
Occidental will continue to occupy its 
present home office structure at 12th and 
Broadway, which is scheduled for ex- 
terior and interior remodeling on com- 
pletion of the new building. The new 
and the old building will be joined by 
a tunnel across Hill street. A 600-person 
cafeteria featuring a sunken garden will 
be installed at tunnel level. 

The new building will accommodate a 
data processing center recently pur- 
chased by Occidental at a cost of $1.7 
million. 


C. G. Marshall’s New Post 


Charles G. Marshall, manager of the 
Interstate Life & Accident district office 
in Statesboro, Ga., has been called to the 
home office to serve as assistant director 
of field training announces David F. S. 
Johnson, vice president and manager of 
agencies. He will assist Paul S. Lewis, 
director of field training. 

A native of Union City, Tenn., Mr. 
Marshall has been associated with Inter- 
state Life since 1930 and has served in 
numerous positions of the company’s 
agency field force. For the past ten 
years he has served as a district manager 
in Pensacola, Fla. Macon and States- 
boro, Ga., respectively. While at Pensa- 
cola he earned the Merit Award as the 
leading district in the Florida and South 
Carolina division in 1953. 


Connecticut Mutual Life 


Medical Dept. Promotions 
Promotions of Dr. Theodore M. Ebers 
to chief medical director and Dr. D, 
Sergeant Pepper to medical director 
have been announced by Charles J, 





DR. T. M. EBERS 


Zimmerman, president of Connecticut 
Mutual Life. Dr. Ebers succeeds Dr. 
Henry B. Rollins, who retired last 


month, as head of the company’s medi- 
cal department. 


A native of Seward, Nebr., Dr. Ebers 





DR. D. 'S. PEPPER 


was graduated from the University of 
Nebraska in 1927 and from the Univer- 
city’s medical school four years later. 
After interning at Presbyterian Hospital, 
Chicago, he entered private practice in 
Lincoln. From 1934 to 1942 he was as- 
sistant medical director of Pacific Mu- 
tual Life. 

After serving four years in the Navy 
he joined Connecticut Mutual in 1946 
as assistant medical director. He was 
named medical director in 1952. 

Dr. Pepper graduated from Franklin 
and Marshall College in 1928 and from 
the University of Pennsylvania Medical 
School in 1932, the same year he joined 
the staff of the University’s hospital as 
assistant instructor in medicine. In 1939 
he was named associate in medicine at 
the medical school. 

During World War II Dr. Pepper saw 
service in this country and overseas as 
chief of the medical service. He was 
assistant medical director at Provident 
Mutual Life for five years before join- 
ing Connecticut Mutual as assistant 
medical director in 1951. He was ap- 
pointed associate medical director in 
1953. 


MONY Promotes Three 

Mutual Of New York has named three 
new specialists in its securities invest- 
ment department. 

They are Donald H. Brown, for invest- 
ments in the chemical, drug, paper and 
airline industries; Henry S. Romaine, for 
the oil and gas industry; and Floyd L. 
Smith, for the finance industry. 

Mr. Brown and Mr. Romaine are Har- 
vard graduates. Mr. Smith was gradu- 
ated from Oberlin College. The three 
have been with MONY’s investment de- 
partment as analysts. 
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Equitable Society Elects 
Carter Assistant Treasurer 


The election of Conway S. Carter as 
assistant treasurer of Equitable Life As- 
surance Society has been announced by 
James F. Oates, Jr., president of the So- 
ciety. Mr. Carter heads the banking di- 
yision of the treasurer’s department. 

Prior to his election, Mr. Carter was 
Equitable’s New York City cashier, 
supervising the servicing of policyhold- 
ers and 14 agencies in Manhattan. He 
was succeeded in this post by Alexander 
G. Montgomery, previously assistant 
cashier in the Chicago cashier’s office. 

Mr. Oates also announced three ap- 
pointments in Equitable’s agency depart- 
ment. M. James Sexton is now coordin- 
ator of manpower motivation in the man- 
power division, reporting to Vice Presi- 
dent C. B. Metzger. Mr. Sexton was 
formerly manager of the sales manage- 
ment division of the residential mort- 
gage department. 

Joseph A. Babb, formerly manager of 
the cost analysis and planning unit on 
the president’s staff, is now director of 
field information and communications on 
the personal staff of Agency Vice Presi- 
dent Coy G. Eklund, Thomas F. Hatcher, 
formerly Mr. Eklund’s staff assistant on 
the president’s staff, is now his assistant 
and a member of his personal staff. 

Mr. Oates also announced the appoint- 
ment of John P. DeWitt as chief ap- 
praiser for the residential mortgage de- 
partment. Mr. DeWitt was previously 
assistant chief appraiser in the same de- 
partment, 


LIFE OF FLA. NAMES BOLTON 

The Life of Florida announced the 
appointment of W. Ben Bolton as di- 
rector of their Ordinary department. Mr. 
Bolton has previously been in charge of 
the state payroll deduction department. 
He has been in this capacity for the past 
year. 


Life Insurance Officials 
Attending IRS Conference 


A meeting between Internal Revenue 
Service officials and business and pro- 
fessional representatives, is being held 
in Washington, D. C., October 23, 
under IRS auspices for discussion of the 
effects of automatic data processing of 
the Federal Tax system and on tax- 
payers. Representatives of life insur- 
ance associations and life companies are 
in attendance. 

American Life Convention and Life In- 
surance Association of America are rep- 
resented, and _ individual companies 
have sent officers or other personnel 
who are acquainted with automatic data 
processing and its problems. The new 
ADP system, which will shortly be 
instituted by the Service, takes on added 
importance because of the new law 
establishing a system of individual tax- 
payer account numbers. 

The taxpayers account number bill was 
given final approval by Congress just 
prior to adjournment. It authorizes the 
IRS to make its automatic data process- 
ing system apply to individual taxpayers, 
including the matching of information at 
source returns with individual returns. 

In addition to the effects of the new 
ADP system upon taxpayers, the con- 
ference is expected to discuss how large 
taxpayers with their own computors may 
substitute magnetic tapes for some re- 
quired detailed tax documents. Problems 
of auditing tape and card records of tax- 
payers will also be discussed. 


HOUSTON GENERAL AGENT 

Seymour Seidler has been named gen- 
eral agent in the Houston area, for Vol- 
unteer State Life. A native of Houston, 
Mr. Seidler has accumulated almost eight 
years’ experience in the life insurance 
business. He served as an agent for New 
York Life for almost seven years and as 
general agent for the North American 
Company for more than a year. 


Mary Murray To Retire; 
Ran Penn Mut. Bureau 

BEGAN HER CAREER IN BOSTON 

For Many Years Aided Field Force 


Of Company Locate New Prospects 
Boston U. Graduate 








Mary A. Murray, head of the prospect 
bureau of Penn Mutual Life and one of 
the most successful managers of such 
bureaus in the business, is retiring on 
October 15 and will do so with the 
good wishes of the company which will 
be publicly expressed at a dinner in 
Philadelphia at which it will be the host. 
She will make her home in Boston at 
10 Emerson Place, Charles River Park, 
and after a bit of leisure hopes to go 
abroad; perhaps to do some graduate 
work and may continue as an adviser in 
the Boston life insurance field. 

Miss Murray attended Boston Univer- 
sity and upon her graduation joined the 
Boston office of Penn Mutual in 1925. 
Clarence C. Miller was general agent at 
the time. She then spent four more 
years with general agent Stanford Wright. 
Mr. Wright encouraged her creation of a 
prospect bureau in an agency which was 
unusually successful. Her success came 
to the attention of the home office and 
John A. Stevenson, who later became 
president of Penn Mutual and was then 
operating its general agency in Phila- 
delphia, brought her to the home office 
in February, 1930. For ten years she 
traveled approximately four months a 
year training girls in the agencies on 
the technical angle of developing sales 
from orphan policyholders. In addition, 
she worked with many agents in analyz- 
ing their situation and helped them find 
new markets. The field function ended 
about ten years ago. From the home 
office she developed material on orphan 
policyholders, company mortgages, pol- 
icyholders moving from one territory to 
another, and did research work on 


Occidental Brokerage Mgrs. 


Roy N. Vinbladh and George K. Bigley 
have been appointed brokerage man- 
agers in the San Diego branch office of 
Occidental Life of California, according 
to Earl Clark, CLU, vice president in 
charge of agencies. 

Mr. Vinbladh has been assistant 
branch manager in San Diego for two 
years. Mr. Bigley has been assistant 
brokerage manager there for several 
months. 

Mr. Vinbladh, a major league baseball 
player for four years following World 
War II military service, entered the in- 
surance business in 1951 with Ohio Na- 
tional in Cincinnati. He joined Oc- 
cidental in 1959 in San Diego. In base- 
ball he was first baseman with the St. 
Louis Cardinals. 

Mr. Bigley entered the business in 
1952, as an agent with Occidental in 
El Centro, near San Diego. He is past 
president of Imperial Valley Association 
of Life Underwriters. 





promotions, new industries, new prod- 

ucts, and any avenues where she believed 

there were sales for their men. 
Attended Many PM Conventions 


With the exception of two conventions 
she has attended all the national meet- 
ings of the Penn Mutual and with Mary 
Barber, then an assistant to John A. 
Stevenson, she directed the social ac- 
tivities for the women at the conventions. 

Miss Murray has a flock of letters 
from general agents telling how the 
company’s prospect bureau has created 
business for them. While head of the 
Philadelphia agency more than $22,000,- 
000 was produced 2s the result of the 
bureau’s work in creating prospects. The 
record of the prospect bureau in produc- 
tion over the 31 year period in which 
Miss Murray was either director of the 
prospect bureau of the Philadelphia agents’ 
prospect bureau or of the company’s na- 
tional prospect bureau an extraordinary 
achievement. 





L. V. DRURY 
Past National Chairman 
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American Life Convention Annual Meeting At Chicago 





Should Not Discourage Initiative, 
NAIC President Parker Says 


Chicago, Oct. 11—The president of the 
National Association of Tusurance Com- 
missioners, T. Nelson Parker, who is 
Virginia’s Insurance Commissioner, to- 
day directed a series of searching ques- 
tions at the members of ALC meeting 
here at the Edgewater Beach Hotel. 

“In the past ten years the number of 
life companies have more than doubled,” 
he said. “There were 650 companies in 
1950 and 1,439 in 1960. During the same 
period our national population only in- 
creased 19%, 

“Does this indicate that we have too 
many companies ? 

“Certainly in a free enterprise system 
we should not discourage initiative on 
the part of those who may wish to enter 
this business, so long as the public inter- 
est is properly protected. A few years 
ago we witnessed the formation of a 
great number of new life insurance com- 
panies, many of which experienced diffi- 
culties within a short period of time. 
Some merged with older companies or 
had their entire business reinsured.” 

Mr. Parker asked: “What is adequate 
financing? Experience has shown that 
the average minimum capital and surplus 
requirements of the various states are 
not sufficient to be considered adequate 
in these days of high expense. Should 
these minimum requirements be in- 
creased? And if increased, would we be 
accused of fathering monopolies? It 
would seem that the public interest re- 
quires that minimum requirements be in- 
creased where they are definitely inade- 
quate for the beginning of a new life 
insurance company.’ 

He asked this question: “Is the public 
spending for life insurance a fair share 
of the individuals’ di sposable income? 
Figures show that the ratio of premium 
to disposable income began in 1940 to 
go down to the point where in 1960 it 
was 3.77, whereas in 1940 it was 5.11. 

“Indications are that life insurance is 
not maintaining its appropriate share of 
the funds made available out of the con- 
tinuing expansion of our economy. And 
this is so notwithstanding the tremen- 
dous increase in insurance in force and 
the number of persons insured.” 

Mr. Parker also asked if the amount 
of production, as contrasted with the 
kind or quality of production, is being 
overemphasized by the business. 


Increase in Term 


“There has been a substantial increase 
in Term insurance, particularly in 
Group insurance where there are many 
certificate holders and large amounts of 
insurance. One sees contrast reference 
to the amount of production, the amount 
of increase and the listing of compan- 
ies by the amount of insurance in force. 

“It would seem that such elements are 
only partial measurements in determin- 
ing the greatness of a company. In the 
last ten years the lapse ratio of Ordi- 
nary insurance has increased on all pol- 
icies in force from 3.2% in 1951 to 5.2% 
in 1960. For insurance in force two years 
or more, the voluntary termination rate 
has increased from 2.2% in 1921 to 3.7% 
in 1960. Is this not in part a result of 
selling for immediate production rather 
than for permanent lasting insurance? 
And if so, is the public being best served 
by the emphasis on production?” 

Turning to replacement of policies, Mr. 
Parker noted that it is such a real prob- 
lem that the industry has suggested its 
consideration by the Commissioners of 
Insur ance. 

“In a number of states stringent regu- 
lations are being issued to govern or 
regulate replacements. Is this action 
moving a little too fast? It would seem 
that, as urgent as the problem is, it 
should be studied with the idea of pro- 


ducing some degree of uniformity among 
the states in the regulations that may 
be found necessary and appropriate. 

“T also ask the question whether or not 
it is good for the industry as a whole to 
have the regulation of the business. Are 
companies, in their fear of losing busi- 
ness, calling on the regulators and ask- 
ing for stringent regulations that in the 
future might hamper their Ordinary 
Operations ?” 


Companies’ Washington Role 
Discussed by Congleton 


Chicago, Oct. 10—One of the reasons 
why an individual life insurance company 
might want to play a role in Washington 
is to meet particular problems which 
may lie beyond, or are somewhat at 
variance to the problems of the life 
insurance business as a whole, accord- 
ing to Richard J. Congleton, general at- 
torney of The Prudential. Speaking be- 
fore the legal section of ALC, here to- 
day, Mr. Congleton said his own com- 
pany’s decentralization program has 
perhaps resulted in a more acute and 
early awareness of the Washington 
problem. 

“We are in a position of what might 
loosely be called ‘multiple constituency,’ 
which has served to bring us into a more 
frequent relationship with officials con- 
cerned with Federal matters than would 
otherwise be the case,” he explains. 

Mr. Congleton added that “when I 
speak of company representation in 
Washington it is not for the purpose of 
lobbying in the accepted sense but is a 
part of a continuing program of educa- 
tion of Congressional members, their 
staffs and the committee staffs of not 
only the industry problems but of a 
company’s particular problem.” 

There is no manual and no standard 
operating procedure for a company rep- 
resentative in Washington, but there are 
certain guidelines, he said. One is the 
need for complete coordination and ex- 
change of information with members of 
the staffs of the trade associations re- 
sponsible for representing the viewpoint 
of the life insurance business as a whole. 

“It is important that action on a par- 
ticular problem not be undertaken in 
the perspective of that problem alone,” 
Mr. Congleton said. “It is essential to 
have an understanding of the interrela- 
tion of the problem or objective in ques- 
tion and other problems in which the 
business is interested and to check with 
the trade associations to see if collateral 
problems which independent study 
would not uncover. Wherever possible 
action which cuts across these problems 
should be avoided.” 


H. F. Rood Talk 


(Continued from Page 4) 


ample, in the United States separations 
are made for Ordinary, Industrial, Group 
and Health insurance. In Canada there 
are separate accounts, such as participat- 
ing, non-participating, shareholders’ and 
staff pension funds. In most cases the 
accounting has been handled by alloca- 
tion rather than by physical segregation 
although Canadian health insurance as- 
sets must be kept separate from general 
corporate assets. In both countries most 
invested assets, such as bank deposits, 
stocks, bonds, real estate and mortgage 
loans are allocated so that each and 
every investment is assumed to be di- 
vided among all the various companies’ 
accounts. 

Even under the allocation methods, 
however, certain types of assets, such as 
policy loans, deferred and uncollectable 


Agency System is Agent 
Says Frederic M. Peirce 

Chicago, Oct. 10.—The most vital and 
urgent need in the immediate future for the 
adequate distribution of life insurance 
consists of more able agents, and more 
og en agency managers, Frederic 
M. Peirce, president of General Ameri- 
can Life told the American Life Con- 
vention at its annual meeting here today. 
Speaking before the agency section, Mr. 
Peirce noted that the “population ex- 
plosion” points to a tremendous expan- 
sion in the market for life insurance, 
and further, that the American public is 
“inadequately” insured. 

“We know that the seemingly inevita- 
ble creeping inflation of the future will 
operate to multiply the needs for even 
greater amounts of life insurance,” he 
said. “We know that through the efforts 
of the sales organization that we now 
possess, that through the efforts of our 
merchandisers, sales promotion men and 
communicators, the public must be led 
to a better and more thorough under- 
standing of all the uses of life insurance. 

“We must know then, that with all 
these forces at work, we must have 
more well qualified sales manpower. The 
social and economic factors will not 
change the basic fact that it takes an 
agent to do the job. Because the job 
will be bigger and because we need to 
do it more effectively, more men are 
needed. 

“To me, that means more managers 
are needed. The home office must look 
to field management to produce the re- 
sult. Our company can have the most 
beautiful of home office buildings, the 
most capable staff, the most complete 
sales portfolio, and every facility for 
manpower development any company 
could have. But is practically useless 
(as far as new business is concerned) 
unless and until a capable manager 
sparks it into productive motion. 

Mr. Peirce said responsibility for de- 
veloping agency-building managers be- 
gins with top management. 

“It is our responsibility to see that 
our headquarters sales staff are men 
of ability who can carry out the plan. 
It is our prerogative to insist upon re- 
sults. It is our opportunity to leave a 
lasting heritage to our company of a 
sound, solid, self-recreating and growing 
sales organization.” 





premiums, and claims due from reinsur- 
ance companies, have frequently been 
identified and accurately credited to the 
particular account inv olved. The contract 
provisions of the companies’ policies de- 
termine the rights of the policyholders. 
Except for statutory restrictions or tax 
considerations a company could easily 
issue life insurance or annuity contracts 
providing that the policyholders would 
participate in the performance of only 
one type of assets such as its stocks. 
Accounting methods could be set up so 
that an equitable share of the dividends 
and capital gains and losses on each and 
every stock certificate could be properly 
allocated to this particular class of pol- 
icyholders.” 


A Broad Concept 


Mr. Rood believes that concept of seg- 
regated accounts is broad enough in 
principle to encompass allocation as 
well as physical segregation of such ac- 
counts. In telling some of the purposes 
for which segregated accounts might be 
used he said they were: 

Deposit administration funds in connec- 
tion with Group annuities; Group annuity 
funds under which the company desires to 
pay interest on the “investment year meth- 
od”; Conversion deposits under individual 
policy pension funds. Profit sharing plan 
funds where insurance policies are also 
vestments of the profit sharing plan; Ordi- 
nary policies under which some of the 
funds, such as coupons left on deposit, are 
to be invested in equities; and variable 
annuities. 


Recent Events Summarized 


By Executive V. P. Shield 


Chicago, Oct. 10—The life insurance 
business is taking steps to preserve it- 
self if atomic war should come. W. Lee 
Shield, executive vice president of ALC 
said today at the annual meeting that 
his organization’s executive committee 
had authorized an immediate study of 
what could be done if a life insurance 
company’s home office were destroyed in 
an enemy attack. The ALC has 200 
member companies, representing 95% of 
life insurance issued in the United States, 

Some companies have already em- 
barked upon self-protection programs of 
their own. The purpose of the new 
study, however, is to develop a broader 
approach for survival of the life insur- 
ance business as a whole. 

One possible approach, Mr. Shield 
said, might be the organization of stand- 
by management teams, their members 
drawn from various life insurance com- 
panies, who could be sent into a com- 
pany whose officers had been destroyed 
in an atomic attack. Such a team might 
consist of a senior executive, a lawyer, 
an actuary and a claims man. 

Mr. Shield said the study would be 
conducted in cooperation with another 
major life insurance group, the Life In- 
surance Association of America. 

“This is not a general alarm,” he ex- 
plained. “It is the simple application 
of the adage about ‘a stitch in time.’” 

In his summary of recent events of 
interest to the life insurance business, 
Mr. Shield noted that the Social Secur- 
ity Act had been amended, probably as 
an anti-recession help. 

“We have always stressed, in our ap- 
pearances and representations to the 
Committees of Congress, the ultimate 
cost of these benefits and their cost to 
future generations,” he said, “together 
with the fact that any liberalization of 
benefits should be supported by cor- 
responding increases in the tax rates. 

“T think it is evident that we are 
reaching the upper taxable limits which 
can be imposed to support the system 
and there seems to be a definite feeling 
on the part of Congr ress against further 
costly innovations in the social security 
area. Just what effect this feeling will 
have on the Administration’s old-age 
medical care proposal remains to be 
seen.” 


Cavanaugh Summary 


(Continued from Page 4) 


counts will be limited to Group annuity 
contracts which are part of qualified 
pension or profit-sharing plans, and that 
such contracts will be sold only to fi- 
nancially sophisticated persons who are 
able to fend for themselves—the sort ot 
persons who are qualified customers for 
private placements under SEC rules. 

“Next, we have demonstrated that sep- 
arate account provisions, as authorized 
by Connecticut and Massachusetts type 
laws, merely serve to determine the 
monetary value of the company’s obli- 
gations to the policyholder, and do not 
give the policyholder any special liens 
upon or claims to the assets or income 
in the separate account. There is no 
walling off or segregation of particular 
assets or income to satisfy the claims of 
particular policyholders. 

“Also, we have made suggestions in 
the form of policy provisions or state- 
ments of company practices which should 
remove the Department”s concern about 
possible conflicts between the company’s 
interest in its separate account and its 
general account which might lead to fa- 
voring one or the other in the purchase 
or sale of securities, or in the transfer 
of assets from one account to the other. 

“Finally, we have submitted that under 
present day business conditions our pro- 
posed separate account provisions are 
necessarily or properly incidental to the 
Group annuity operations of a life in- 
surance company.” 
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Rietz Will Keynote 
Individual Ins. Forum 


SPONSORED BY HIAA NOV. 13-15 


Outstanding Speakers, Twelve Work- 
shops Feature 1961 Meeting to be Held 
At Sheraton Hotel in Philadelphia 


H. Lewis Rietz, executive vice pres- 
ident, Great Southern Life will make the 
keynote address November 13 in Phila- 
delphia at the annual Individual Insur- 
ance Forum sponsored by the Health In- 
surance Associatien of America. 

Registration for this year’s forum—to 
be held at the Sheraton Hotel—will 
begin Sunday afternoon, November 12. 
That informal reception is 
slated for the Grand Ballroom Assembly. 

Registration will be concluded the fol- 
lowing morning. At 9:30, Carl A. Ernst, 


evening an 


chairman of the forum subcommittee 
and vice president, special risks for 
North American Life & Casualty, will 
preside over a general session. 
Alport to Moderate Panel 
Following Mr. Rietz’s address, D. B. 


Alport, vice chairman, individual insur- 
ance committee and vice president of 
3usiness Men’s Assurance, will moderate 
a panel on continuance of coverage. 
Panel members include O. C. Yuerhs, 
director, health insurance department 
for Farmers and Traders Life, speak- 
ing on “Insurance of Guaranteed Re- 
newable Health Insurance for Life’; W. 


G. Alpaugh, Jr., president of Inter- 
Ocean Insurance Co., who will discuss 
“Issuance of Guaranteed Renewable 


Over 65,” and G. T. Delahunty, vice 
president, All American Life & Casualty, 
whose subject is “Voluntary Restriction 
of Right to Non-Renew Because of 
Deterioration of Health.” A floor dis- 
cussion will follow. 

Later that morning, Paul M. Hawkins, 
counsel for the HIAA will speak to the 
forum on the first session of the 87th 
Congress. He will be followed by Wil- 
liam N, Seery, executive committee chair- 
man of the newly formed, Associated 
Connecticut Health Insurance Co. Mr. 
Seery, who is also vice i sident of The 
Travelers, will discuss” A Major Break- 
through In V oluntary Health Insurance.” 

After lunch the first of four work- 
shop sessions will be held. Twelve elec- 
tive workshops are planned for each 
session. The same subjects will be re- 
peated at each of the four workshop 
sessions to enable everyone to parti- 
cipate in workshops on up to four dif- 
ferent subjects during the forum. 


Mr. Burns to Preside 


A reception is slated for Monday eve- 
ning in the Pennsylvania Ballroom. 
Tuesday morning the elective workshop 
sessions will continue. Individual insur- 
ance committee chairman Peter J. Burns, 
second vice president, New York Life, 
will preside at the annual luncheon. Fol- 
lowing the luncheon, Roger Fleming, 
secretary-treasurer and director, Wash- 
ington Office of the American Farm Bu- 
= au Federation will speak on “Making 

The Choices That Count.” 

Final workshop sessions are scheduled 
for Tuesday afternoon and Wednesday 
morning. At 11:00 Wednesday morning, 
Mr. Ernst will again preside over a 
aig session. The convention will 
then hear an address by Harold J. Cum- 
mings, Minnesota Mutual Life president. 
Adjournment follows. 

Elective workshop subjects and direc- 
tors are: Underwriting techniques— 
Harry W. Duane, Jr., assistant vice pres- 








Sen. Javits Will Introduce 
His ‘Compromise’ Aged Med. 
Plan in the Next Congress 


A new “compromise” medical-care-for- 
the-aged program “which both Republi- 
cans and Democrats could accept as con- 
sistent with their party platform 
pledges,” was proposed by New York’s 
Senator Jacob K. Javits last week in 
New York City. 

Speaking at as ag, “The Health 
Care Issues of the 1960s,” sponsored by 
Group Health Ins., Inc., Sen. Javits said 
he was ready to ‘introduce his plan at 


the opening of the 1962 Congressional] 
Session. The program would: 


Include all retired people whether 
they are receiving social security 
benefits or not. Three optional areas 
of benefits would be available, one 
for preventive and diagnostic cover- 
age and short-time illness coverages; 
a second for long-term illness of a 
chronic nature; and a third for re- 
imbursement in ‘cash for private 
health insurance premiums. Esti- 
mated cost is $1,200,000,000 annually, 
with $1,000,000,000 to come from an 
increase in social security taxes, and 
the remainder from general revenues. 


Would Become Part of Social Security 
System 


It would also become part of the 
Social Security System but with actucl 
administration being handled by the 
states under agreement with the secre- 
tary of Health, Education and Welfare. 

This, said the Senator, would bring 
flexibility to the program, encouraging 
the states to improve service benefits 
beyond the Federal plan. 

lf agreement cannot be reached with 
a state, he added, the secretary would 
handle the program’s administration. 

Asserted Sen. Javits: “The growth of 
private health insurance plans would be 
stimulated and the principle of voluntary 
participation strengthened. Co-operative 
and group health insurance plans as well 
as commercial carriers would find en- 
couragement to go on and dev elop satis- 
factory coverage for senior citizens. 

“Moreover, those persons who were 
protected during their employment under 
medical plans sponsored by their unions 
or companies would be able to continue 
after retirement with the same plan 
they had been accustomed to using.” 

Short-term illness benefits would in- 
clude 21 days of preted care; physicians 
services for 12 visits; 63 days of nursing 
home care, minus hospitalization days 
at a ratio three nursing home days per 
hospital day; 24 days of home ‘health 
care services, and the first $100 of cost 
for diagnostic, laboratory and X-ray 
services. 

The long-term chronic illness benefits 
would go into effect after the first $250 
of medical expenses, and would cover 
80% of the following costs: 120 days of 
hospital care, surgical services in a hos- 
pital, full nursing home services and 
full visiting nurse or other home health 
care services. 





ident, The Life Insurance Co. of Vir- 
ginia; underwriting management—B. K. 
Holliday, senior vice president, Federal 
Life & Casualty; claim management— 
John F. Shine, A. & S. product depuart- 
ment manager for Allstate Insurance 
Co.; substandard—Charles H. Edwards, 
vice president and underwriting secre- 
tary, Guardian Life; statistical planning 
-—Robert S. Finley, second vice president, 
Washington National; new product dev- 
elopment—Mr. Shine; policy drafting 





Everett Tells NAMIC: 





Constructive Thinking and Planning 
Of Health Care Facilities Needed 


Ardell T. Everett, second vice presi- 
dent of The Prudential, last week called 
on members of the National Association 
of Mutual Companies, for “constructive 
thinking and planning of the health care 
facilities in your community and in co- 
ordination wth neighboring communi- 
ties and medical service areas.” 

Speaking on “The Health Insurance 
Complex” at NAMIC’s National Affairs 
luncheon held at the Statler Hilton, Mr. 
Everett remarked: “It is not enough to 
criticize. You and other responsible citi- 
zens in your local community must be- 
come interested in a solution of these 
problems.” 

Problems Mr. Everett was referring to 
included the rising cos:s of hospital 
care, “obsolete formulas for government 
payment for patient fare,” and dupl ca- 
tion of benefits. 


Believes Voluntary Ins. Can Meet 
Challenge 
Before discussing these problems in 
depth, the speaker said he believed that 


“voluntary health insurance in_ this 
country is, and will continue, to meet 
this challenge.” However: 

“We must not be blinded by our suc- 


cess to the current and future problems 
confronting us on both the local and na- 
tional scenes.” However: 
“Because of the high cost 
hospital facilities and 
saving equipment, it 
for all citizens to 
community 


of building 

purchasing life- 
will be necessary 
take an interest in 
planning of health care 
facilities to eliminate duplication of 
infrequently used equipment and fa- 
c lities and to provide more economical 
facilities for those persons who do not 

need the full services of the general hos- 
D tal.” However 

“The payment for patient care made 
by various departments of government 
et the local and state levels many times 
is based on obsolete formulas developed 
during the days when hospital costs 
were rather stable and a minimum type 
care was rendered. Since most of the 
income to hospitals comes from patients, 
rather than from private charity, any 
which a hospital sustains on the 
wards of government must be passed on 
to other patients. 

“If the hospital also has a reimburse- 
ment contract with certain so called non- 
profit service agencies in the prepayment 
financing field which excludes recovery 
of such losses, or which results in re- 
im>bursement at a rate less than full 


loss 





A. & H. MEN HEAR REP. CURTIS 

Rep. Thomas B. Curtis (R., Mo.) was 
guest speaker recently at a luncheon 
meeting of the St. Louis Association of 
Health Underwriters. A firm supporter 
of private enterprise in the insurance 
industry, Rep. Curtis told the association 
that he is seeking to strengthen the 
fandamental right of the recipient to 
choose his own use of the benefit funds 
received. He also discussed pending 
insurance legislation. 


A. & H. CLUB MEETS OCT. 19 

The next meeting of the Accident & 
Health Club of New York will be held 
at Churchill’s Restaurant, 139 Broadway, 
New York City, October 19 at 5:30 p.m. 
Speaker will be Raymond F. Killion, sec- 


ond vice president, Metropolitan Life 
end chairman of the Health Insurance 
Council, 





and filing—Niels. H. Fischer, associate 
actuary, Aetna Life; persistency and 
conversation—Mr. Fischer, and motiva- 
tion of agencies—Raymond J. DeFilippo, 
pal of health insurance for Country 
wife, 





ARDELL T. EVERETT 
It’s Not Enough to Criticize 


cost, the private paying patient or pri- 
vately insured patient must foot the bill 
for all other losses resulting from inade- 
quate reimbusement to the hospital for 
services rendered.” However: 

“The availability of health insurance 
benefits through a wide variety of pur- 
chasing channels makes it almost in- 
evitable that for a given accident or 
illness the individual may find he has 
benefits under more than one P ol.cy. 
Group insurance, with both husbands 
and wife covered at their place of work, 
student insurance, medical care coverage 
under auto policies, hospital benefits as 
a fringe benefit under a loss of time 
policy—and many other possibilities too 
numerous to recite—lead to this dupli- 
cation of benefits. 

“In addition, many persons have pur- 
chased more than one health insurance 
policy in order to maintain the amount 
of indeminity approximately equivalent 
to the increasing costs of hospitals and 
medical care. And, of course, we know 
that some persons deliberately duplicate 
benefits in order to make a profit on 
foreseeable hospitalization of some mem- 
ber of their family.” 


Makes Four Suggestions 


What can be done? Mr. Everett made 
the following suggestions: 

“1. Become active in community activities in- 
volving health care and health care facilities 
and their planning and financing. 

Actively support the Health 
Council in its state committee activity. 
“3. Be sure that the health insurance pol cies 


Insurance 


in your company’s portfolio are designed real- 
istically in light of today’s needs. Are lifetime 
individual health coverages available? Have. you 
explored the underwriting and sales of health 
insurance in the substandard field? If you 
write group coverage, have you developed and 
solicited the extension of coverage for workers 
in their retirement years? 

“4. Have you checked you own company 
retirement program to determine whether you 
are doing as much as you should in the health 
care field for your own retirees? 

“And in addition to all of this,” he 
concluded, “we also must be alert to the 
political and legislative climate in which 
we operate. No business today can be 
unaware of this, but perhaps most of all 
the health care professions and the 
health insurance industry, being directly 
arenes in the highly emotional subject 

ill health, are fair game for pol.tical 
setoa” 
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NYAHU Maps Plans 


For Coming Season 


The New York 


Underwriters met 


ation of Health 
recently in Archer’s 
Tohn Street, N. Y. C., 
a business meeting. . . . Association Pres- 
ident Webster Hurley (Manhattan Cas- 
ualty) gave a report on the annual IAHU 
Waldorf-Astoria 
Calling it “the finest one” he 
Mr. Hurley said the 
on came out ahead fin- 


also credited Louis Medill 


Ass¢ Cl 


Restaurant on for 


convention held at the 
last 
had ever been to, 


June. 


national associat 


ancially. He 


(Medill Agency, Inc.) for his work as 
registration committee chairman. 
The 1962 annual convention will be held 


next June in Miami Beach, probably at 
the Fountainbleau The New York 
Association voted to keep the same offi- 


cers and board members through June 
30, 1962. Elected secretary of the 
association was Charles McCafferty 


(Continental Casualty). . . . Newly 
elected board members are Bob McCabe 
(Guardian Life), Warren Behm (Amer- 
ican Casualty) ma Bill Hill (William J. 


Hill Agency). The first eg i meet- 
ing of the season is scheduled for Oct. 
17 at Archer’s Restaurant. Herbert K. 


Sloane who is guest speaker will discuss 
“Business Insurance. . Webster Hur- 
ley proposed a New York state associa- 
tion for consideration . Fred Bumby 
(W. L. Perrin & Son) hopes to put on a 
membership drive. Howard Rosan 
(Rosan Agency) was gg chairman 


oi the education committee. . Bill Hill 
moved for reactivation of the association 
newspaper “A. & H. Producer.” ... He 


also suggested that the association spon- 
sor a half-day health insurance seminar. 
. Miss Rose Cahill, association secre- 
looked as pretty as ever 


—S.S.W. 


tary, 








PORTRAIT OF 


SUCCESS 










GUIDANCE 


Ready to give a lift. In 
perfecting selling pro- 
cedures or business 
operations, the Inter- 
Ocean agent can al- 
ways count on expert 
help. For more than 
fifty years, steady prog- 
ress has been based on 
the idea of effective,ex- [@ 
perienced cooperation. 


nter-Ocean 


INSURANCE COMPANY 
Cincinnati 2, Ohio 














CONSOLIDATE LIFE, A. & S. 
Weghorn Agency of New York Com- 
bines Both Departments in Single Unit 

To Benefit Producers, Policyholders 


Both producers and policyholders will 
benefit by a new coordination of func- 
tions in the John C, Weghorn Agency, 
Inc., according to announcements now 
being distributed from the firm’s offices 
at 102 Maiden Lane. ey York City. 

The life and the A. & S. departments 
of the agency have been combined into 
a new unit under the direct supervision 
of Richard Weghorn. This single de- 
partment will now make available to 
brokers virtually all forms of individual 
life insurance — both participating and 
non-participating—and group life, pen- 


sion and annuity plans, as well as all 
types of accident and sickness policies 
for individuals, groups, associations. 

The Weghorn Agency also handles 
both commercial and guaranteed renew- 
able contracts covering “major medical” 
and long-term disability. 

Representing Canada Life, Colonial 


Life of America, American Casualty, 
American Life (N. Y.), Long Island In- 
surance, and Security of New Haven, the 
new Weghorn department will include 
disability income recommendations in 
its various life insurance illustrations. 
This will afford increased sales oppor- 
tunities for brokers ‘by providing pros- 
spects with a broader and clearer picture 
of coverages available. The department 
will also provide brokers with direct pro- 
duction assistance along “survey selling” 
lines. 


American . Risk & Ins. Assn. 
Annual Meeting Slate Set 


A tentative list of speakers, discus- 
leaders, and panel moderators for 
the December 27-29 annual meeting of 
the American Risk and Insurance Asso- 
ciation (the former American Associa- 
tion of University Teachers of Insur- 
ance) has been released by Kenneth 
Herrick Texas Christian, program 
chairman. In order of appearance by 
days, they are: 

December 28, Robert I. 
versity of Illinois; Meyer 
The Prudential; Robert W. 
derwriters National; 
University of Florida; 


sion 


Mehr, 
Melnikoff, 
Osler, Un- 

James L. Athearn, 


Donald R. Child- 


ress, University of Oklahoma; Oscar 
Goodman, Northwestern University; Irv- 
ing Pfeffer, UCLA. 

December 29, John W. Cowee, Uni- 


versity of California; 
International 


William Knepper, 


Association of Insurance 


Counsel; Arne Fougner. Christiania Gen- 
eral; Rol vert Rennie, Nationwi de Insur- 
ance; William McCrae, American Mu- 





manpower development. 








Uni-* 


Consultant to Life Insurance 


and A. & H. Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


with Life Insurance Companies wishing to develop Sick- 
ness and Accident business and Sickness and Accident 
Companies wishing to develop life insurance business. 
Record of unusual achievement as consultant. Work on 
all phases of Home Office agency activity as well as field 


Can be seen by appointment. 


A.G.Weil Wins Chicago Trip 





Arthur G. Weil, manager, brokerage 
department in the metropolitan N. Y. 
branch of Continental Casualty, has been 
named “Fieldman of the Month” as a 
result of his outstanding production in 
the recent production contest staged in 
that branch. 

Mr. Weil’s reward is a trip to Con- 
tinental’s home office in Chicago Oc- 
tober 17-19 where he will attend a 
seminar of fieldmen from other parts of 
the country who have earned similar 
distinction. 





tual Alliance; John F. 
University; Willis Rokes 
Oklahoma; Wilbur J. Cohen, Depart- 
ment of Health, Education and Welfare. 
The annual business meeting will follow 
the close of the formal program on De- 
cember 29. 

General session chairmen 
Messrs. Adams and Herrick; Dean Ed- 
win S. Overman, American Institute for 
Property & Liability Underwriters and 
Grant M. Osborn of anaes State. The 
traditional American College-American 
Institute breakfast will be at eight on 
December 28. 


Adams, Temple 
University of 


include 


THREE NEW HIAA. MEMBERS 

Three new companies have joined the 
Health Insurance Association of Amer- 
ica. They are Lifeco Insurance Co. of 
a Seattle; tng Life Insur- 
ance W ashington, D. C., and State 
pain Mutual etd Co., Col- 
umbus, Ohio. 





Sulzer on Hospital-Ins. 
Company Relationship 

SAYS, ‘PATIENT COMES FIRST’ 

A. & H. Club of New York Hears Man. 


ager of Patient’s Accounts for Colum- 
bia-Presbyterian Medical Center 








Philip W. Sulzer, manager of patient's 
accounts, Columbia-Presbyterian Medical 
Center, New York City told a recent 
monthly meeting of the A. & H. Club 
of New York that the role of the ‘ho;- 
pital as far as insurance is concerned 
is to see that patients’ insurance prob- 
lems are properly handled and_ that 
any claim for any kind of insurance js 
processed as promptly as possible. 

Mr. Sulzer also suggested to those in 
attendance that they may possibly be 
helpful in “some sort of educational 
program to acquaint the public carr ying 
insurance in the wisdom of assigning 
insurance to the thospital.” He po.nted 
out: 

“Basically, they should all want to do 
so because it eliminates a cash outlay 
on their part and it is our belief that 
those patients who fail to sign assign- 
ments, do so only because they fail to 
understand the advantages. 

“It would also help if the holders of 
the group contracts, would fill out the 
top of the claim forms so we could 
be aware of how much to credit the 
account and where to mail the completed 
claim. There is space on the forms for 
this information, but a definite number 
of patients appear with nothing but 
blank forms. 

“It would also help if some way could 
be provided to note on accident claim 
forms, that the policy does not pay hos- 
pital benefits and provides only weekly 
sick benefits or benefits for loss of a 
limb, etc. and is not assignable (if, of 
course, it is not). We have at times 
a difficult problem in determining what 
type of insurance is in effect.” 

Cites Union Activity 

Speaking about the rising cost of hos- 
pital care, Mr. Sulzer declared: “Surely, 
there has been enough publicity about 
union activity and the rise in pay roil 
costs to indicate why this has caused an 
increase in rates. In our hospital, the 
cost of ancillary services, is a cost ac- 
counting problem. 

‘It is true, of course, that we and 
every other hospital in the city compare 
prices to be sure they are not out oi 
line, but this does not effect the fact 
that our charges are determined by what 
it costs us. What may have caused 
some confusion, is the fact that in our 
ward service, prices are subject to ad- 
justment on a charitable basis but | 
doubt that we would ever be expected to 
reduce the price of an x-ray to an in- 
surance company. 

“In some services, we can never col- 
lect costs. Betatron treatments, cardiac 
catherizations are the type of charge in 
this category.” He said further: 

“From ‘conversations with insurance 
men, | have the feeling that there is 
much question about the over utilization 
of hospital facilities because of insur- 
ance. 

“This is a problem which I believe 
is not primarily a problem for adminis- 
tration. The controlling factor in ad- 
mitting a patient, is the physician and he 
has many problems. Here, too, is a 
field open to educational action, but I 
believe this would have to be directed 
to the medical societies. 

“How does a doctor answer a patient 
who says ‘I have insurance, doctor, how 
about putting me in the hosp: tal? My 
wife works and there is no one at home 
to take care of me.’ Remember, the 
physician may have cared for this patient 
for years and would like to retain him 
as a patient. If he was doubtful in his 
mind as to whether or not to admit the 
patient, could he help being swayed by 
this ? 

“The demand for beds is so large, the 
hospital is as anxious to avoid unneces- 
sary admissions, as anyone, but it is 
difficult if not impossible, to control ad- 
ministratively,” he concluded. 











October 16, 1961 





The Eastern Underwriter 


Page 21 








Untapped Markets for Health Ins. 


Although nearly three out of every 
four Americans now have some form of 
yoluntary health insurance, “the fact 
that a substantial number of people are 
still uncovered represents a major prob- 
lem for planners of social policy,” Health 
Information Foundation reported last 
week. 

In an effort to define the uninsured 
population and determine ways of ex- 
tending coverage to them, the foundation 
published some preliminary results of 
a survey conducted jo'ntly with Univer- 
sity of Chicago’s National Opinion Re- 
search Center. Data were collected on 
more than 19,000 persons, constituting a 
cross-section of the U. S. population, 
through interviews during the summer 
of 1958, 

These interviews made it possible to 
compare the major characteristics of 
the uninsured population with those of 
the insured. As reported in the current 
issue of the Foundation’s statistical ‘bulle- 
tin, “Progress in Health Services,” some 
of the main differences between the two 
groups were these: 


58% of Workers Insured 


Only 42% of the uninsured age 14 and 
over were in the labor force at the time 
of interview, while the comparable figure 
among the insured was 58%. Larger 
proportions of the uninsured were full- 
time housewives and retired persons. 

A larger proportion of the uninsured 
population consisted of persons age 65 





Elect Rose Pres. of Central 


Iowa Health Underwriters 
The Central Iowa Association of 
Health Underwriters held its recent an- 
nual sales congress in Des Moines. Paul 
Klein, president of the International As- 
sociation of Health Underwriters, Kan- 
sas City, Mo., was one of the principal 
speakers. 

Other speakers included Bill Gove, 
formerly with Minnesota Mining & 
Manufacturing Co.; William Welch, Jr., 
accident department secretary, Connecti- 
cut General, Hartford; S. L. Horman, 
vice president and director of agencies, 
Time Insurance Co., Milwaukee; James 
E. Barrett, vice president, Mutual of 
Omaha, Washington, D. C.; and George 
J. McArdle, Cook County, Ill., agency 
builder for All-America Life and Cas- 
ualty. 

A. Edward Rose of Pella, Ia., regional 
superintendent of Illinois Mutual Life 
& Casualty, was elected president of the 
Central Jlowa Association. Bernard 
Kirke, general agency manager of Con- 
tinental Assurance, was advanced to 
vice president; and Ward L. Gogehring, 
general agent for All American Life & 
Casualty, was named treasurer. 








Continental Casualty’s N. Y. 
Branch Holding New Contest 


Continental Casualty’s Grocery Con- 
test was “so well received by the in- 
surance fraternity” that Charles Mc- 
Cafferty, New York Metropolitan branch 
manager followed it up with another 
contest this month. Called the “Trick 
or Treat” contest, nine merchandise 
prizes are being offered. 

The New York Branch, concentrating 
on income protection production, is of- 
fering double prizes for this type of 
business. There are three categories 
$150, $300 and $600 with a choice of three 
different prizes in each category. Prizes 
are displayed in Continental’s window at 
76 William Street. Art Weil, brokerage 
department manager, should be contacted 
for all details and supplies. Contest ends 
October 31. 


A. & H. Division in Houston 


Houston has been designated as new 
headquarters for the accident and health 
division of Lincoln Liberty Life of Lin- 
coln, Neb. 


and over—17%, as against 6% of the 
insured. 

When only persons in families where 
the main earner was currently working 
were considered, relatively high propor- 
tions of the uninsured were dependent 
on agriculture, forestry, and fisheries, 





portion of the uninsured than of the in- 
sured—25% of the total uninsured popu- 
lation lived in such areas compared to 
only 9% of the insured. 


Must Increase the Demand 


Commenting on the need to extend 
voluntary health insurance to those still 
without coverage, George Bugbee, Foun- 
dation president, stressed that “with a 
little ingenuity the technical problems 
can be overcome.” One of the main prob- 








and also on the construction industries 


t 1 lems, he added, is to increase the demand 
and personal and repair services. for health 


Residents of rural-farm areas ac-_ sured. 


coun‘ed for a substantially higher pro- The HIF. study shoved that 


all uninsured individuals report that cov- 
erage is not available to them through a 
place of employment. Moreover, Mr. 
Bugbee pointed out, 74% of the unin- 
sured have never had hospital expense 
insurance. 

“This last segment,” he said, “seems 
to represent a hard core in the popula- 
tion who have had neither the oppor- 
tunity nor the interest to obtain health 
insurance. The voluntary agencies must 
stimulate a greater demand for coverage 
through employment groups. And fam- 
ilies who cannot qualify for group en- 
rollment should be shown that adequate 
in<dliv:dual policies are available to them.” 





You ndependent 
Insuranc AGENT 


“seaves/ vow /Fiast™ 
® 








Continental 
policies 
are always 
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to Agents 
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Employer Problems of Paying Double 
Solved by Group Salary Continuance Plan! 


Continental Develops New Concept of Long Term Protection 


Serious Problems—At Long Last Solved! 
How long to keep an employee on the pay- 
roll after he is incapacitated—while at the 
same time paying a salary to the one who 
replaces him, this has long been a serious 
problem for management. 

While his employer worries about this, 
the man who is ill or injured is worrying 
about what will happen after he is no longer 
being paid but still cannot go back to work. 

You, the producer, can solve these problems 
and lift the burden of worry from both 
management and employees, by showing 
them the advantages of Continental’s Group 
Salary Continuance Plan. 


Equally Suitable for Small or Large Groups 
Here’s a group plan that doesn’t require 
you to be a group specialist . . . a group 
policy that will appeal to agents and brokers 
everywhere! It can be offered to groups as 
small as 15 people . . . and it’s so straight- 
forward in its appeal that most producers 
regardless of their previous experience find 
it very easy to understand, and smooth 
sailing when they present it to prospects. 

Group Salary Continuance as offered by 
Continental is a new concept in income 
protection. It is long term coverage which 
can be paid for either by the employer, or 
the employee, or shared by both. 

It answers a vital need, brings satisfaction 


to employer and employee alike, and is > 


bound to build and improve morale. 


FOR DETAILS ON CONTINENTAL’S GROUP 
SALARY CONTINUANCE PLAN, SEE YOUR 
NEAREST CONTINENTAL AGENT OR BRANCH 
REPRESENTATIVE, OR FILL OUT AND MAIL 
THE COUPON. 

eee 


CONTINENTAL CASUALTY COMPANY 
AM ber of the Conti tal-National Group 
Continental Assurance Company 
National Fire of Hartford 
Transportation Insurance Company 
Transcontinental Insurance Company 











A happy employer thanks a Continental Agent for arranging a Group Salary Continuance Plan. 


Group Salary Continuance is just one of a long line of easily salable Conti- 
nental Casualty Policies. Watch this page every month for news about 


other profit makers. 











i ik ta gig a a i adc ats ist 1 
. | 
Continental Casualty Company | 
Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois EU-10-15 ; 
(C Please send full details on your Group Salary Continuance Plan | 
(C0 | am interested in an agency appointment 
(C) | am interested in a brokerage appointment 
| 

| 

| 

| 

ZONE STATE_ 
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Educations Pursued by 22% 
Of U. S. Life ers 


Jack Landess Co. Inc. 
President Belknap, Ann McGrath, di- 


rector of personnel, Dean Leonard. 


States Life recently honored 


srs who passed insur- 


United 
all company memb 


ance courses during the year at recep- 


tion and dinner in the company dining 
room, Over 13% of all United States 
Life home office employes graduated 


from received degrees or 
designations from one of the following: 
The School of Insurance, CLU, Society 
of Actuaries; LOMA, HIAA, Group 


A. & H. and basic course exams. 


courses or 


Guest speaker for the evening was A. 
Leslie Leonard, CLU, Dean of the 
School of Insurance of the Insurance 
Society of New York, Inc. Dean Leon- 


oo is also president of the New York 
Chapter of CLU, past president and 
currently a director of the New York 


Chapter of CPCU. He was introduced to 
the audience by U. S. Life President 


Raymond H. Belknap. 


“This. group,” Mr. Belknap said, “is 
responsible for a remarkable story—the 
story of United States Life’s really great 
growth record. This growth is in great 
part due to the efforts of these fine 
young people gathered here ton:ght. As 
a matter of fact, more than one out of 
five of our employes attends school in 
the evenings either to further his ansur- 
ance education or in the pursuit of an 
academic degree.” 


C. B. Knight Agency Names 
W. G. Meharg, R. J. Lawrence 


Charles N. Barton, CLU, president of 
the .C. B. Knight Agency, 225 Broadway, 
announced the appointment of William 
G. Meharg, CLU, as manager of the 
Knight Agency’ s Group and pension de- 
partment, and Richard J. Lawrence as 
assistant manager. The C. B. Knight 
Agency, Inc., represents Union Central 
Life in the New York City area. 

Mr. Meharg has been associated with 
the Group department of the Knight 
Agency since 1956. He was appointed as- 
sistant manager of the department in 
He is a graduate of Boston Uni- 
versity and served in Europe with the 
Army during World War II. 


Richard Lawrence joined the Knight 
Agency as a Group representative in 
1957. He is a graduate of Iona College, 
New Rochelle, and served in the. Army 
during the Korean conflict. 


The -Group and pension department 


of the C. B. Knight Agency is current- 
ly producing sales at the rate of $35,- 
000,000 annually with annual premium 


income of approximately $500,000. They 
have $233,000,000 of life insurance in 
on a total of 296 cases. 


fc Tce, 





State Mutual Term Option 


A one year Term dividend option 
rider was announced by State Mutual 
Life Assurance of America. The one year 
Term dividend option, sometimes called 
the “fifth dividend” option, is intended 
primarily for business insurance cases, 
though it also has other uses. 

This option permits a policyholder to 
use his dividend accumulations towards 
the purchase of one-year Term insur- 
ance on each policy anniversary. The 
amount of cack one-year Term insur- 
ance purchased under this option will 
normally equal the then cash value of 
the policy. However, if the dividend ac- 
cumulations are not suffic‘ent to pur- 
chase this full amount, then they will 
be used to purchase as much one-year 
Term insurance as possible. 

The option is being made available 
not only to standard risks but also to 
certain sub-standard risks. 


Levy-Brenner Associates 
Appoints Sack and Cohn 


140 Nas- 


Levy-Brenner Associates, Inc., 


sau St., New York, has announced the 
appointments of Irwin S. Sack and 
Edwin L. Cohn as associate general 
agents. Both appointees have extensive 


background in the estate planning field 
of life insurance. Both were formerly 
associated with Continental American 
Life. 

Mr. Sack is a graduate of Brooklyn 
Law School and College of the City of 
New York. Mr. Cohn, during his asso- 
ciation with Continental American Life, 
served as agency supervisor and man- 
ager in New York 


Lloyd E. Corp Dead 


Lloyd E. Corp, assistant secretary and 
longtime home office executive at Bank- 
ers Life of Nebraska, died in Lincoln 
recently. He was 55. 

Mr. Corp began his insurance career 
at Bankers Life in 1931. From his initial 
post as renewal department clerk, he 
later became a manager in the issue 
division. Named assistant secretary in 
1946, he directed the company’s p licy- 
holders service division since 1954. 


Metropolitan Chimes Still 

For the first time in 52 years, the 
chimes in Metropolitan Life’s 700-foot 
tower on Madison Square are silent. 
The chimes, together with the great 
four-face clock and the flashing lights 
at the top of the tower, have recorded 
the passing hours for New Yorkers since 
the building was completed in 1909. Now 
the tower is being renovated to bring it 
into closer architectural harmony with 
Metropolitan’s new office building on 
the remainder of the block, and the 
giant bells are being removed tempor- 
arily. 

The bells, weighing 1,500, 2,000, 3,000, 


and 7,000 pounds respectively, have 
sounded the hours and quarter hours 
from 8 a.m. to 10 p.m. each day, with 


the flashing lantern at the peak of the 
tower taking over at night. The lights 
were shut off by the World War II 
blackout, but the chimes ‘have never 
before been stilled. 

The clock, which is the largest four- 
face clock in the world, and the lights 
will continue to operate during the mod- 
ernization of the tower. Metropolitan 
officials estimate that it will be eight 
months before the bells are replaced 
and the notes of the historic Cambridge 
chimes, composed by Handel, are again 
heard above Madison square. 


Sun Life, Canada, Passes 


$10 Billion In Force Mark 


George W. Bourke, president, Sun Life 
Assurance of Canada, has announced 
that the Sun Life has passed the $10 bil- 
lion life insurance in force mark. Sun 
Life’s insurance in force has doubled 
since 1952. 

It took the company 81 years to put 
the first $5 billion on the books; the 
second $5 billion has $3 added in the 
past nine years. Sun Life passed the $9 
billion insurance in force Mea in 1960, 
$8 billion in 1958 and $7 billion in 1956. 

Mr. Bourke said the company’s sales 
in North America in the first six months 
of 1961 were running ahead of the cor- 
responding period a year ago. In both 
1959 and 1960 Sun Life sales, Group and 
Ordinary, exceeded $1 billion life insur- 
ance. The company also has a large an- 
nuity and accident and sickness insur- 
ance business. 

Sun Life assets exceed $2%4 billion. 


Group Sales Director 





ROBERT 


R. JULICH 


Robert R. Julich has been appointed 
director of Group sales and service for 
Eastern Life of New York, according 
to an announcement by Victor W hite- 
horn, president. 


Mr. Julich comes to Eastern Life with 
an outstanding Group insurance back- 
ground. He began his insurance career 
with Equitable Life Assurance Society, 
where he was a Group underwriter for 
seven years. He has most recently been 
a Group sales and service representative 
for the Hartford Life. 


Mr, Julich is a 1950 graduate of Hofstra 
College on Long Island. He later re- 
ceived the master’s degree in business 
administration from New York Univer- 
sity. 


Regional Group Office 


Mutual of Omaha and United of 
Omaha announced the appointment of 
J. R. Bentle to establish a regional as- 
sociation Group insurance office in Co- 
lumbus. It will service Ohio, western 
Pennsylvania and northern Kentucky. 


Mr. Bentle attended Indiana Central 
College and spent several years as a 
trainee, assistant manager and manager 
for the General Finance Corp., before 
joining Mutual of Omaha as a field un- 
derwriter in Indianapolis in 1958, 
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Dr. G. W. Jones Advanced 


G. W. JONES, 


M.D. 


G. W. M.D., 
associate medical director of Equitable 
Life of Iowa by the board of trustees at 
its recent fall meeting at the company’s 


Jones, was advanced to 


home offices in Des Moines. 

A 1946 graduate of the University of 
Minnesota School of ‘Medicine, Dr. Jones 
joined the company as assistant medical 
director in 1956, following internship in 
Denver General Hospital, a fellowship in 
the Mayo Clinic and private practice in 
Butte, Mont., as an internal medical 
specialist. In 1954 he was certified to 
the American Board of Internal Med- 
icine, 

James H. Windsor, president, reported 
that new paid life insurance during the 
first nine months of the year amounted 
to $127,955,684, a gain of 44% over the 
corresponding period in 1960. This 
brought life insurance in force at the 
end of September to a new high of $1,- 
“ 327,754. Mr. Windsor also noted that 

ital assets of the company crossed the 
$700 million mark during the month of 
August. 


Eastern Life Lauds April 
For Accomplishments 


RETIRES AS AGENCY DIRECTOR 





President Whitehorn Reveals at N. Y. 
Dinner that Company has Reached 
$200 Million in Force 





Murray April, director of agencies for 
Eastern Life of New York for the past 
13 years, was given a testimonial dinner 
October 4 in Hotel Plaza, New York, 
upon his retirement from active service. 
However, Mr. April will be available for 
consultation and, in fact, started this 
week to plan for Eastern Life’s 1962 


convention which will be held at Miami 
Beach next January. 


The dinner in his honor, attended by 
nearly 100 agents and general agents who 
qualified in a recent production cam- 
paign, also provided the right environ 
to announce some satisfying milestones. 
Notably, Eastern Life has reached the 
$200,000,000 mark in life insurance in 
force. This was announced by Victor 
Whitehorn, the company ’s president, who 
credited Mr. April for “a big part in 
this achievement.” 

It was also revealed that the company’s 
1961 paid-for ‘business will reach $70 mil- 
lion in contrast to about $5 million paid- 
for in 1948, the year that Mr. April 
joined the company. Harry Yarin, vice 
president-secretary, gave this good news 
in his talk which followed that of Presi- 
dent Whitehorn. Mr. Yarin takes on 
added duties as director of agencies, 
succeeding Murray whom he_ recom- 
mended for hiring back in 1948. He ex- 
pressed his high regard for Mr. April’s 
ability, loyalty, friendliness and_ phil- 
osophy for doing what was best for 
policyholders. 


$18 Million Produced in Summer Drive 


The new ‘business campaign, which 
was dedicated to Mr. April, ran last sum- 
mer. It produced a submitted business 
total of $18 million of Ordinary, of which 
over $11 million was paid for. 

Mr. Yarin also divulged that Eastern’s 
1962 goal will be $100 million of new 
business. “We expect to reach it, too,” 
he said, “as we will have the impetus of 
new policies now on the drafting board, 


ready to sell in 1962, in addition to our 
present portfolio.” 

Abraham Krumbein, first vice presi- 
dent, in his best form as toastmaster, set 
the pace for the accolades to Mr. April. 
He said it had been “an enriching expe- 
rience” to have worked with him and this 
sentiment was echoed by other speakers. 


They included Judge William Cowin, 
Eastern Life’s counsel; Henry Levine, 
general agent in New York, speaking 


as president of the General Agents Asso- 
ciation; Arthur Rosenberg, secretary of 
the association, who presented ‘Mr. April 
with a framed testimonial of apprecia- 
tion from the general agents. 





Seated, 1. 


to r.: 


Franklin Bruck, director; 
Eastern Life General Agents Association; Mr. 


happy over the advances made by the 
company. “I like to feel that I’ve been 
responsible to some extent for such 
progress,” he said. He felt he had lived 
up to the pledge he gave the general 
agents back in November, 1948, “of com- 
plete cooperation and unstinting devotion 
to your success with Eastern.” He as- 
sured his listeners that “I will always be 
some part of the company and will al- 
ways cherish the friendships I have 
made.” 

In closing Mr. April reminded the 
agents of the major role which they play 
in building the nation’s economic struc- 
ture. “The life insurance you produce 


Henry Levine, president of the 
April; Theodore R. Racoosin, 


director; Justice William T. Cowin. Standing |. to r.: Harry Yarin, vice president 
and secretary; Victor Whitehorn, president; Abraham Krumbein, first vice presi- 
dent; Lester Cohen, M. D., medical director; Seymour V. Abrams, CLU, associate 


director of agencies. 


Toastmaster Krumbein read a “Salute 
to Murray April” ad message which 
Walter Kaye, long-time general agent, 
had placed in The Eastern Underwriter’s 
October 2 issue. It was much appreciated 
by Mr. April and his family. His wife 
and son attended the party. 


Appreciative Response 


In his response Mr. April said he was 





ta sign of age 


Although we have 


engaged in providing valuable 


services to our policyowners for half 


a century, our philosophy is as modern as 
tomorrow. Still young in spirit, the past 50 





‘years have been but a beginning. 





We will continue to serve and satisfy our 


we have in the past. 


policyowners in the future as well as 


LIFE * ACCIDENT * SICKNESS * HOSPITAL 
GROUP * SURGICAL * MEDICAL 


Home Office: Evanston, Wlinois™,. 


Ped 


investment in 
he declared. 


provides the money for 
many major enterprises,” 

Mr. April started his life insurance 
career in 1930 as a full-time agent with 
the Equitable Life Assurance Society 
in New York. In 1935 he joined the 
Continental American as assistant man- 
ager in New York. The following year 
he was named associate general agent in 
the Continental American agency oper- 
ated by Max J. Hancel. He continued in 
this capacity until he resigned to join 
the Eastern Life in 1948. 


Ray E. Button Dies 


Ray E. Button, 63, a vice president in 
the reinsurance division of Republic 
National Life of Dallas, died recently of 
a heart attack. The attack followed an 
extended illness which had kept Mr. 
3utton away from the office for more 
than six months. 

Born in Peoria, Ill, he jalttended 
Spalding Institute and in 1917, at the 
age of 19, he began his insurance career 
with the Peoria Life. Later the Peoria 
was merged with Alliance Life and he 
became the reinsurance director for 
the Alliance. 


Patriot Appoint Colette 


Agencies Superintendent 


Patriot Life, New York, has announced 
the appointment of Paul C. Colette as 
superintendent of agencies. He will 
direct Patriot’s general agency expansion 
program. 

Mr. Colette, recently manager of 
Home Life’s New York-Colette Agency 
joined Home Life in 1955 as a field un- 
derwriter in the White Plains branch 
of the New York-Pratt Agency. He be- 
came assistant manager of that com- 
pany’s office in 1956 

Mr. Colette, a Fordham University 
graduate, lives in Thornwood, N. Y. He 
is a World War II Navy veteran. 
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Success in Selling A.& H. 





Bill and Sue Hill Feature Creative 
Merchandising in Their Agency 


A husband-wife partnership in down- 
town New York wl hic ich is well on its way 
that William J. and Sue 
who operate an accident and _ sick- 


to success 15 


Hill 


ness agency at 112 John Street that is 
general agent for a number of health 
insurance companies 

The Hills moved to the John Street 
building last summer and the second 
floor which their agency occupies was 


tastefully remodeled and decorated. They 
are now intent upon p< ypularizing their 
office as an “Accident & Health Center” 
for brokers, using a new motto—‘“For 
Your Health—Call Hill 

Full of ideas for imaginative 
of A. & H,, the Hills credit 
merchandising approaches for much of 
their production success to date. “We 
help create a need and then proceed to 
fill that need by customizing a tailor- 
made plan to fit the situation. Then, if 
necessary, we'll aid the producer to close 
the sale,” they point out. 

Currently the Hills are making a play 
for the excess and surplus A. & S. busi- 
ness of insurance brokers and other gen- 
eral agents, with protection for the bro- 
ker or agent on the line guaranteed. In 
addition, the Hills are doing a job in 
bulk merchandising through employer- 
employe groups and membership organ- 
izations. Still anoth aspect of their 
operation is to cuatinne producers to 
utilize their own “built-in lead system” 
among their general ansur% clients 


3-Year Qualifier for L.P. Round Table 


selling 
creative 


ance 


Still in his 20s, “Bill” Hill, president- 
founder of the agency, “a quali fied for 
IAHU’s Leading Produce Round 
Table for the past three years. He has 
served as secretary of the New York 
Association of Health Underwriters and 


was elected last week to its executive 
board. He is also secretary-treasurer of 
New York Health Insurance General 


FOR NATIONAL COVERAGE...SEE NATIONAL CASUALTY 


We’re everywhere . 


In Alaska — in any of the other 49 states — National 

Casualty policies are available to give you the finest 

in Disability Income, Hospital and Surgical coverages 

for the Individual, Family, Franchise or Group case. 
b Policies that protect you anywhere in the world! 


Modern Guaranteed Renewable and Substandard Risk 


Coverages Available! 


RES 


NATIONAL CASUALTY COMPANY 


Agents Association. Since starting his 
insurance career, he has had experience 
as an underwriter, claims adjuster, field- 
man, brokerage manager. 


Sue Hill’s Background 


His wife, Sue, vice president of the 
agency, comes to the office daily despite 
the fact she is the mother of three 
children, youngest of whom was born 
last July. A licensed insurance broker, 
she was graduated from Brooklyn Col- 
lege with B.S. degree and is vice presi- 
dent of its Delta Epsilon Phi Alumne 
Association. Dedicated to the success of 
the agency, she actively assists in its 
operation as an “A. & H. Center for 

3rokers.” One of her outside pursuits is 
as a professional square dance caller. 

The Hills occupy a converted brown- 
stone house in Brooklyn Heights, where, 
when they are not occupied in health 
insurance, they can be found gardening 
or oil painting, and in the case of “Bi ll,” 
active in the teaching of water safety 
for the American Red Cross, or “cam- 
paigning” for the New York Young Re- 
publican Club. 


Wisconsin Gov. Proclaims 
“Disability Insurance Week” 


“Recognizing the important work of 
the insurance industry to protect human 
life, health and property,” Gaylord A. 
Nelson, Wisconsin Governor last week 
proclaimed October 22-28—‘“Disability 
Insurance Week.” 

Present at the signing of the declara- 
tion were Gibson Wright, Wright Insur- 
ance Agency of Madison, Wis.; Charles 
L. Manson, Wisconsin Insurance Com- 
missioner; Robert J. Finnegan, Mutual 
of Omaha and Ray King, Washington 
National Mr. Finnegan is president and 
Mr. King is chairman of the Wisconsin 
Health Insurance Underwriters. 


DETROIT 26, 
MICHIGAN 


A 








Bill and Sue Hill in Their New Office 
An increasing number of agencies in New York City and elsewhere are dez voting 


attention to development of accident and health insurance. 


They are keeping abreast 


of the market, alert to changes being made in the health insurance industry, and are 
making effective use of the latest insurance merchandising methods to woo insurance 


brokers. 
“Success in Selling A. 
writer. 


as Sy 


The adjoining pe n sketch of William and Sue Hill is the first of @ series on 
* which will run from time to tine in The Eastern Under- 





W. G. Alpaugh, Jr. Keynotes 
Inter-Ocean Seminar 


Future product development, 
insurance programs based on the 
CSO tables and more effective mer- 
chandising and selling techniques, high- 
lighted a three-day general agency sem- 
inar conducted by the Inter-Ocean of 
Cincinnati at Grove Park Inn, Ashe- 
ville, N. C. October 8-12. 

Key general agents from all over the 
country attended the seminar which was 
keynoted by an opening address by In- 
ter-Ocean’s president, W. G. Alpaugh, 
Jr. on current economic trends and 
their relationship to the general agency 
system, 

Also attending from the home office 
were Sales Vice President R. W. An- 
gert, CLU, Underwriting Vice President 

J. Smart, Training Director K. J 
Owens and Ordinary Life Sales Man- 
ager E, A. Lewis. 


life 
1958 


new 





Hackett of Gen’! Accident 
Retires, Succeeded by Hesse 


General Accident Group has announced 
the retirement of George J. Hackett, 
manager of its Brooklyn branch office, 
and the appointment of Theodore Hesse 
as his successor. 

Mr. Hackett’s first association with 
General Accident dates back to Sep- 
tember, 1919, when he was with a Brook- 
lyn general agency. In 1925, he became 
General Accident’s branch manager and 
served continuously as manager of the 
Brooklyn office. 

Mr. Hesse, after five years’ experience 
in the insurance business, joined the 
General Accident in 1947 as a een of- 
fice underwriter in Brooklyn. He prog- 
ressed to chief underwriter, becoming as- 
sistant branch manager in 1959, 

Arthur J, Forenza, formerly associated 
with the Meserole group of companies 
in the Connecticut field since 1948, will 
join General Accident as assistant man- 
ager in Brooklyn. 


Faulkner’s Counmnitase Will 
Meet Soon to Define Terms 


The Committee on Health Insurance 
Terminology under Chairman E. J. 
Faulkner lent of Woodmen Acci- 
dent & Life—_will meet on October 20 
at the offices of the Health Insurance 
Association of America in New York. 
\t that time, the committee will at- 
tempt to agree upon definitions of the 
following terms: 

Accident, sickness, 
and family, blanket, 
medical expense, valued, reimbursement, 
non-can, guaranteed renewable, 
limited, optionably renewable, cancel- 
lable, voluntary, and compulsory. Sub- 
committees have been working on these 
definitions since the last committee 
meeting Feb. 13. 


Mutual of Omaha Purchases 
New Office Building in L.A. 


Mutual of Omaha has purchased a 
major Los Angeles office building it was 
announced by V. J. Skutt, company 
chairman and president. Formerly known 





individual 
disability income, 


Group, 


service, 


as the Wilshire Boulevard Building, the 
property is at the corner of Wilst lire 
and LaBrea. The 12-story tower struc- 


ture has long been a landmark iin the 
miracle mile section of Wilshire. 
Mr. Skutt announced that the building 


will house the principal offices of Mutual 
of Omaha for the State of California and 
that the structure will be renamed T 


Mutual of Omaha Building. He added 
that the E. S. Hall—W. E. Worthing 
General Agency and other offices will 


occupy the second floor. 
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Public Relations Aenvenanans 


The firm of Ivy Lee and T. J. Ross, 
one of the oldest, most aiehly ‘respected 
in the public relations business, has 
changed its name to T. J. Ross and As- 
sociates, Inc. 

Announcement to this effect was made 
by T. J. Ross, who has been senior 
partner of the firm since the death of 
Ivy Lee in 1934. 

In making the announcement Mr. Ross 
said: “We regret the removal of the 
name Ivy Lee from our firm’s name. It 


Jean Raeburn Studio 


THOMAS J. ROSS 


is being done at the expressed wish of 
Mrs. Ivy Lee, Sr., in connection with the 
retirement from our firm of her son, 
James W. Lee II, who decided some 
months ago to buy and operate an inn 
at Dorset, Vermont, and to retire from 
the public relations business. Ivy Lee, 
Jr, the other son, withdrew from our 
firm in 1944 and opened his own office in 
San Francisco. 

“Our partnership agreement provides 
that if neither of Ivy’s sons is in the 
firm the continued use of Ivy’s name 
in the firm name is subject to Mrs. Ivy 
Lee, Sr.’s, consent. Mrs. Lee has in- 
formed me that she wishes us to discon- 
tinue the use of Ivy Lee’s name in the 
firm name after December 31, 1961. This 
eing her wish, we shall, of course, abide 
vy it. 

“However, the firm under its new name 
will continue doing business as it and its 
predecessor firms have done for nearly 
half a century.” 

Mr. Ross also said the firm has com- 
menced operating as a corporation rather 
than as a partnership. He is the presi- 
dent of the company and the manage- 
ment remains unchanged. 

The firm first began operating under 
the name of Parker and Lee in 1904. 














Prior to formation of the second firm, 
Lee, Harris & Lee, in 1916, Ivy Lee had 
been executive assistant to the presi- 
dent of the Pennsylvania Railroad, 
where he inaugurated a public relations 
department. He had been an investment 
banker in London and an advisor to 
John D. Rockefeller, Jr. Mr. Rocke- 
feller became one of the first clients of 
Lee, Harris & Lee, a relationship which 
continued with Ivy Lee & Associates 
through the 20s and with Ivy Lee and 
T. J. Ross, which was formed in 1933, 
until Mr. ‘Rockefeller’s death on May 
T. J. Ross joined the firm in 1919 and 
managed it for some years prior to Ivy 
Lee’s death in 1934, when he became 
senior partner. He has conducted the 
business continuously over the past 27 
years. 

Mr. Ross is a director of Home Insur- 
ance Co. and for some years was public 
relations counsel of National Board of 
Fire Underwriters. 

Mr. Ross is also a director of Rheem 
Manufacturing Co., Harrison-Rye Real- 
ty Corp.; Hospital Council of Greater 
New York, Greater New York Fund, 
United Hospital Fund and Community 
Council of Greater New York. 

a s 2 


Chicago Fire Anniversary 

Ninety years ago—October, 1871—oc- 
curred the great Chicago fire which 
destroyed an area of three square miles, 
including the business district, burned 
18,000 buildings, left 90,000 homeless and 
caused a property damage of $200 mil- 
lion. It is estimated that 341 fire in- 
surance companies carried $88,600,000 in 
Chicago at time of the fire. About half 
of it was satisfactorily settled. The 
number of insurance companies which 
went bankrupt was 57. Many were small 
local companies. But all of the com- 
panies who settled their losses have 
turned their settlements into an asset 
through the fine publicity it gave them. 
Many are still proudly reciting their 
Chicago meeting of financial responsi- 
bility in biographies of companies and 
otherwise in their literature. 

Historians are not quite sure how the 
conflagration began except that it was 
in a barn in West De Koven Street 
owned by Mrs. Patrick O’Leary who 
was in the milk business and had five 
cows. Tradition is that while milking 
a cow it kicked over her lantern which 
set fire to the barn. Her son, who later 
became a big-time gambler, denies this, 
alleging that spontaneous combustion of 
hay in the barn was responsible. But 
the cow kicking over the lantern is too 
good a story not to hand down through 
the decades, 
still being circulated as accurate. 

Today the site of Mrs. O’Leary’s barn 
is occupied by the Chicago Fire Acad- 
emy, a $2 million Fire Department 
Training School. Fire Prevention Week 
was celebrated last week in Chicago, one 
feature being a parade of fire equipment 
on State Street, where most of Chicago’s 
department stores are located. 

ome facts in connection with the 


and so it is the version, 


Destruction Caused by Great Chicago Fire of 1871 


What appears to be a World War I or World War II scene of destruction 


in France or 
tion of 1871. This is a drama 


Germany i is in reality a scene in Chicago after the great conflagra- 
tic presentation of the loss which can be caused by 


fire, and the picture hangs in a collection in the handsome new building of the 
Hartford Fire Insurance Group in Chicago. The building has just been opened. 





Chicago conflagration, as reported by 
Chicago Sun-Times, follow: 

“The fire was not extinguished. It died 
wearily, spent out, 36 hours after the 
initial flames engulfed the O’Leary barn. 

“It should have been a single alarm 
blaze quickly stamped out. Community 
neglect; the weather misbehaving; hu- 
man error in crisis—these were factors 
that worked hand-in-glove to produce 
a holacaust. 

“Chicago, a giant afoot in everything 
else, had done little to improve its out- 
ward appearance. It had been too busy 
gaining commercial laurels to prettify 
or protect itself. 

“As a city it was only #4 years old 
but already it was the nation’s railroad 
center, chief grain market and well on 
is way to becoming, as Carl Sandburg 
would sing later, ‘hog butcher to the 
world.’ Its population of 335,000 repre- 
sented a gain of 305,000 in 20 years. It 
was still a city of clapboard and shingles. 
Two-thirds of the 60,000 structures were 
of frame construction. There were miles 
of wooden block streets and plank side- 
walks. Everything was dry and sun 
scorched, for it had been a summer of 
drought, with less than two inches of 
rain in a July-to-October period that 
normally averaged eight inches. 

“That Sunday night 90 years ago the 
watchman in the tower of the court- 
house at Clark and Randolph misjudged 
the location of the flames and dispatched 
equipment a mile off the mark. For a 
time the lone apparatus at the scene was 
the ‘Little. Giant’ Engine Company. Its 
captain disregarded the erroneous signal 
when he spotted the O’Leary barn in 
flames. 

“Plants of the Chicago newspapers 
were destroyed and Mrs. O’Leary first 
broke into print in the New York Times. 
Its Chicago correspondent wired what 
purported to be an interview with Mrs. 
O’Leary. She was quoted as saying that 
she had been treating an ailing cow 
when the animal kicked over a lamp. 

“The banking system stood up well. 
One banker paid a wagon driver $1,000 
to carry away $500,000 from vaults. As 
late as 1947 the U. S. Treasury Depart- 
ment was still listing on its books $1,- 
000, described as whereabouts un- 
known but believed destroyed in the 
Chicago fire. 

“Bankers were able to make loans 
that launched the city on a hurry-up 
job of rebuilding. Within a week 5,500 
temporary structures had been erected. 

year later there were 10,000 new 
buildings. An innovation was the intro- 
duction of hollow tile for floors and par- 
titions, a fire-resistant device copied 
throughout the country. 

“Great Britain contributed 8,000 books 
which became the nucleus of Chicago’s 
first public library and was generously 
represented in the $900,000 cash donations 
from countries abroad. New York con- 


tributed $2,000,000. 


Direct Mail Avalanche 

The low-down on the huge bundles of 
direct mail being dumped into post of- 
fices and consisting of letters, catalogues 
or other printed documents soliciting 
sales of products or services has mysti- 
fied millions of people who are puzzled 
as to how their names were obtained. 
The mystery is solved in the October 
9 issue of Newsweek by the magazine’s 
Associate Editor Gerald J. Barry who 
visited multiple-list makers. They in- 
cluded Creative Mailing Service of Free- 
port, N. Y. which offers to sell a list 
of newly appointed executives; W. S. 
Ponton of Englewood, N. J., who will 
furnish names and addresses of business 
men attending a lot of conventions; and 
Grizzard Advertising Corporation of 
Atlanta which offers to furnish a list of 
Georgians who are more than 6 feet tall 
and weigh 215 pounds or more. 

According to Newsweek some employes 
in large business firms sell lists of names 
and addresses to list outfits, and, sad 
to relate, some of these people selling 
those confidential lists to the list dis- 
tributors even work for insurance home 
offices. This calls for some investiga- 
tion by the insurance industry. One of 
the huge distributors of this mountain 
of “Buy From Us” mail told Newsweek 
he had mailed a two-page questionnaire 
to a great many “listed” names and 50% 
of those receiving the questionnaire filled 
it out and mailed it back. 

* « * 


Value of Cocktail Parties 


The number of cocktail parties is 
growing in the insurance industry just 
as it has in all the other fields of Amer- 
ican economy. These are something 
more than social occasions. The best 
description of cocktail parties and their 
value that the writer has yet seen ap- 
pears in The Saturday Evening Post, 
October 7 edition. It was written by 
Hannah Lees, a frequent Post contrib- 
utor whose specialty is preparing articles 
about human relations both public and 
private. The story leads with the follow- 
ing paragraphs: 

“The social institution known as the 
cocktail party has a hard time at the 
hands of its critics. Dissolute, destruc- 
tive, disgusting and a waste of time are 
just a few of the ways I have heard it 
described. Yet offhand I can think of no 
other social function that fills so many 
basic human needs. It is today’s civil- 
ized substitute for the orgies and Bac- 
chanalia of ancient Greece and Rome. 
It is a marriage bureau for the nubile 
female, an elixir of youth for the jaded 
and aging, an intellectual forum for 
people who love to exchange ideas. It 
offers wandering spirits an acceptable 
substitute for dangerous entanglements. 
It makes a splendid social ladder. Im- 
portant business, diplomatic and political 
deals are often made at cocktail parties. 

(Continued on Page 30) 
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Inter-Regional Seeks 
License as Rating Org. 


COMPANIES TO VOTE ON PLAN 


Change Would Enhance Value of Serv- 
ices of Inter-Regional ‘to National 
And Local Rating Bodies 


The executive committee of Inter Re- 
gional Insurance Conference by a major- 
ity vote has recommen led to member 
companies that the present qué ilification 
solely under the advisory section of the 
rate laws be enlarged and that Inter- 
Regional obtain a license as a rating 
organization in each state where present 
laws would permit such action. 

This recommendation was adopted by 
the executive committee following a 
thorough study of the operations and 
advisory services of the Conference. This 
study was prompted by the desire more 
effectively to serve the companies and 
rating organizations which have utilized 
he Conference’s facilities as a source of 
recommendations on the various phases 
of property insurance lines. 


Would Benefit Companies and Agents 


It is believed that this proposed change 
in the constitution, if approved by mem- 
ber companies at a membership meet- 
ing called { or later in the year, wll en- 
value of the cooperative serv- 
ices of Inter-Regional to existing nation- 
al as well as local rating organizations 
It will also serve to permit participation 
in the development and research work 
f the Conference by both member and 
sul bscribing or “It is believed 
that this broader te of participation 
that can be contemplated under a rating 
1rganization license will benefit com- 
panies, their producers and present co- 
operating rating organizations,” Inter- 
Regional states. 


hance the 


“In considering this step, the Confer- 
ence seeks in every way to assist in 
maintaining the effectiveness and respon- 
siveness of local rating organizations 
serving the property insurance business. 
The ability of each such organization 
to act with due consideration to the local 
needs of companies and producers in its 
re spective rating jurisdiction, is of great 
value. The member companies of Inter- 
Regional support this principle. 

“Inter-Regional will continue to pro- 
vide a medium for research and advisory 
recommendations on forms of coverage, 
rules and bureau procedures with the 
object of providing maximum assistance 
to each cooperating rating organization.” 


Mclvor of New Zealand to 
Address Society Members 


J. H. MclIvor, general secretary of the 
Insurance Institute of New Zealand, who 
is visiting this country, will address a 
meeting of members of the Insurance 
Society of New York on Monday, Oc- 
tober 23, at 12:15 noon, in the board 
room of the New York Board of Fire 
Underwriters at 85 John St. He is going 
to speak on present-day insurance in 
New Zealand. 


JAMES C. HEYER DIES 
James C. Heyer, 75, retired vice pres- 
ident of the Loyalty companies of Amer- 
ica Fore Loyalty Group, died October 1 


at Miami, Fla. Mr. Heyer retired in 1947 


after serving with Loyalty for 22 years, 
18 of which he spent at the Newark 
home office. Surviving are ‘his wife, Mrs. 
Alice Heyer of Val Harbor, Fla. and 
a son, William W. of Miami. 





National Board Makes 
Executive Promotions 


SLEVIN ASST. GENERAL MGR. 


Davidson Assistant Manager, Westervelt 
In Charge of Personnel and PR, 
Hartley Asst. Sec’y at Chicago 


A series of executive promotions and a 
realignment of responsibilities in the 
National Board of Fire Underwriters are 
announced by Lewis A. Vincent, general 
manager. 

W. Victor Slevin has been named as- 
sistant general manager of the National 


W. VICTOR SLEVIN 


3oard, in charge of Pacific operations 
with offices in San Francisco. 

John Davidson has been named assist- 
ant manager of the National Board, with 
the responsibilities of office manage- 
ment and administration. He previously 
was assistant secretary. 

Frederick W. Westervelt, Jr., assist- 
ant secretary in New York, has been 
placed in a of National Board per- 
sonnel and the public relations activities 
in the Nationals sphere of operations. 

Boyd A. Hartley has been named as- 
sistant secretary, with responsibility for 
the administration of the NBFU Chicago 
office. Previously he was administrative 
assistant, in charge of engineering work 


in the midwest. He will continue as 
head of engineering activities in Chicago 
and the midwest, in addition to his new 
duties. 

W. Victor Slevin 


Mr. Slevin, born in Des Moines, Ia., 
received his early education at Dowling 
College, Des Moines, in 1938-40 and 
Drake University, Des Moines, 1941-43, 
where he attended the College of Law. 
While attending Drake University, he 
was appointed special agent for the 
Federal Bureau of Investigation. The 
FBI assigned him to duties as a special 
agent in Washington, and later in 
Atlanta and Savannah. 

In 1944 he joined the U. S. Army, 
serving with the Counter-Intelligence 
Corps. In 1946 he rejoined the FBI and 
was reassigned to Washington, D. C. 
Prior to becoming manager of the Pacific 
office in 1959, he served with the Na- 
tional Board’s arson and adjustments 
departments in San Francisco and New 
York. 

John Davidson 

Mr. Davidson, born in Bloomfield, 

J., has been with the National Board 





FRED W. WESTERVELT 


since 1953. He was graduated from 
Cornell University in 1937 with a bache- 
lor of science degree in administrative 
and mechanical engineering. He is a 
member of Tau Betta Pi, honorary en- 
gineering society, and of the Delta Phi 
fraternity. He is on the executive board 
of Eagle Rock Council of the Boy Scouts 
of America, and is a deacon of the Union 
Congregational Church of Upper Mont- 
clair, N. He is also serving on the 
Montclair Building Code Review Com- 
mittee and on the Montclair School 
System Science Committee. He is also 
past president of the Montclair (N. J.) 
Society of Engineers. 

Before joining the National Board, he 





INA Directors Meet in Puerto Rico 


The board of directors, Insurance Com- 
pany of North America and Life Insur- 
ance Company of (North America, a 
wholly owned affiliate, visited Puerto 
Rico during the week of October 9, John 
A. Diemand, chairman and chief execu- 
tive officer of the 169-year-old interna- 
tional firm, was host at a number of 
receptions and business meetings in San 
Juan and other locations where INA di- 
rectors met with independent agents, in- 
surance brokers and leaders in Puerto 
Rican ‘business, government and finan- 
cial communities The visitors also in- 
spected the company *s operations on the 
offshore island. 

The directors’ trip was the ninth in a 
series of tours initiated by Mr. Diemand, 
then president of the insurance firm, in 
1953. The INA board has traveled to 
Canada, Europe, ~ ‘Pacific and Gulf 
Coasts as well as to New York City. 


“The purpose of the inspection trips,” 
states Mr. Diemand, “is to enable our 
directors to bring themselves up-to-date 
with firsthand information on the eco- 
nomic and business development of the 
areas in which INA has operations. The 
experience and insight thus gained will 
prove valuable in guiding INA’s invest- 
ment policy and planning for the con- 
tinued expansion of our insurance service 
to the public.” INA began operations 
in Puerto Rico in 1956. 

Ten INA board’ members made the 
trip. Other INA officers in the party 
included Edmund L. Zalinski, executive 
vice president, Life Insurance Company 
of North America; John A. Diemand, 
Jr., vice president-international depart- 
ment, INA; ‘C. B- Wentworth, vice pres- 
ident-investment department, INA; Louis 

Thames, secretary- international de- 
partment, INA, and J. Kenton Eisen- 
brey, secretary-treasurer, INA. 





Blackstone Studios 
JOHN DAVIDSON 


was an engineer with Western Electric 
Company and a management consultant 
with Booz, Allen and Hamilton of New 
York City. 


F. W. Westervelt, Jr. 

Mr. Westervelt, Jr., a native of East 
Orange, N. J., has been in insurance 
since 1925. He joined the Business De- 
velopment office, an insurance service or- 
ganization in 1941, and became man- 
ager of the public relations activities 
of the General Adjustment Bureau in 
1946. He joined the NBFU in the same 
capacity in 1956, and became assistant 
secretary last year. 

He is a member of the New York 
Rotary Club, Insurance Society of New 
York and an associate member of the 
Loss Executives Association. He served 
in the United States Navy from 1943 
to 1946 and is a lieutenant commander 
in the U. S. Naval Reserve. He is a 
member of the Board of Stewards of 
Calvary Lutheran Church in East Or- 
ange, N. J. 

B. A. Hartley 

Mr. Hartley joined the National Board 
in 1948 as a field engineer after grad- 
uation from the University of Pennsyl- 
vania. In 1950 he became an administra- 
tive assistant in the National Board's 
general office and last year was trans- 
ferred to the NBFU Chicago office to 
take charge of the engineering depart- 
ment’s activity in the midwestern states. 


Final NACSA Resolution 


White Sulphur Springs, Oct. 11—At 
its final business session this morning 


National Association of Casualty & 
Surety Agents passed the following 
resolution : 


“Our association is seriously concerned 
with the vast differences of opinion in 
the industry on the subject of Prior Ap- 
proval vs. No Prior Approval and re- 
quests its officers to proceed in any 
manner possible to resolve these dif- 
ferences. It gives to its officers full 
authority to act.” 


Dean Leonard to Speak 
At CPCU Conferment 


A. Leslie Leonard, Dean of the 
School of Insurance, will speak on 
“Techniques For Today, ” a discussion of 
current industry problems, at the CPCU 
Conferment Luncheon to be held Oc- 
tober 17 at the Hotel Astor. This lunch- 
eon honors those students who have 
obtained the CPCU designation. 

Tickets are $7.50 and may be had from 
Roderic O. Kreuser at the Prudential 
Insurance Co. of Great Britain, 99 John 
Street, New York 38. 


TO HONOR R. G. VEDELER 
Richards G. Vedeler, special agent for 
the Springfield Fire & Marine for over 
35 years and who retired some months 
ago, will be honored by his associates 
in the New Hampshire field with a 
testimonial dinner October 20 at the 
Manchester Country Club, Bedford, N. 
H. On the committee arranging the 
dinner are James T. Cowan, T. Winston 
inet Robert F. Madden and Joseph 
. McDonough. 
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Marine Institute Dinner 


At Pierre on November 1 


The American Institute of Marine 
Underwriters will hold its annual dinner 
on Wednesday, November 1, at the 
Hotel Pierre in New York City. Thomas 
E. Stakem, chairman of the Federal 
Maritime Commission, will be principal 
speaker. Emil A. Kratovil, president of 
the Institute and also president of Carp- 
inter & Baker in New York, will preside 
at the dinner to be attended by upward 
of 300 marine insurance leaders. 


Phoenix Advances Perkins, 
Caveny at Rochester, N. Y. 


William H. Perkins has been promoted 
to state agent for The Phoenix of Hart- 
ford Companies in Rochester, N. Y. to 
handle the Mid-West and Mid-West 
Metro New York field. Mr. Perkins is 
a graduate of Russell Sage College and 
joined the company in 1960 as special 
agent in Rochester. 

Thomas F. Caveny has been appointed 
special agent in Rochester. He is a 
graduate of Niagara University, New 
York State, and joined the company in 
1959 as an underwriter. 


Falk Made Vice President 


SwissRe Corporation in New York an- 
nounces the election of Peter D. Falk 
as vice president. SwissRe Corporation 
is the investment advisor to the Swiss 
Reinsurance Co. of Zurich and its af- 
filiated companies, which are Swiss Re- 
insurance, (United States branch); 
North American Reinsurance, North 
American Reassurance, Canadian Rein- 
surance, Canadian Reassurance, Swiss 
Reinsurance, (Canadian branch). 


Ezra Markley Dies at 73 


Ezra Markley, chairman of the board 
of the Harleysville Insurance Companies, 
died recently in his home in Ziegerler- 
ville, Pa. He was 73. A veteran of World 
War I, Mr. Markley was in the invest- 
ment business prior to joining the Har- 
leysville companies in 1928 as an account- 
ant. After serving as assistant secretary, 
treasurer and secretary, he became pres- 
ident in 1946, resigning this post in 1955 
to serve as chairman of the board. 


Melander Made Education 
Director Hartford Group 


Appointment of Arnold W. Melander 
to the new position of staff education 
director in the home office personnel 
department of The Hartford Insurance 
Group is announced. 

In his new post, Mr. Melander will 
assist departmental and branch offices 
throughout the country in training and 
developing employes. Under the_super- 
vision of Vice President J. Stewart 
Johnston, Mr. Melander will work with 
administrators of education who will be 
named in departmental offices. A con- 
tinuing education program will be estab- 
lished for staff members throughout the 
country. 

Mr. Melander has served as assistant 
manager of the New England office for 
the past six years. Associated with 
The Hartford since 1936, he worked at 
the home office before transferring to 
Pittsburgh where he was a supervising 
underwriter. Returning to Hartford, he 
was assigned to the former agents’ serv- 
ice department and later became field 
supervisor, 


Russell H. Ranger Dies 


Russell H. Ranger, 60, assistant sec- 
retary of the Loyalty Insurance Com- 
panies, America Fore Loyalty Group, 
died recently at the Orange, N. J. Me- 
morial Hospital following a heart at- 
tack suffered earlier at his home. 

A native of Albany, N. Y., Mr. Ranger 
had served at Loyalty’s home office in 
Newark continuously since 1929, when 
he joined the group in the accounting 
department. He was appointed assistant 
secretary in charge of general account- 
ing in 1949, 





Inter-Regional Recommends New 


Multi-Peril Coverage for Offices 


A new special multi-peril policy for 
offices has been recommended country- 
wide to fire insurance rating organiza- 
tions by Inter-Regional Insurance Con- 
ference. The proposed policy will be 
available to both owners and tenants of 
office buildings. 

The basic approach of the new multi- 
peril policy parallels that previously 
recommended for motels and apartment 
houses. It results in broad protection 
at a premium 20% lower than the cost 
of the same coverages if purchased sep- 
arately. 

The new policy provides protection 
against fire and windstorm, hail, explo- 
sion, smoke, vehicles or aircraft, riot, 
sprinkler leakage and vandalism and 
malicious mischief. It also includes cov- 
erage against loss by falling objects, col- 
lapse, weight of ice, snow or sleet, 
limited glass breakage, and limited water 
damage. 

Inter-Regional — out that specific 
provision is made for burglary coverage 
by endorsement rather than as a basic 
coverage in the form because of the 
probable demand for burglary and theft 
coverage under the policy. Products li- 
ability is available on either a limited or 
regular basis as an endorsement. 

Comprehensive crime coverage is not 
included in the policy at this time as 
studies indicate the need for specialized 
treatment in this area, Inter-Regional 
states. 





MANAGER JAFFE FUNDS DEP’T. 

Jaffe Mutual Fund Agency, Inc., affili- 
ate of Jaffe Agency, Inc., New York, 
announces appointment of Felix A. Bo- 
gart as manager, according to Alfred I. 
Jaffe, president of both companies. Mr. 
Bogart goes to the Jaffe organization 
with a sales background in the Funds 
field. A graduate of Indiana University 
where he majored in economics, he 
started as a mutual funds representative 
with one of the large sales organizations 
in 1953. For eight years Mr. Bogart 
has been associated with the same firm 
in various sales and managerial positions. 


In order to provide adequate cover- 
age of all risks, other optional cover- 
ages are available, including loss of rents 
and extra expense, as well as robbery, 
personal injury liability, elevator colli- 
sion and watercraft. 

The rating procedure for the new pol- 


icy has been simplified but, in substance, 
it retains the basic concept of other 
special multi-peril policies. It is manda- 
tory under the new policy to insure 
both buildings and business personal 
property when they are under one 
ownership. However, they may be in- 
sured separately if not under one 
standard deductibles of the special multi- 
peril policies. 

Inter-Regional feels there will be a 
broad demand for the new policy be- 
cause of the sharp increase in office 
during the past 


building construction 
few years. 
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THE HOME 
INSURANCE COMPANY 
ANNOUNCES 


.. 10 PROVIDE ITS AGENTS WITH MODERN FACILITIES 
FOR INSURING FIRMS WHOSE BUSINESS NECESSARILY 
INVOLVES EXTRAORDINARY OR UNUSUALLY LARGE RISKS. 


With this new facility, The Home makes it easier for 
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Whitehall 3-2200 


you to build volume in the domestic excess market. 
You need not be bothered with legal problems, special 
affidavits, and tax problems. By offering a policy that 
has been approved by the various state insurance de- 
The Home has eliminated these trouble 


Now that you can offer this service, it will pay to 
look into the opportunities that exist in your com- 
munity. Likely prospects are: 

O public utilities O contractors 0 trucking firms 0 banks 
O heavy manufacturers O bus companies © theatres 
O department stores O and many others 
If you would like more information on how this new 


Department can be of use to you, we'd be glad to 
hear from you. Just call or write— 


EXCESS CASUALTY LINES ee 


Home Insurance Company, 
59 Maiden Lane, N. Y. 8, N. Y. 








Page 28 


The Eastern Underwriter 


October 9, 1961 





Persons in Eastern Field Receiving 


CPCU Designation at Conferment 


Dr. Harry J. Loman, president of the 
American Institute for Property and Li- 
ability Underwriters, conferred at Wash- 
ington the CPCU designation on 308 
persons from all sections of the country. 
Those awarded the designation from 
Eastern states are as follows: 


CONNECTICUT 
Leslie M. Dow, Travelers, Hartford. 
Robert M. 
Surety, Hartford. 


Houskeeper, Aetna Casualty & 
Hawley O. Judd, Travelers Indemnity, Bristol. 


Roderick M. Nicholson, 
Nicholson, Bridgeport. 


agent, Como and 


Thomas L. Stoffer, Nationwide Insurance Co., 
Hamden. 

Charles R. Wilcox, Mutual Insurance Co., 
Hartford. 


DISTRICT OF COLUMBIA 


Samuel Arthur Laxton, Camden Fire Insur- 
ance Association, Washington. 


MAINE 
Leone G. Allen, Aetna Casualty & Surety, 
Portland. 
Chester D. Hansen, Jr., Turner Barker & Co., 
Portland. 


Andrew J. Orr, John C, Paige Co., Portland. 














America fore / 
Loyalty Group 





THE CONTINENTAL INSURANCE COMPANY 
FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 
FIDELITY-PHENIX INSURANCE COMPANY 
NIAGARA FIRE INSURANCE COMPANY 
THE FIDELITY AND CASUALTY COMPANY OF NEW YORK 
NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 
MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS. 
COMMERCIAL INSURANCE COMPANY OF NEWARK, N. J. 

THE YORKSHIRE INSURANCE COMPANY OF NEW YORK 


SEABOARD FIRE & MARINE INSURANCE COMPANY 
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MARYLAND 

Paul W. Burk, Jr., Victor O. Schinnerer & 
Co., Inc., Bethesda. 

Michael J. Gleason, Robert P. DeOrsey, Inc., 
Bethesda. 

John Q. Howe, Jr., America Fore-Loyalty 
Group, Baltimore. 

Robert L. Waters, Ohio Farmers Companies, 
Silver Springs. 


MASSACHUSETTS 

Robert A. Collins, Motor Carriers Insurance 
Agency, Inc., Boston. 

Fred W. Faha, The Fund Insurance Com- 
panies, Boston. 

Daniel W. Howell, Jr., Employers’ Group, 
Marblehead. 

Franklin King, III, King and Cushman, Inc., 
Northampton. 

Rene V. LaFond, Thomas E. Sears, Inc., 
Boston 

John F. Moylan, Arkwright Mutual, Boston. 

Williams E. Nichols, Merrimack Mutual Fire, 
Andover. 

Thomas J. Walsh, Markel Service Inc., Boston, 


NEW HAMPSHIRE 
George Borofsky, The George Insurance Agen- 
cy, Inc., Manchester. 


NEW JERSEY 
Richard G, Altobelli, State Farm Mutual Auto, 
Wayne. 
Richard H. Bennett, U. S. Fidelity & Guar- 
anty, Orange. 
A. Harrison Brennan, Employers Reinsurance 
Corp., Fair Haven, 
John A. Hird, 
Summit. 

Roy S. Horsman, Automobile Mutual of Amer- 
ica, Paterson. 

Robert C. 
Orange. 

Erwin H. Leiwant, Owner, The Leiwant Com- 
pany, Jersey City. 

Samuel W. Madara, J. 
Inc., Merchantville. 

Thomas J. Murphy, Kemper Insurance Group, 
Summit. 

William K. Newcomb, America Fore Loyalty 
Group, Somers Point. 

Wendell J. Reed, State Farm Mutual Auto- 
mobile, Wayne. 

Howard T. Scherr, Peter F. Pasbjerg Agency, 
Inc., Newark. 

Jerome N. Waldor, Brounell-Kramer-Waldor 
Agency, Union. 

Robert J. Wheaton, Boston Insurance Group, 
East Orange. 


Kemper Insurance Group, 


Lonsdale, Liberty Mutual, East 


C. Madara & Sons, 


NEW YORK 

Wallace L. Beneville, Carle & Carle, New 
York City. 

M. Anthony Bisceglia, Employers Mutuals of 
Wausau, New York City. 

Charles R. Buchheit, Jr.. Home Indemnity 
Co., New York City. 

Donald R. Cook, Ebasco Services, Inc., New 
York City. 

John Joseph Corry, American Insurance Co., 
New York City. 

Thomas B. Corsitto, Nathan Butwin Co., Inc., 
New York City. 

Jack M. Dangremond, Continental Baking Co., 
Rye. 

Kenneth H. Dielman, American Insurance Co., 
New York City. 

Arthur Vincent Erickson, Aetna Casualty & 
Surety, New York City. 

Andrew J. Gettings, United States Fidelity 
and Guaranty, New York City. 

William R. Greening, R. C. Rathbone & Son, 
Inc., New York City. 

Ernest M. Heidelberg, Crum & Forster Group, 
New York City. 

Joseph L. Heyer, agent-broker, Rochester. 

Wilbur R. Hogel, Travelers, Syracuse. 

Stanley Williams Horne, Guy Carpenter & 
Company, Inc., New York City. 

Sadie India, Sayre & Toso, Inc. New York 
City. 

Lee A. 
York City. 

Simon Lopata, Flushing. 

Robert R. Mellor, U. S, Fidelity & Guaranty, 
New York City. 

Percy Melville, Fireman’s Fund, New York 
City. 

Fremont G, Redfield, Insurance Company of 
North America, Albany. 

Louis M. Renz, Avon Products, Inc., New 
York City. 

John J. Reynolds, Allstate Insurance Co., 
Huntington Station. 

William J. Richardson, Insurance Company 
of North America, New York City. 

John F. Ruppel, Jr., Liberty Mutual, Valley 
Stream. 


Lindeen, Continental Casualty, New 
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Sylvia A. Saxton, America Fore Loyalty 
Group, Syracuse. 

Gerson Seldin, Seldin Agencies, Inc., Jamaica. 

Robert B. Sweeney, H. Mozenthal & Son, Inc., 
New York City. 

Willard G. Taylor, Jr., Rose and Kiernan, 
Inc., Albany. 

John J. Twomey, Agricultural Insurance Co., 
Watertown. 

Joseph Vieira, Hardware Mutual Casualty, 
New York City. 

Paul C. Weddleton, Utica Mutual, Albany. 

PENNSYLVANIA 

John Alexander Bash, agent, Tucker, John- 
stom and Smelzer, Pittsburgh. 

William C. Bloomstine, R. C. Bloomstine Agen- 
cy, Erie. 

James J. Broussard, Employers Mutual of 
Wausau, Philadelphia. 

Edward T. Claix, Jr., Allstate, Valley Forge. 

William H. Crandall, Insurance Company of 
North America, Philadelphia. 

Charles Stuart Goldman, The Wirkman Co., 
Philadelphia. 

Milton B. Kohn, The Wirkman Co., Phila- 
delphia, 

Howard S. Mitana, Penna. Manufacturers’ 
Association Casualty Insurance Co., Philadelphia. 

Franklin L. Moore, Paul J. Trimbur, Inc., 
Pittsburgh. 

John H. Shuman, Jr., John H. Shuman, Inc., 
Bloomsburg. 

Joel Smalley, Sidney Heymann Agency, Pitts- 
burgh. 

Kathryn H. Steffe, Ellwood Byers, Philadel- 
phia. 

John Topoleski, 
Philadelphia. 

Joseph J. Vare, Joseph J. Vare Insurance 
Agency, Philadelphia. 


RHODE ISLAND 


Davies W. Bisset, Jr., Automobile Mutual of 
America Providence. 


General Accident Group, 


Lester P. Fales, Jr., Mutual Associates, Inc., 
Providence. 

Leon N. McKenzie, Jr., Providence Washing- 
ton, Providence. 

Albert V. Pearson, Factory Mutual Liability 
of America, Providence. 

Leonard M, Sweet, Auto Mutual Insurance 
Co. of America, Providence. 

VIRGINIA 

Harold D. Brandes, General Adjustment Bu- 
reau, Norfolk. 

William E, Coley, Etheridge-Baylor-Hofheimer, 
Inc., Norfolk. 

Charles B. Fraley, Tabb, Brockenbrough & 
Ragland, Richmond. 

Robert T. Gladstone, Jr., Glens Falls Insur- 
ance Co., Norfolk. 

Thom W. Henderson, Jr., George H. Ware 
Co., Norfolk. 

Ralph F, Perry, Jr., American Insurance Co., 
Falls Church. 

William D. Truitt, Norfolk-Justice Insurance 
Corp., Norfolk. 

Wesley M. Walker, Walker, Grubbs, and 
Brown, Richmond. 

Charles Bruce Watson, United States Fidelity 
and Guaranty, Roanoke. 





Deignan of New Jersey 
President of Fire Chiefs 


Chief Edward F. Deignan, Director 
of Fire, Elizabeth, N. J. has been elected 
president of the International Associa- 
tion of Fire Chiefs, an organization 
representing the leadership of the na- 
tion’s fire service with 8,000 members in 
22 foreign countries, the United States 
and Canada. 

The association’s eight-man board of 

directors composed of seven of American 
divisional chiefs and one from Canada, 
determines the president’s agenda for 
the year ahead. High on the list of duties 
in any year is to spread the message of 
fire prevention and safety, a task which 
in 1961-62 may include an American 
tour or one of Europe this side of the 
Iron Curtain. 
_vhief Deignan has been called the 
‘fireman’s fireman,” because of his en- 
cyclopedic knowledge and adherence to 
order and discipline of fire-fighting. 
None of this came easily to the former 
electrician who started his career 32 
years ago. In 20 years he rose to the 
post of deputy chief, and in February, 
1954, to chief. Last year, in a charter 
change of government, he was appointed 
the director. 


General Agents Plan 
For 1962 Convention 


“Operation Advancement!” is the 
theme for the thirty-sixth annual con- 
vention of the American Association of 
Managing General Agents which will be 
held May 27-30, 1962, at The Green- 
brier Hotel, White Sulphur Springs, W. 
Va. Prominent business and insurance 
executives are being invited to express 
their ideas for advancement of the busi- 
ness. Another feature of the conven- 
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tion will be several workshop sessions 
in which groups of general agent mem- 
bers will participate. Their subjects will 
be pertinent to the progress of general 
agency operations. 

Convention chairman is Harry E. 
Cragg, executive vice president and man- 
ager of Alfred Paull & Son, Inc., Wheel- 
ing, W. Va. Plans for the 1962 conven- 
tion were discussed at the organization’s 
semiannual executive committee meet- 
ing at Dallas. As has been customary 
for a number of years, the executive 
committee met with the executive com- 
mittee of the National Association of 


IF 
HE’S 


Insurance Agents. At that meeting, sub- 
jects of common interest to both gen- 
eral agents and local agents were dis- 
cussed. 

Those attending the general agents’ 
semiannual meeting were John A. Bunt- 
ing, president, San Francisco; J. A 
Crowther, vice president, Minneapolis; 
George W. Hardin, vice president, Jack- 
sonville, Fla.; Britton L. Udell, secretary- 
treasurer, Phoenix; members of the exec- 
utive committee Alvin Shepherd, chair- 
man, New Orleans; Langdon C. Quin, 
Jr., Atlanta; Aymar W. Marshall, New- 
ark, N. J., and Reed Penington, Denver. 
Alvin Shepherd presided. 


WEARING 


THIS 


EMBLEM 
HE MEANS BUSINESS...FOR YOU 


When you are setting up your sales plans for 1962, why not call in some free professional 
help? Let your Ztna fieldman help you pick your targets and show you how his expert 
knowledge can swing the business to your agency. His technical assistance can give 
you a decided edge. And he can show you samples from A-tna’s library of sales aids 
which will dramatize your presentation. Why not call him today and set a date? 
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8. Fidelity, 
ance. 

9. Economic, administrative and legal 
aspects of insurance. 

10. All other subjects. 

Each discussion group will be under 
the co-chairmanship of the delegate from 
one of the visiting countries teamed up 
with a co-chairman selected from among 
the insurance executives of Peru. The 
co-chairmanship of the life insurance 
groups has been assigned to the United 


surety and credit insur- 


States and will be filled by Harold E. 
St. Clair, assistant secretary for Latin 
erg Affairs, Lincoln National Life, 
Fort Wayne, Ind. 


Discussion Groups 

Each discussion group will adopt suit- 

ible resolutions directing attention to 
those developments, as brought out in 
the papers and the discussions, which 
it considers most significant and indicat- 
ing any actions which it wishes to recom- 
mend to the Conference for consider- 
ation by the individual insurance com- 
panies of the Hemisphere. Resolutions 
will be presented to the fourth plenary 


session of the Conference on Frid; Ly, 
October 27. 
A partial list of papers which have 


been prepared and submitted to the 
Peruvian Organizing Committee on be- 
half of the United States delegation 
follows: 
Private vs. 


“The United 


government: 





All Signs Point to Bond Sales 


(2) You can avoid the traffic jam of competition by promoting Bonds now. Ta miedo Sond 
profits is much smoother and less crowded than in many other lines. : 
cc pamedephomaiudiee:.: 3 “ebeetgic: -eggthewcaties 426 many Bonds 


are required by law—License and Permit, Federal, Fiduciary, Lost § numerous 
cases, Contract Bonds. Public Oficial and Court Bonds are frequently required by law, aso, 





() Don't forget the growing market for Fidelity Bonds. Even those businesses that already 
have Fidelity Bonds are probably under-insured. Often, losses sustained far exceed coverage. 


Two recent examples: Finance Concern—loss $70,000; Bond coverage $30,000; loss to firm = =~ 
$40,000. Department Store—loss $105,000; Bond coverage $50,000; loss to firm $55,000. 
{_] Miscellaneous Bonds, too, find a ready market when fir 
does not come under the usual classifications and has to be tailored to specific needs. 
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[_] Our Fieldman will help you 
map out a profit-filled route — 
with Bonds. Ask him about our 
expanded Bond facilities 

and services and request 
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‘ require Bond coverage that 





that he order promotional 
aids from our Advertising 
Department that will 
help you reach your sales 
destination faster. 


Ll’ T/; ‘NB A MULTIPLE COMMERCIAL UNION ASSURANCE COMPANY LTD. 
LINE GROUP NORTH BRITISH & MERCANTILE INSURANCE COMPANY LTD. 
/ AMERICAN CENTRAL INSURANCE COMPANY « THE CALIFORNIA INSURANCE COMPANY 
CENTRAL SURETY AND INSURANCE CORPORATION * COLUMBIA CASUALTY COMPANY 
COMMERCIAL UNION INSURANCE COMPANY OF NEW YORK « THE COMMONWEALTH INSURANCE COMPANY OF NEW YORK 
THE MERCANTILE INSURANCE COMPANY OF AMERICA « THE OCEAN ACCIDENT AND GUARANTEE CORPORATION, LTD. 
THE OCEAN MARINE INSURANCE COMPANY LTD. « THE PALATINE INSURANCE COMPANY LT 
THE PENNSYLVANIA INSURANCE COMPANY « UNION ASSURANCE SOCIETY LTD. 
HEAD OFFICE: ONE PARK AVENUE, NEW YORK 16, NEW YORK 
ATLANTA + PHILADELPHIA + DETROIT + CHICAGO + KANSAS CITY + SAN FRANCISCO 


_ Independent 


a, 


States as a Reinsurance Market for 


Latin American Insurance” by William 
F. Delaney, Jr. president, Delaney Of- 
fices, Inc., New York. 


Fire insurance: “Extraneous Perils in 
Relations to Fire Insurance Underwrit- 
ing” by Leslie W. Sage, FCII, secretary, 
American Foreign Insurance Association, 
New York. 

Transportation, marine, aviation insur- 
ance: “C argo Loss P etary John T. 
Byrne, chairman of board, 7 Talbot, Bird 
& Co., meg New York, and, hull risks: 
“Rating Approach in the United States 
Marine Insurance Market,” Mr. Byrne. 

Life insurance: “Life Insurance Agency 
Management Association — Worldwide 
Cooperation in Action,” James L. 
Howard, Jr. assistant director of pub- 
lications, Life Insurance Agency Man- 
agement Association, Hartford, and “The 
Debit System of Selling Industrial Life 
Insurance, Robert J. Morris, vice presi- 
dent-agency director, British American 
Life, Jacksonville, Fla. 

Accident and health insurance: “Re- 
cent Development in Field of Accident, 
Sickness and Medical Insurance,” W. D. 
Grant, president, Business Men’s As- 
surance of America, Kansas City. 


Casualty Insurance 


Casualty insurance: “Subsidized Auto- 
mobile Insurance,” Arthur H. Hender- 
son, vice president, American Interna- 
tional Underwriters Corporation, New 
York. 

“General Third Party Liability Insur- 
ance,” Walter L. Truelson, assistant 
manager casualty management depart- 
met AIUC, New York. 

“Competition — Primary Defense 


Against Statism,” 
eral manager, 


Vestal Lemmon, gen- 

National Association of 
Insurers, Chicago. 

“Crop-Hail Insurance,” B. Y. Morris, 
manager rain and hail department, In- 
surance Company of North America, 
Philadelphia. 

“Livestock Mortality Insurance in the 
United States,” W. M. Timmons, man- 
ager live stock mortality department, 
Hartford Fire Group, Hartford. 

“Fidelity and Surety, Underwriting of 
the Contractor,” Daniel N. Gage, secre- 
tary, Aetna Casualty & Surety, Hartford. 

“Economics, Administration and Legal, 
How United States Fire and Casualty 
Companies Invest,” Shelby Cullom Davis, 
Shelby Cullom Davis & Co., New York. 

While the discussion groups are con- 
cerned with the more technical and ad- 
ministrative phases of the insurance 
business, the plenary sessions will con- 
sider the broader aspects of insurance 
as a basic part of the private enterprise 
system. 

Scheduled for addresses from the U.S 
delegation at the plenary sessions are 
President Nichols of AFIA; A. L. Kirk- 
patrick, permanent secretary of the Con- 
ference and manager of the Insurance 
Department of the U. S. Chamber; Ken- 
neth B. Skinner, vice president, South- 
land Life; Arthur C. Goerlich, president, 
Insurance Society of New York; Holgar 
J. Johnson, president, Institute of Life 
Insurance; William Doyle, vice presi- 
dent, Liberty Mutual; William  D. 
Grant, president, Businessmen’s Assur- 
ance, and Walter O. Menge, president, 
Lincoln National Life. 

Authors of several papers to be pres- 
ented in the discussion groups will not 
actually be at Lima. These papers will 
be presented by members of the United 
States delegation. The authors not plan- 


ning to attend include Messrs. Sage, 
Howard, R. J. Morris, Truelson, B. Y. 
Morris, Timmons and Gage. 





Dimson Commends NYFIRO 
For Rule, Policy Changes 


An official of one of New York’s in- 
surance brokers associations highly 
praised the New York Fire Insurance 
Rating Organization for its recent 
promulgation of rule and policy form 
revisions. Samuel Dimson, chairman of 
the fire ‘and marine committee of the 
Greater New York Insurance Brokers’ 
Association, said the revisions which be- 
came effective in New York State on 
September 18, should benefit both the 
insuring public and the insurance in- 
dustry. 

Commenting on these changes, Mr. 
Dimson expressed particular gratifica- 
tion because of changes in the language 
used to cover improvements and better- 
ments. 


Carla Losses Paid Promptly 

Well over $5,000,000 has already been 
paid out by insurance companies to 
owners of property damaged by Hurri- 
can Carla. William J. Harding, co- 
ordinator of the Texas Joint Loss Catas- 
trophe Plan said, that on October 1 
“claims were being closed at the rate 
of 12,300 per week. Furthermore we 
have every expectation that this rate 
will pick up and reach approximately 
20,000 per week within a week or 10 
days.” 

“One thing I would like to make clear 
is that no company to my knowledge 
is placing any new interpretations on 
policy conditions. Flood, surface water, 
waves, tidal water or tidal waves, or 
overflow of streams have never been 
covered in the Texas Standard Policies,” 
he said. 

Judge Tom C. Ferguson, chairman of 
the State Board of Insurance, is on 
record as saying, the exclusion now used 
has been in the Texas Standard Policy 
going back to 1915. He also noted that 
the Supreme Court has held the ex- 
clusion valid and effective to exclude 
all floor (tidal, rising or impounded 
waters, etc.) from the insurance cover- 
age. 

In a story carried in the Houston Post, 
Attorney General Will Wilson said that 
several case precedents have been estab- 
lished concerning losses in hurricanes 
and recalled that the effect of two such 
precedents already established is that 
the damage had to come from wind 
and not rising water, and becomes a 
fact question in each claim. 


N. Y. Independent Adjusters 
Mead of Albany President 


The New York Association of In- 
dependent Insurance Adjusters has 
elected the following officers for the 
coming year: 

President, Charles M. Mead of Charles 
R. Mead, Inc., Albany; first vice pres- 
ident, Donald L. Campbell of Hoercher 
Campbell Associates, New York City; 
second vice president, Harold J. Smith 
of New York City; secretary-treasurer, 
Louis Buck of Buck & Stasse, New 
York City; assistant secretary-treas- 
urer, Robert T. Searing of Rochester. 





Elected to the executive committee 
are: automobile, George Alexander of 
Mineola; casualty, Joseph Darcy of 


Rochester ; aviation, Sherman Thursby of 
New York City; fire, John J. Casson of 
New York City; inland marine, Harold 
Daynard of New York City; ocean ma- 
rine, Theodore Helprin of New York 
City, and advisory counsel, George I. 
Gross of New York City. 





Bis Bill 
(Continued from Page 25) 


Lifelong friends are made and so are 
converts. Egos are bolstered, aggressions 
harmlessly released. All this in the space 
of a few hours during which men and 
women are standing on their feet sip- 
ping from glasses containing various 
disguises and dilutions of a potent seda- 
tive. 

“At 5:30 in any part of the world 


where Americans gather you are likely 
to find from five to 500 of us meeting 
for this ritualistic act. Our skill in per- 
forming it makes the cocktail party, to 
my way of thinking, the most civilized 
and demanding of all social functions. 
Most participants can adroitly space 
their intake of this sedative called alco- 
hol—quite capable in large quantities of 
causing delirium, insensibility and death 
—so as to become only increasingly 
witty, charming and kindly toward their 
fellow men,’ 
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National Board Outlines Role of 
Agent When Catastrophes Occur 


The independent insurance agent’s 
role in the National Board of Fire Un- 
derwriter’s catastrophe plan was spelled 
out in detail by B. P. L. Carden, general 
adjuster, National Board of Fire Un- 
derwriters, at the National Association 
of Insurance Agent’s recent annual 
meeting. 

Stressing the necessity for advance 
planning in order to render the best 
possible service in a disaster area, Mr. 
Carden reminded the agents that the Na- 
tional Association, at its 1951 Chicago 
meeting recommended that each state 
association create a catastrophe loss com- 
mittee to cooperate with the National 
Board, company owned adjusting organ- 
izations and independent adjusters. 

“Advance planning should not only be 
on a state or local association level, 
but also in each local agent’s office. It 
is rather late to wait until a catastrophe 
ecurs to engage in this planning. Con- 
sideration should be given as to whether 
an office is going to be able to handle 
1 catastrophe load with it’s existing 
personnel or whether additional per- 
sonnel is going to be required. If so, 
where is personnel going to come from 
and who is going to be designated in 
advance to train or indoctrinate that 
personnel?” Mr. Carden asked. 


Stopping Claims Not Payable 


\ major contribution the agent may 
make to the handling of catastrophe 
losses was listed by Mr. Carden as the 
agent’s ability to stop at the source, 
claims that are not recognizable under 
the policy. 

Pointing out the desirability of stop- 
ping this type of claim Mr. Carden 
stated: “In this manner several hundred 
claims never got beyond the conversation 
point in the agent’s office and yet I failed 
to note one instance of resentment or 
irritation an the part of the policy- 
holder. I attribute this to the personal 
contact between the policyholder and his 
local agent, to the reliance the policy- 
holder has on his local agent and it 
‘ertainly resulted in ‘no claims’ being 
handled with less irritation than had 
they been referred to adjusters who 
ultimately would have taken the same 
iction anyway, but probably with poor 
public relations resulting.” 

Indiscriminate labeling of notices of 
loss with “emergency” and the prepar- 
ing of notices of loss by adjusters were 
scored by Mr. Carden as_ undesirable 
practices that exist in a few sections of 
the country. 

“Unfortunately, too frequently notices 
of loss will be marked as ‘emergency’ 
cases when, in reality, they involve 
only minor damage. This is not a fair 
procedure and I plead with you that it 
be discontinued. 

“I also recognize that in some parts of 
the country there is a practice for local 
agents to expect the notices of loss to 
be prepared by the adjusters. Whereas, 
this is considered by the National Board 
to be an erroneous practice under any 
and all circumstances, it is particularly 
wrong in time of catastrophe. The 
preparation of a notice of loss is a func- 
tion of the local agent. The request of 
an agent to an adjuster or an adjusting 
office to sit down and prepare notices of 
loss from dailies, if nothing else, con- 
sumes the time of that adjuster or his 
Organization in the performance of a 
clerical job. 

“Such time could be spent to much 
better advantage on behalf of the com- 
pany, the agent, and the insuring public 
by having the adjuster concentrate on 
the work ‘for which he is trained; name- 
ly, the adjustment of losses,” Mr. Carden 
stated. 


Pointing out that the National Board 
catastrophe plan first swung into action 
in 1943 when Houston, Texas, was struck 





by a hurricane, Mr. Carden commended 
the advance planning by the Texas seg- 
ment of the industry that permitted 
smooth functioning during the Carla 
catastrophe. Also commended was Flor- 
ida for the program that has been de- 
veloped in that state. 


In 1949 the National Board commenced 





INA Strongly Supporting 
United Fund Drive 


Employes at Insurance Company of 
North America’s Philadelphia offices are 
going all out this year for the 1962 
United Fund drive in the Greater Phila- 





its program of assigning catastrophe 
numbers on losses exceeding $1,000,000 
each. The first such number was as- 
signed a tornado at Amarillo, Texas, 
in 1949 and since that time 127 catastro- 
phes have been listed by the National 
Board. 


delphia area. A committee of 16 INA 
employes is directing the campaign ac- 
tivities at the company which include the 
services of some 200 INA United Fund 
soilcitors. 

Special displays in the company’s main 
lobby 1600 Arch Street, Philadelphia, 
feature two red telephones which when 
picked up play a recorded United Fund 
message from INA President Bradford 
Smith, Jr. Another large platform dis- 
play features physical therapy equip- 
ment and mannequins in hospitals and 
Visiting Nurse uniforms. 
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Gyory New President of 
N. Y. Chapter of ASIM 


The first fall luncheon meeting of the 
New York Chapter, American Society 
of Insurance Management, Inc., was held 
at the Sheraton-Atlantic Hotel, New 
York City. The program was a panel 
discussion by “Repair & 
Replacement Cost (Depreciation) Insur- 
ance, vs. Actual Cash Value.” Kenneth 
Beyer of the Anaconda Co. was mo- 
derator. 

The newly elected officers are: Rob- 
ert S. Gyory, General Tele- 
phone & Electronics Corp.; Raymond A. 
Severin, first vice president, American 
Metal Climax, Inc.; Kenneth Beyer; sec- 
ond vice president, Anaconda Co., Walter 
Nangel, treasurer, Celanese Corp. of 
America; and Marie E. Turro, secretary, 
Great Lakes Carbon Corp. 

Newly elected directors are Edward ] 
Kettel, Ethyl Corp.; Edward P. Lalley, 
National Dairy Products Corp.; Lee W. 
Mosher, General Electric Co.; J. J. 
Murphy, S. P. Penick, & Co., and 
Charles H. Svihra, McKesson & Rob- 
bins, Inc. 

Holdover directors are 
Alheit, American Can Co.; 
Berry, Borden Co.; Robert B. Chap- 
man, Chemstrand Corp.; Joseph M 
Collins, Coca-Cola Export Corp.; Mildred 
tea Congdon, Esso Standard, division of 
Humble Oil & Refining; Edward L. 
Dilworth, Lever Brothers Co.; Andrew 
S. Hall, General Aniline & Film Corp., 
and Joseph P. Smith, Union Carbide 


Tp 


members on 


president, 


Edmond C. 
Donald W. 


OFFICES 


Juvenile, Fraud Fires Increase 


The nation’s fire service is abandoning 
a “kid glove” policy in dealing with 
malicious juvenile fire-setters, and sub- 
stituting a “get tough” policy. This was 
disclosed at the 88th annual conference 
of the International Association of Fire 
Chiefs at Las Vegas. 

Captain Antone P. Jasich, chairman of 
IAFC’s arson committee, reported that 
fires deliberately set by juveniles in 1959 
accounted for as much as 530% of all 
deliberately set fires. Since then, he said, 
this situation has continued to deterio- 
rate. 

Captain Jasich heads the arson and fire 
investigation unit of the Los Angeles 
Fire Department. Among other reasons, 
he cited the following as probable causes 
for the increase in set fires: 

1. The general population increase 
evidenced throughout the nation. 

2. The urbanization of former rural 
areas, bringing more children into the 
reporting area’s jursidiction. 

3. The moral irresponsibility of some 
parents, as evidenced in so many fields 
of delinquency. A cursory check indicates 
the fire service increase of incidents hes 
been greater than that in other fields of 
delinquency. 

Captain Jasich made the following rec 
ommendations: 


1. Juvenile fires be classified as to 
cause, i.e., accidental, which would in- 
clude ignorance or curiosity, malicious 


and emotional disturbances. 
2. The fire service expand its program 
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of fire prevention education with special 
emphasis placed on programs directed 
toward juveniles through schools and 
service groups. 

3. Agencies dealing with emotionally 
disturbed children be made aware of the 
seriousness and catastrophic potential of 
fires and these agencies establish proce- 
dures for prompt treatment and admit- 
tance to the concerned clinics. 

4. In the case of malicious juvenile 
fire-setters, the fire service abandon any 
“kid glove” philosophy, substituting a 
“get tough” policy, bringing these fire- 
setters to the attention of juvenile agen- 
cies for disposition before judicial author- 
ity. 

Fraud Fires Increase 


Captain Jasich added that fraud fires 
have continued to increase over the past 
several years. One area of concern, he 
said, is that of fires in taverns, bars and 
cafes. The increase has been especially 
prevalent in urban areas. In larger com- 
munities a pattern of some significance 
had developed. 


The committee suggested the follow- 
ing: 

1A continuing program of arson and 
fire investigation training conducted in 
every fire department toward an effort 
of minimizing fire losses through fraud. 
That each fire be vigorously investigated 
in determining cause. 

2. Fire and police administrators in 
each governmental subdivision establish 
formal procedures as to responsibility in 
investigation of fires so that each facet 
of any alleged criminal fire will be ex- 
plored. 

3. That the International Association 
of Fire Chiefs formally go on record 
urging fire underwriters to inspect the 
moral as well as the physical risk of each 
assured prior to the issuance of the fire 
policy. 


New York Hearings On 
Rate Laws, Co. Ownership 


The New York Joint Legislative Com- 
mittee on Insurance Rates and Regula- 
tion will hold a series of public hearings 
on insurance subjects this month. Sen- 
ator William F. Condon (Rep. Yonkers), 
chairman of the committee, announces 
that the hearings will be held October 
23, 24 and 25, starting at 10:30 A. M. 
each day, in the auditorium of the New 
York County Lawyers Association, 14 
Vesey Street, New York City. 

These hearings, Mr. Condon said, will 
be devoted to the action to be taken in 
—— with the following: 

“Freedom of Contract Bill,” and the 
ities question for examination of 
the extent to which the state should 
participate in the regulation of brokers’ 
and agents’ commissions, and in the 
control of acquisition costs of all insur- 
ance companies. 

2. The review of Article VIII (rate 
regulatory laws) of the insurance law 
of the State of New York. This area 
of review will include all proposals for 
amendments and changes in the rate 
regulatory laws as they affect all prop- 
erty insurance companies, producers and 
the public. 

3. Ramifications raised by the decision 
in Connecticut General Life v. Super- 
intendent of Insurance of the State of 
New York. This area of review will 
include any changes in the Insurance 
Laws of the State of New York to be 


“made as a result of this decision. 


ZEULI LOSS SUPERVISOR 
Royal-Globe Insurance Companies 
have named Robert D. Zeuli as loss 
supervisor in the Boston office. Mr. 
Zeuli is a graduate of Boston College 
and has been with Royal-Globe as an 
adjuster since 1957. 


Culp and Moran Named 
GAB Regional Managers 


The General Adjustment Bureau an- 
nounces that Clyde E. Culp has become 
regional manager supervising the area 
serviced by offices at Eastchester, Hemp- 
stead, Huntington Station, Patchogue, 
Riverhead, and Thornwood. Mr. Culp 
will be domiciled at Hempstead, N. Y 
In addition to his duties as branch man- 
ager at the metropolitan New York ad- 
justing office, Edward J. Moran became 
regional manager supervising offices at 
Brooklyn, Bronx, Jackson Heights, 
Jamaica, and Staten Island. 

These appointments succeed Charles 
F. Hargrett who has been transferred 


to New Jersey as a member of the staff 
at Newark. 

Mr. Culp, a graduate of Pennsylvania 
State University, joined the bureau at 
Washington, D. C. in 1942. In 1949 he 
was appointed branch manager at Pat- 
chogue, where he has served continuous- 
ly to date. 

Mr. Moran joined the bureau in 1937, 
having had previous experience as an 
adjuster. He served as manager of th 
inland marine division prior to being 
appointed branch manager at New York 
City adjusting office. 


D. of C. Agents Pledge 
100% in 1962 Ad Program 


The District of Columbia Association 
of Insurance Agents for the sec- 
ond year in a row. became the 
first group of member agents at the 
state level to pledge 100% of its basic 
minimum allocation toward the 1962 na- 
tional advertising program of the Na- 
tional Association. Preston W. Grant is 
the D. of C. Association ad chairman. 

The 1962 national program marks th« 
fifth year of the agents’ association's 
major national advertising effort. Over 
one million dollars has been voluntarily 
subscribed by NAIA member agents in 
each of the preceding four years. The 
1962 goal has been set at almost $1,500,- 
000 by the association’s national board 
of state directors. 

The new ad program, fully explained 
at the recently concluded Dallas annual 
convention, has again as its basic theme 

“The Big Difference” in car, home and 
business insurance—the continuing per- 
sonal attention of your independent in- 
surance agent. The 1962 program will be 
highlighted by a special “Protection 
Week” concentrated promotion in Oc- 
tober and November. National consumer 
magazines will form the core of the ad 
campaign with TV, radio, newspapers 
and outdoor billboards employed at the 
local level. 

The District of Columbia Association 
of Insurance Agents, which went over 
the 100% mark in the 1960 and 1961 
programs, won the distinction of formally 
kicking-off the fund raising phase of the 
campaign with its early pledge. Ralph 
W. Lee, III, heads the D. of C. Asso- 
ciation, with Joseph L. B. Murray, its 
state national director. 


Glens Falls Appoints 


Neumann General Manager 


Arthur W. Neumann has been ap- 
pointed general manager of the Glens 
Falls central department which is head- 
quartered in Chicago. Mr. Neumann 
succeeds the late F. E. Dougherty in the 
supervision of the company’s affairs in 
this territory which includes the mid- 
western and part of the Rocky Moun- 
tain states. In announcing the appoint- 
ment, Glens Falls’ President Robert P. 
Crawford said that in his new duties 
Mr. Neumann would be assisted by 
Manager John H. Bryden and Assist- 
ant Managers C. Stanley Spiese and 
Max L, Myrick. 
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Sixteen in Contest For 
“Mr. Mutual Agent” Title 


Sixteen agents are competing for the 
national title of “Mr. Mutual Agent of 
1961” in the annual contest sponsored 


by the National Association of Mutual 
Insurance Agents. 

Each entry has been nominated by his 
state association and selected on the 
basis of his standing as an agent, his 
direct contribution to the furtherance of 
the mutual agency system through as- 
sociation work, and his indirect contribu- 
tion through activity and recognition in 
the community. 





The list of candidates includes Ed 
Larsen, Omaha, Neb.; Ralph L. Cleve- 


Elliott Hopkins, West 


land, Indianapolis; 


Warwick, R. I.; Delwin A. Cochrane, 
Fitchburg, Mass.; Harold J. Gelderloos, 
Grand Rapids, Mich.; Charles E. Mc- 
Clung, Los Angeles; Phillip Halling, 
Rochester, Minn.; Charles L. Rue, Jr., 
CPCU, — N. J.; Leo J. Buettner, 


Johnstown, Pa. : Marvin L. Pearce, CP- 
CU, = Ohio; Roland A. Au- 
gustine, Kingston, N. °Y.+:' James K. 
Ruble, San Antonio, Texas; William H. 
Sanders, Springfield, Mo.; W. R. Van 
Camp, Memphis; Allen R. Elliott, CPCU, 
New Haven, Conn.; E. Stony Steinbach, 
Mayville, Wis. 

Keith W. Skillin of Lumber Mutual 
Fire of Boston is chairman of the sub- 
committee of the National Association’s 
joint company-agents committee on pub- 
lic relations which is selecting the 
winner. Other judges are Edwin S. 
Warfield of Pennsylvania Threshermen 
& Farmers’ Mutual, James J. MacGillis 
of Milwaukee Automobile Mutual, Wil- 
liam E. Swigart, Jr., Swigart Associates, 
Huntingdon, Pa., and Richard E. Felts, 
Hamilton Mutual of Cincinnati. 





The identity of the winner will be 
revealed at the National Association's 
30th annual convention at Detroit, Oc- 


tober 16-18. Each state winner will re- 
ceive an inscribed laminated plaque, with 
a permanent trophy being presented to 
the national winner. 


Atlantic Cos. Transfer 
Nordstrom to Kansas City 


Wesley R. Nordstrom has been ap- 
pointed state agent in Kansas City, Mo., 
for the Atlantic Companies (Atlantic 
Mutual and Centennial). He had been 
state agent for the Atlantic Companies 
in Wisconsin. His transfer to Kansas 
City is in line with Atlantic’s policy of 
bringing a higher degree of local serv- 
ice to the Midwest. 





Dept. Rules on Brokers’ 


Premiums in Savings Bank 


A licensed insurance broker in New 
York State m: uy keep part of his pre- 
miums in a savings bank and draw in- 
terest on these funds without being in 
violation of the law. This Opinion was 
given to the Brokers’ Association Joint 
Council by Deputy Superintendent 
Walter F. Brooks before leaving the In- 
surance Department. 

The question of law and propriety of 
dividing premiums held on hand for 
future payment to a carrier was one 
of two categories involving good prac- 
tice upon which the Joint Council sought 
enlightenment from the Department. 
The other related to the length of time 
an insurance broker must keep his rec- 
ords. 

With respect to the first the Depart- 
ment was asked: “May a broker keep 
part of his premiums in a savings bank?” 
Mr. Brooks’ reply was: 

“Yes, providing there are no restric- 
tions as to withdrawal of such funds 
and the account is maintained as an in- 
surance premium account in the name of 
the licensee.” 

The reply also was emphatic in say- 
ing there is no legal distinction between 
regular savings banks and Federal sav- 
ings and loan associations, insofar as the 
deposit matter is concerned. 

As to the retention of records, Mr. 
Brooks noted that there is no provision 
in the Insurance Law relating to destruc- 
tion of records of insurance brokers, but 
that the Department has usually advised 
that records should at least be kept 
through expiration of the particular 
policies. He added: 

“If there are any unpaid claims re- 
sulting from policy contracts issued 
through the broker, we feel he should 
maintain the records in reference to 
these policies until such time as the 
claim has been settled, even though it 
may be some time after the policy has 
expired before litigation is concluded.” 


Levy Speaker for Dinner 
Of Jewish Philanthropies 


Emanuel Levy, editor of “Insurance 
Advocate,” will be the guest speaker 
at the annual dinner of the General In- 
surance Division of the Federation of 
Jewish Philantrophies, on Tuesday, No- 
vember 14, at the Hotel Biltmore, it is 
announced by Jerome S. Miller, chair- 
man of the division’s drive in behalf of 
Federation’s 1961-62 maintenance appeal 
campaign. 

Mr. Levy will discuss a current in- 
surance topic, Mr. Miller stated. He 
said: “This year’s maintenance goal is 
a record one—$22,500,000—and it must 
be reached to insure continuance of these 





Katherine Rogers Heads 
Frank J. Rogers Agency 


Katherine Rogers has been elected pres- 
ident and director of Frank J. Rogers 
Agency, Inc., New York City, in place 
of her husband, the recently deceased, 
Frank J. Rogers, at a special meeting. 

Frank P. Rogers, her son, was elected 
vice president and William J. Poit, ex- 
ecutive vice president. Veronica Mc- 
Knight continues as secretary and treas- 
urer of the organization. Business oper- 
ations continue otherwise under the same 
staff management at the office of the 
agency at 45 John Street. 





services by Federation’s 116 medical and 
welfare agencies to nearly 800,000 people 
of all races and creeds in the Greater 
New York area. 

Assisting Mr. Miller as associate chair- 
man is Milton L. Weissman. Vice chair- 
men of subdivisions are: Leon Anish, in- 
surance companies ; George P. Frenkel, 
special gifts; Alfred I. Jaffe and Frank 
Spitalny, agencies; Joseph A. Levin and 
David C. White, brokers; and Edwin D. 
Weinstock, adjusters. 

The executive committee includes: 
John Berger, Arnold M. Bergson, Mil- 
ton Berson, Herman Bloch, Robert I. 
Bloch, Alvin L. Blume, Milton J. Blume, 
Samuel Davis, Nathan Dobson, Jacob J. 


Dorman, Monroe Eisenberg, Leo S. 
Frenkel, Irving Gerwitt, Joseph Gold- 
man, Harold Goodstein, A. J. Gurevich, 


Daniel D. Haber, Herman H: Heller, Al- 
fred Hochstein, Harry Hyman, Jack 
Hyman, Bernara Jaffe, William E. Kauf- 
man, Harry R. Lea, Charles H. Lempert 
and Charles Liebowitz. 

Also, Arthur D. Marks, Jr., 
Merrill, Paul H. Meyer, Ernst L. Nauen, 
Harry Potash, Henry I. Rosenblatt, 
Charles S. Rosenthal, Henry N. Sachs, 
Henry Salfeld, Joseph L. Sanders, Jack 
Scharf, Joseph J. Schickler, Robert 2 
Schneider, Abraham Schwartz, Martin 
E. Segal, —— Sloan, Isidore Spector, 
Morton E. Task, Julius L. Ullman, David 
= Weisburger, Lawrence Wolf and 

Edwin Zeitlin. 
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Ream, Wrightson Names 





Goodale Vice President 

Ream, Wrightson & Co., Inc. New 
York City, announces appointment of 
Sg 2 A. Goodale, Jr. as vice president. 
Mr. Goodale is to manage the New York 
office. He is to replace Robert C. Taylor, 
vice president, who is returning to 
London to coordinate and administer 
business in the London market. 

Ream, Wrightson & Co. was founded 
in 1910 by the late Robert C. Ream, 
Mr. Goodale has been actively engaged 
in reinsurance since 1946, being located 
in both Boston and New York. 


NEW DAYTON, OHIO, AGENCY 

A new corporation Schneider & Stan- 
ley, Inc., has been formed in Dayton, 
Ohio, to provide insurance coverage. At 
its inception the agency represents seven 
life, fire and casualty companies. Pres- 
ident of the new firm is ‘Robert D. 
Schneider, formerly a partner of the 
Shain-Riffle-Schneider agency and own- 
er of the Robert D. Schneider agency. 
Dan G. Stanley, formerly with the Cole- 
Layer-Trumble Co. and an agent for The 
Prudential Insurance Co., is vice presi- 
dent. 


AGENTS TO HEAR BENISCH 
Abner Benisch, president of Jay & 
Jenisch, Inc., Newark, N. J. insurance 
agency, will address the Maryland Asso- 
ciation of Insurance Agents October 16 
in Baltimore. As a member of a panel 
on agency management, Mr. Benisch will 
discuss various problems concerned with 
the purchase or merger of insurance 
firms. 
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Wide Range of Problems Discussed at 
Marine Union Gathering in Lisbon 


By Cart E. McDowse ti 
Executive Vice President, American Institute of Marine Underwriters 
PART Ill 


Cargo Business—Containerization 


Two papers on the subject of container- 
ization were presented—one by Mr. von 
Schlayer (Germany) and the other by 
T. M. Torrey (USA). Mr. von Schlayer 
stated that no final verdict can as yet 
be made with respect to an accurate ap- 
praisal of the risk aspect. Generally 
speaking, however, he felt that a change 
for the worse as opposed to the hitherto 
conventional means of goods carriage 
would not appear to be the case in Ger- 
many. On the contrary, the results in 
respect of some types of goods, such as 
textiles, would seem to be more favor- 
able. 

Mr. Torrey remarked that experience 
in the United States is still too recent to 
make a final judgment of the risk aspect. 
There are difficulties in the strength and 
water tightness of many containers and 
there have been some serious damages. 
Overall experience, he felt, has been ex- 
cellent. 

Container Shipment of Ocean Cargoes 


Continuing his reports of recent years 
to the Union on development of con- 
tainerization, Mr. Torrey referred to the 
economic contribution which containers 
are making to extension of, and in some 
routes potential revival of ocean com- 
merce. He stated that the movement in 
quantity of waterborne containers in the 
United States is only 10 years old; in 
fact, the significant expansion has been 
in the last three years. At least 57 ship 
lines in the Port of New York now fur- 
nish containers for shipping cargo. 

Mr. Torrey described the container- 
handling facilities aboard two trans- 
Pacific vessels, each ship being capable 
of handling 108 aluminum containers in 
one hold and on deck. It is estimated 
that the contz ainers can be stowed at the 
rate of every 4% minutes. The con- 
tainers have bees tested for abnormal 
rolling conditions at sea, suspension 
stresses when being loaded and dis- 
charged, and water leakage and corro- 
sion. 

A recent development in the Port of 
New York, according to Mr. Torrey, 
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may indicate a new trend in containeriza- 
tion. This involves the use of an inl and 
receiving station for assembling less- 
than-container lots of cargo. The cargo 
is then consolidated into full containers 
and moved by truck several miles to the 
waterfront. Endorsement to the marine 
policy have adapted insurance coverage 
to protect the carrier and the shipper 
from the point of assembly. In fact, the 
risk attaches from the time it commences 
at the point of initial loading and car- 
riage, if the carrier provides the means 
of transportation. 

Mr. Torrey stated that “underwriters 
are well advised to take note of the ap- 
parent new era in waterborne com- 
merce.” 


Work With International Organizations 


Carl Briner, honorary president of the 
Union, again reviewed his work, as liai- 
son officer of the Union with interna- 
tional organizations. These include: the 
Inter-Governmental Maritime Consulta- 
tive Organization, the Committee of 
Experts on Transport of Dangerous 
Goods, the International Chamber of 
Commerce, the Comite European des 
Assurances, the Economic Commission 
for Europe, the organization of the Gen- 
eral Agreement on Tariffs and Trade 
the International Monetary Fund, and 
the United Nations (ECOSOC). Several 
members of the Union render assistance 
in this connection. 


Carriers’ Liability Committee 


Dr. Graf, Switzerland, carried on the 
excellent work of his predecessor, Hugo 
Helmsdorfer. He stated that interna- 
tional legislation and the unification of 
private law are intricate matters. Years 
and years are necessary to elaborate 
drafts of international conventions and 
until the final conventions are put into 
practice. In this ffield, he stated, only 
patience can obtain positive results. 

Mom of the subject matter with which 
Dr. Graf dealt was of primary interest 
to those markets which are in Europe. 
It is a clear illustration of the very 
progressive efforts under way among 
the respective nations to achieve unifica- 
tion of private law and international law 
for the benefit of commerce. These same 
problems do not reach the same mi ugni- 
tude in the United States where intef- 
state commerce benefits from Federal 
jurisdiction and the more ready accom- 
modation of the several states to mat- 
ters associated with interstate commerce. 

Dr. Graf referred to the Convention on 
the Contract for the International Car- 
riage of Goods by Road (in force on July 
2, 1961); the Draft Convention on the 
Contract for the Carriage of Goods by 
Inland Waterway; the Draft Conventidn 
on Forwarding Agents in the Interna- 
national Carriage of Goods; and the Pre- 
liminary Draft Convention on the Con- 
tract for the Combined International 
Carriage of Goods. 

Dr. Graf also discussed the need for 
modification of limits of shipowners’ 
liability for cargo fixed in 1924 by the 
Hague Rules (Brussels ‘Convention) 
amounting to £100 gold. Devaluation of 
currencies and loss of purchasing power 
renders the limits obsolete. An equiva- 
lent today, he felt, would be £500 paper. 
A committee of the International Mari- 
time Committee has been working on 
proposals since 1959. Dr. Graf empha- 


sized the urgency of achieving a revision 
of the Convention in this respect. 


Cargo Loss Prevention 


Harold Jackson, USA, president of 
Wm. H. McGee & Co., honorary mem- 
ber of IMUI and chairman of the cargo 
loss prevention committee, continued his 
highly useful reports to the Union's 
council and at the open council meeiings. 

Growing interest in loss prevention is 
illustrated by the fact that several na- 
tional marine groups have organized action 
at their expense. In Argentina a special 

“Brigade” is established with member- 
ship recruited from marine departments 
of local companies. The brigade has 
been effective in working with customs 
authorities. In Denmark there is a joint 
survey arrangement with a leading ship- 
ping company with regard to cargoes 
arriving on ships of that company and 
ships for which the company acts as 
agents. Arriving goods in Finland are 
surveyed by a staff member of the in- 
surance association. In Sweden the as- 
sociation also carries out inspection of 
goods discharged at Bothenburg, and it 
has been decided to intensify these ac- 
tivities. 

Among items reported during the year 
from member associations of the Union, 
Mr. Jackson referred to improvements 
in conditions in Indian ports, apparently 
resulting from firm representations made 
by Indian marine underwriters; and to 
serious theft and pilferage losses on 
shipments to certain South American 
ports. The latter losses are attributed 
mainly to delayed delivery of goods, 
often left in customs warehouses for 
several months by consignees. Poor ex- 
perience on shipments to Ghana were 
reported by several associations. 

Attention was directed to a Swedish 
report on damage to unboxed motor 
cars—the average damage being £20 
when transported by sea and only £2 
when transported by rail. 


Growth of Air Cargo 


Special emphasis this year was given 
by Mr. Jackson to cargoes transported 
by air lines. He stated that the air 
lines do not seem to be giving reason- 
able protection to the goods, and Amer- 
ican underwriters have been disturbed 
by the serious losses on imported mer- 
chandise discharged at Idlewild Airport, 
New York. The Union’s Committee will 
study all problems involved in air trans- 
port of c argo. 

As an illustration of the growth of air 
cargo, Mr. Jackson stated that Idlewild 
A‘rport handled 4,500 tons in 1949 and 
ese tons in 1960. Airline cargo stor- 
age rooms have become overloaded, in- 
creasing the risk of loss from weather 
conditions, theft and pilferage. At very 
few airports does one find the type of 
safeguards which marine underwriters 
recommended years ago for use in 
port areas. These principles include com- 
plete enclosure of the area with ade- 
quate control of persons and vehicles 
entering and leaving; checking and fin- 
gerprinting of working personnel; and 
adequate security supervision of day-to- 
day operations. 

Losses of watch movements, diamonds, 
money, drugs, gold bullion, registered 
mail and parcel post, and furs were spe- 
cifically mentioned. 

Mr. Jackson felt that underwriters’ 
practice of writing high valued cargoes 
on a released basis, thereby relieving the 
carrier of his responsibility, does not 
penalize the carrier sufficiently in the 
event of loss. He also noted the prac- 
tice of consignees to take delivery of 
shipments at the airport, which leads to 
a growing familiarity between employes 
and familiarity with the nature of the 
goods, which may tend to break down 
security measures. 

Another subject to which Mr. Jackson 
drew special attention this year was the 
difficulty associated with shipments to 
undeveloped countries. For example, 
the continued use of packages weighing 
200 pounds and over is a source of loss, 
particularly when mechanical equipment 
is not available to dock workers. Dock 
and storage facilities in many of these 
countries are still inadequate, hence spe- 
cial packaging is essential. 


Mr. Jackson reviewed developments 
pertaining to standardization of freight 
containers, noting with satisfaction that 
sizes agreed in the United States are 
acceptable on European Railways and 
highways. He stated that the speed up 
of all forms of transit, plus use of con- 
veyor-lift trucks to speed loading and 
discharge has brought its attendant prob- 
lems. Higher railroad speeds have led 
to much concealed damage as a result of 
greater impact sustained during coup- 
ling and switching. Improperly operated 
lift-trucks and other material handling 
equipment have also increased damage 
to packaged goods. Also, he noted that 
some shippers have devised special han- 
dling equipment, but when such equip- 
ment is not available at transshipment 
points, damage in handling is very likely 
to result. 

Mr. Jackson again reviewed the record 
of fires on board ships. During 1960, 
according to reports of National Cargo 
Bureau, there were 258 such fires (37 in 
accommodations, 34 in engine rooms, 16 
in boiler rooms, 14 in shipyards, 15 in 
fish meal, 11 in cotton, and the remain- 
der among a wide variety of cargo). 
comparison between fires in 1960 and 
those of previous years indicates they 
follow much the same pattern and that 
there is no magical procedure which 
change the picture. He urged greater 
vigilance and more training of crews in 
fire fighting and fire prevention. 

Mr. Jackson also referred to the re- 
cent expansion of National Cargo Bu- 
reau to include inspection and certifi- 
cation of ships’ cargo handling gear, in 
conformity with regulations established 
by the International Labor Organiza- 
tion, the United States Department of 
Labor and the United States Coast 
Guard, 


Hopps, Indicted, Gives 
Passport to U. S. Att’y. 


Stewart B. Hopps, veteran insurance 
executive indicted by a Federal grand 
jury with Lowell M. Birrell, financier 
who is now a fugitive in Brazil, and two 
others on income tax evasions, has sur- 
rendered his American passport at the 
request of the U. S. government. Mr. 
Hopps has been associated in his long 
career with the National Union, Pearl 
Assurance Rhode Island Insurance Co., 
and numerous other companies. 

Mr. Hopps gave his passport to Ger- 
ald Wolpin, assistant U. S. attorney 
after a hearing in Federal district court. 
At the hearing, Mr. Wolpin described 
Mr. Hopps as a “good friend and partner” 
of Birrell and asked that the passport 
be turned in. 

Mr. Hopps appeared before Judge 
Gregory Noonan and pleaded innocent 
to charges of conspiring to evade more 
than $1,400,000 in Federal, personal and 
corporate income taxes. Judge Noonan 
at first set Mr. Hopps’ bail at $150,000 
but agreed to reduce it to $75,000 if Mr. 
Hopps surrendered his passport. Mr. 
Hopps is free on $10,000 bond after be- 
ing indicted in July, 1960, on Federal 
mail fraud charges in Baltimore. 

In demanding the passport, Mr. Wol- 
pin said there was a “serious danger” 
of Mr. Hopps’ fleeing to Brazil, where 
Mr. Birrell is understood to be self- 
exiled. Mr. Wolpin described Mr. Hopps 
as “more than a millionaire” who, he 
charged, had gained control with Birrell 
of various corporations. 

At the arrangement, Louis Bender, 
Mr. Hopps’ attorney, explained that Mr. 
Hopps was in Nassau, the Bahamas, at 
the time the indictment was returned, 
and that he voluntarily returned to this 
country ‘to surrender. “These are not the 
actions of a man who wants to flee.” 


NAMED MARINE SUPERVISOR 

Robert H. Stuhrenberg has been ap- 
pointed regional marine supervisor for 
General Adjustment Bureau’s Louisville, 
Ky., region. Mr. Stuhrenberg has been 
assigned to the Louisville office since 
1960 as branch marine supervisor. He 
has served in GAB’s Cincinnati, Rose- 
lawn and Columbus, O. and Indianapolis 
offices. 
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NAMIC Resolution 
Addressed to Congress 


ON FEDERAL INCOME TAX LAWS 





Association Points Out Necessity of Tax 
Exemption on Premiums Paid in by 
Mutual Company Policyholders 





3efore adjourning its 65th annual con- 
vention last week in New York, the Na- 
consi Association of Mutual Insurance 
Companies made five propositions for 
“earnest consideration” of the United 
States Congress concerning application 
of Federal income tax laws to mutual 
fire and casualty companies. 

Three other resolutions submitted by 
Association Vice President Lester T. 
Jones—president of Allied Mutual Cas- 
ualty, Des Moines—thanked retiring 
president W. T. James, Jr. and the New 
York host committee; continued to sup- 
port state regulation of insurance as 
distinguished from Federal, and urged 
consideration of increased coordination 
of mutual association activities. 

All resolutions were unanimously 
adopted. 


NAMIC’s Tax Resolution 


NAMIC’s tax resolution was divided 
into the following five propositions: “(1) 
That a mutual fire and casualty com- 
pany is a non-profit organization de- 
dicated to the administration of funds 
to indemnify policyholders against 
losses, to prevent the occurrence of 
losses, and to provide necessary policy- 
holder services. 

“(2) That insurance premiums paid in 
by policyholders constitute the capital and 
the loss funds of a mutual company and 
that any excess of premiums over the 
amounts required for losses and services 
are refunded to policyholders or are re- 
tained as a margin of safety to make 
more certain the adequacy of the protec- 
tive fund to take care of unusual de- 
mands, catastrophies and large losses. 

“(3) Where an income tax law is to 
be applied to a mutual insurance com- 
pany, the application of tax should be 
limited to income not arising from 
policyholder premiums, or if not so 
limited , then there must be provision for 
the addition of a reasonable proportion 
of policyholder premiums to the policy- 
holder protective funds. 


“(4) That through the years the mutual 
fire and casualty companies not only 
have carefully and economically served 
their policyholders but have constituted 
an effective and practical protection to 
the general public against unreasonable 
charges for insurance protection. 

“(5) That attention should be given 
to the ‘fact that in the case of a capital 
stock company, which is operated for 
profit, funds paid in by stockholders to 
constitute capital or surplus of the com- 
pany, are received tax free. Thus an 
inequity and serious disadvantage to a 
mutual company results if premiums 
paid in by policyholders for the pur- 
pose of increasing the marginal protec- 
tive fund of the company are made sub- 
ject to income tax, and such a program 
will deal a serious blow to a mutual 
company in maintaining a development 
consistent with the expanding economic 
needs of citizens of the United States.” 


Varga Succeeds Noble 


American Casualty of Reading, Pa. 
has appointed Endre Z. Varga to bond 
manager of its Cleveland branch office. 
He succeeds James J. Noble who has 
been promoted and transferred to AC- 
CO’s home office bond department. 





Md. Commissioner Given 

Vote of Confidence 
HONOR SEARS WITH LUNCHEON 
The Target of Recent Attacks, Mary- 


land Insurance Commissioner Gets 
Backing of State Ins. Agent. Assn. 





Maryland Insurance Commissioner, F. 
Douglass Sears, a target recently of at- 
tacks by attorney and insurance agent, 
Hyman A. Pressman was honored this 
week by representatives of the Industry 
that he supervises. 

Mr. Pressman has threatened to make 
a campaign issue of the Commissioner’s 
refusal to hold auto insurance cancella- 
tion hearings. 

The Baltimore Life Underwriters As- 
sociation invited other insurance industry 
representatives to attend a testimonial 
luncheon for Commissioner Sears at the 
Lord Baltimore Hotel. Representing the 
Maryland Association of Insurance 
Agents, James H. Georges, its president, 
read the following resolution which had 
been adopted by the MAIA: 

“Whereas, the Maryland Association 
of Insurance Agents has long recognized 
the need for a Commissioner of Insur- 
ance who has practical experience in the 
insurance industry and; 

“Whereas, F. Douglass, Sears, the pres- 
ent Commissioner of Insurance for the 
State of Maryland has spent his entire 
business career in insurance and; 

“Whereas, that experience has in- 
cluded not only insurance company ex- 
4 eee but insurance agency experience 
and; 

“Whereas, Commissioner Sears has 
shown to the industry as a whole that 
his experience. judgment and honesty 
have combined to give the State of 
Maryland a top flight insurance commis- 
sioner in the person of F. Douglass 
Sears. 

“Be it therefore resolved, that the 
Maryland Association of Insurance 
Agents convey by means of a copy of 
this resolution the sincere thanks of this 
association to Mr. Sears ‘for a difficult 
job superbly done and our hope that Mr. 
Sears will continue to serve the public 
and the industry in his present position 
for many years to come.” 


N. Y. Dept. to Hear Housing 
Authority Rate Proposal 


An appeal has been taken to the New 
York Superintendent of Insurance from 
decisions of the New York Compensa- 
tion Insurance Rating Board and the 
National Bureau of Casualty Under- 
writers rejecting a rating plan proposed 
for workmen’s compensation and gen- 
eral liability coverage in connection with 
the New York City Housing Author- 
ity’s construction projects. 

This appeal by the Insurance Co. of 
North America, has been scheduled for 
hearing at the New York City hearing 
room of the Insurance Department, 123 
William Street, on October 31, at 10:00 
a.m. 

The insurance rating plan which is the 
subject of this proceeding is a retrospec- 
tive rating plan intended for application 
to workmen’s compensation and general 
liability exposures of the New York City 
Housing Authority, its contractors and 
subcontractors in combination, to the ex- 
tent that such exposures develop in the 
course of authority construction projects 
started within a three-year period. The 
rejection of the rating proposal, made 
to the two rating organizations concerned 
by the insurance company, is being ap- 
pealed under Section 184 (11) of the 
Insurance Law. 


Morrill Tells CPCUs: 





“W e’re Challenged by Kefauver Report” 


Unified industry efforts to stimulate 
competition in casualty insurance mar- 
keting were urged last week by Thomas 
C. Morrill, vice president of State Farm 
Mutual. 

Mr. Morrill told representatives at the 
Chartered Property Casualty Under- 
writers all-industry luncheon in San 
Francisco that the industry’s most urgent 
need was for “agreement on the most 
fundamental concepts. 

“If we are to align ourselves with the 
standards common to other American 
enterprise, we must agree that (1) the 
ability to compete encourages economy 
and efficiency; (2) the efficient competi- 
tor should be able to reflect its economies 
in its rates; (3) the customer should be 
able to obtain the savings made possible 
by competitive efficiency through free 
access to competitive rates. 

“We must identify our interests with 
the interests of our policyholders,” Mr. 
Morrill said, “if we expect to maintain 
public confidence in private insurance 
enterprise. No good can come from a 
public image as advocates of mandatory 
high rates and high commissions when 
the customer wants the forces of com- 
petition to prevail.” 


Image Projected in Some Areas 


Mr. Morrill believes that such an 

‘age was being projected in some areas 
by small groups of organized insurance 
agents who, “out of harmony with the 
majority of their own ranks, out of har- 
mony with the companies they represent, 
out of harmony with the intent of 
Congress (as re-expressed in the Ke- 
fauver Committee report), and out of 
harmony with the best interests of their 
own customers, continue to urge the en- 
actment of mandatory uniform rate 
laws.” 

He cited three instances—in Texas, 
Oklahoma and North ‘Carolina—where 
such a position has been taken publicly 
by three agents groups. 

Delegates were told that the recent 
report of the Senate Subcommittee on 
Antitrust and Monopoly (the Kefauver 
Report) was an influence which seemed 
to play a part in the future of insurance 
management. 

“We are challenged by this report,” 


Mr. Morrill concluded. “Its challenges 
must be aired. It is inconceivable that 
charges as penetrating as these can go 
unexplored. To the extent that practices 
may persist which contravene our na- 
tional principles for the conduct of 
commerce, then we risk dangerous new 
legislation. 

“To the extent that they: reflect dif- 
ferences within the industry,” he said, 
“they constitute barriers to communica- 
tions and to the mutual understanding 
and respect, within the industry, that our 
future requires.” 


AMA INS. SEMINAR OCT. 23-25 





Comprehensive Ins. Program for Interna- 
tional Operations at Hotel Astor to be 
Held by American Management Assn. 


The American Management Associa- 
tion is staging a comprehensive insur- 
ance program for international opera- 
tions, October 23-25 at the Hotel Astor, 
New York City. 

This orientation seminar will center 
on the most effective approaches to 
overseas corporate insurance planning. 
Subjects covered will include: Adminis- 
tration of the foreign insurance program, 
how to measure exposures and cover- 
ages, how to choose insurance cover- 
ages, channels for buying insurance, how 
to select insurance markets for overseas 
coverage, tax considerations. 

Seminar chairmen will be Robert Ash- 
ton, insurance department manager for 
Chrysler Corp., Detroit and Joseph A. 
Edwards, assistant treasurer, Gulf Oil 
Corp., Pittsburgh. 

Speakers include: John V. Cockshott, 
insurance manager for Standard Vacuum 
Oil Co., White Plains, N. Y.; Leslie 
Davies, manager-general insurance, Gen- 
eral Foods Corp., White Plains, N. Y.; 
Bernard J. Daenzer, president, S. and 
E. International, Ltd., New York City; 
Martin C. T. Jones, vice president and 
director, S. and E. International; Har- 
rington Putnam, vice president, Amer- 
ican Foreign Insurance Association, New 
York City, and Charles B. Warden, chief 
of investment guaranties division, In- 
ternational Cooperation Administration, 
Washington, D. C. 
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Joint Casualty-Surety Convention, White Sulphur Springs, October 8-11 





Harrington’s Report 
Covers Lot of Ground 


SUBMITTED AT NACSA MEETING 
Says 4th Draft of Non-Admitted Ins. 
Bill Delayed; For “Conference and 
Negotiation” on Regulatory Laws 
White Sulphur Springs, Oct. 10—The 
Commissioners’ proposed uniform non- 
admitted insurance bill, rate regulatory 
legislation and developments in nuclear 
energy insurance coverage "y* most 
of the annual report of C. J. Harring- 
ton, executive vice presi Fak} National 
Association of Casualty & Surety Agents, 
delivered here this morning at NASCA’s 
annual ey session. Mr. Harring- 
ton, who is a hard-working official for 
the Association, expressed personal ap- 
preciation to NASCA's officers and exec- 
utive committee members for “generous- 
ly devoting time and experience in seek- 
ing a solution to many industry prob- 
lems.” He further remarked that “your 
selection of members (for the executive 
committee) has produced diligent, self- 
sacrificing men and wise counsellors in- 
terested in the affairs of our associa- 

tion.” 

Directing attention first to the NAIC 
non-admitted insurance bill and noting 
that NACSA is a member of the in- 
dustry committee appointed by the Com- 
missioners’ president “to assist in de- 
velopment of appropriate regulation of 
non-admitted insurers,” Mr. Harrington 
recorded that the third draft of such 
regulation had been unanimously op- 
posed last year by the industry commit- 
tee and a consumer committee, composed 
of large corporate buyers of insurance. 


Fourth Draft Delayed Until 1962 


It had been expected, the speaker 
said, that the Commissioners would have 
a fourth draft of the regulation ready 
by October 1, 1961, so that a hearing 
on it could held prior to the NAIC’s 
winter meeting in Dallas. However, 
there has been a change in the time 
table. Mr. Harrington quoted from a 
letter sent by Minnesota Commissioner 
Cyrus E Magnusson, chairman of 
NAIC’s committee on unauthorized in- 
surance, to Robert N. Gilmore, Jr., gen- 
eral counsel, Association of Casualty & 
Surety Companies, who is chairman of 
the industry committee. Mr. Magnusson 
suggested that Mr. Gilmore alert his 
committee “to the possibility of discuss- 
ing the proposed regulation at Dallas in 
December, with a subsequent special 
meeting of the unauthorized insurance 
committee and the two advisory commit- 
tees prior to NATC’s 1962 midyear meet- 
ing in Montreal.” 

Mr. Magnusson further advised Mr. 
Gilmore that he questioned whether his 
committee could submit a_ proposal 
(fourth draft) to NAIC “with some 
degree of unanimity” before June or 
December of 1962. 

Mr. Harrington then said that he has 
been reliably informed that Thomas 
Thacher, New York Superintendent of 
Insurance, anticipates issuing regulations 
governing this subject in the near future. 
He reiterated the unqualified opposition 
which the NACSA has registered to any 
form or type of a model non-admitted 
insurers’ bill, but said that “our board 
concedes that some sort of regulation 
may be required in certain states to 
provide protection for the insurance 
buyer and to assure the payment of 
required taxes.” 

However, he emphasized that “this 
sort of regulation should n 1t become so 
burdensome that special and non-ad- 
mitted markets are prevented from func- 
tioning. We assumed this position be- 
cause the situation varies so widely 
among the different states.” ; 


Rates and Rating Organizations 


Reporting on rates and rating organ- 
izations, and especially the report last 











F. J. HARRINGTON 
For Regulation, If It’s Not Burdensome 


August of the U. S. Senate’s Committee 
on the Judiciary, Mr. Harrington said: 
“Our President Guy Warfield’s predic- 
tion at NACSA’s May meeting that no 
District of Columbia rating bill would 
be passed by Congress this year has 
proved accurate. His further prediction 
that no new state rate regulatory legis- 
lation would be enacted has been real- 
ized.” 

The speaker pointed out that some 
states have made efforts to pass a rating 
bill al vandoning “prior approval” of rates 
in favor of “post- -effective date review, 
but “these efforts were unsuccessful.” 

A special committee of NAC SA, named 
by the board, is now studying the posi- 
tion taken on rating laws some years 
ago by their association, reviewing both 
existing as well as newly approved laws. 
Calling attention to this committee, 
chairmanned by Holton R. Price, Jr. of 
St. Louis, assisted by Lyle S. McKown, 
Minneapolis; E. Stuart Windsor, Bal- 
timore; H. Thorp Minister, Columbus, 
and John Langhorne, New York, Mr. 
Harrington said: “The action of our 
board in asking for this study indicated 
that we were not ready to assume a 
position on the several legislative pro- 
posals to revise the rating laws.” 

He then reviewed the report of the 
so-called Gerber Committee, submitted 
to NAIC’s midyear meeting last June 
which recommended continued endorse- 
ment of the principle of prior approval 
of rates in state rate regulatory laws for 
property and casualty insurance. As is 
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C. & S. Assn. Leaders Hold 


Executive Committee Meet 

White Sulphur Springs, Oct. 10.—For 
the first time in its long history the As- 
sociation of Casualty & Surety Com- 
panies is holding a meeting of its exec- 
utive committee at this famous spa. With 
most of its leaders here to attend the 
joint NACSE-NACSA convention, it 
seemed a logical decision to the C. & S. 
Association to set aside sufficient time 
today for their meeting. 

Presiding officer is J. Victor Herd, 
board chairman, America Fore Loyalty 
Group, who is president of the associa- 
tion. This is believed to be Mr. Herd’s 
first attendance at a White Sulphur 
Springs casualty-surety convention. 





well known, this report was unanimously 
adopted by the parent committee of 
NAIC on fire and casualty rating laws 
and regulations and by the full NAIC 
convention. Reconsideration of specific 
legislative proposals recited by the 

Gerber subcommittee is required before 
the mattér will be reviewed by the NAIC, 
Mr. Harrington stated. 

With the insurance industry divided 
on “prior approval” the speaker said 
that the situation is similar to that 
presented in 1945 following adoption of 
Public Law 15. At that time conferences 
between the All-Industry Committee and 
the Commissioners finally developed a 
rating bill. 

While recognizing that rate regulation 
is a complex and controversial subject, 
Mr. Harrington remarked: “If there is 
anything wrong with the current rating 
laws it cannot and will not be corrected 
so long as industry factions are at war 
on the subject. 


Calls for Conference and Negotiation 


His specific suggestion was that NA- 
CSA with other segments of the in- 
dustry, which constituted the original 
All-Industry Committee, be called upon 
by the Commissioners to reconvene for 
conference and negotiation with them 
in the hope that we can agree or 
narrow the areas of disagreement rela- 
tive to procedures in the rate regulatory 
field. In this manner we will produce 
effective regulation in the public interest. 
Acceptance of this suggestion should 
eliminate confusion and pave the way 
for constructive solution of the problem.” 


Report of Committee on the Judiciary 


This brought Mr. Harrington to a 
review of the report issued in August 
by the Senate’s Committee on the Judi- 
ciary, copies of which he has furnished 
to members of NACSA’s committee to 
study rates and rating regulations. “This 





Conduct White Sulphur 
Opening Session 


White Sulphur Springs, Oct. 9.—As 
an innovation in the pattern of White 
Sulphur Springs joint conventions of 
National Association of Casualty & 
Surety Executives and National Asso- 
ciation of Casualty & Surety Agents, it 
was decided this year to dispense with 
the usual presidential address of top 
executives of each organization. In their 
place a discussion took place here this 
morning on rate regulatory problems, 
including prior approval of rate filings, 
which was similar to that held last 
June in Washington, D. C. between 
National Association of Insurance Agents 
and the company people. 

James M. Crawford, vice president, 
Insurance Co. of North America, who 
is NACSE’s president, and Guy T. War- 
field of Baltimore, head of NACSA, 
shared the rostrum in conducting this 
exploratory discussion. For further de- 
tails on the views expressed, both by 
the company people and the producers 
attending, see our article on Page 37 of 
this edition. 


is a lengthy (173 pages) review of com- 
mittee hearings on the subject which 
deserves your careful study before any 
decision is reached with respect to the 
type of rate regulatory law, if any, 
which should be enacted at the Federal 
or state level.” 


The report contains the individual 
views of Senators Sam J. Ervin, Jr. 
(North Carolina) and Alexander Wiiey 
(Wisconsin) as well as the separate 
views of Senators Everett M. Dirksen 
and Roman L. Hruska. 


Mr. Harrington called particular at- 
tention to comments by Senators Dirk- 
sen and Hruska as follows: “It is im- 
portant for all concerned to state clearly 
that the law for the District of Colum- 
bia, whatever it might be, is not in- 
tended as an expression of legislative 
policy to be imposed upon the states.” 

After indicating that the Committee 
on the Judiciary recommended that the 
Justice Department undertake a_thor- 
ough review of the legal problems in- 
volved “in an alleged conflict between 
certain state rating laws and Public 
Law 15,” Mr. Harrington emphasized: 
“Nothing in this report indicates a desire 
on the part of the Committee on the 
Judiciary to substitute Federal regula- 
tion for state regulation although there 
are several pointed criticisms of state 
regulation.” 


1961 State Legislative Trends 


He went on to highspot the 1961 legis- 
lative trends in various states, noting 
in particular that no compulsory auto- 
mobile bills (among the many intro- 
duced) were enacted. He said that in 
Oregon a referendum on the subject has 
been challenged because of the manner 
in which the question is worded. He 
could not say whether this question will 
appear on the ballot in any form be- 
fore the 1962 session. 

As to the effort by erage ey In- 
surance Commissioner Otis Whitney 
to supplant the state sent th auto 
law by a form of financial responsi- 
bility, he said that at the 1962 legisla- 
tive session this change will be con- 
sidered. It stems from a prodigious in- 
crease in claims and loss payments un- 
derlying “extremely high auto insurance 
rates,” said Mr. Harrington. 

In the passing he noted (1) that UJ 
fund proposals had failed in Georgia and 
Montana; (2) a competitive state com- 
pensation fund bill failed in Washing- 
ton; (3) New York’s freedom of contract 
bill is extended for another year and 
similar bill expected to be introduced by 
New Jersey Association of Insurance 
Agents in that state in 1962; (4) Mis- 
souri bill to substitute ‘ ‘filing and use” 
law for “prior approval” law defeated; 

(Continued on Page 41) 
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Atmosphere Is Cleared for Further 


Conferences on Rate Regulations 


Gilmore of ACSC Gives Rating Law Background; Agents 
Admit Lack of Knowledge on Prior Approval Situation; 
Companies Cite “Misunderstanding of Motives” 


By Wa trace L. CLapp 


White Sulphur Springs, W. Va., 


Oct. 


9—This morning’s opening business 


session here of the joint company-agent annual convention, especially well attended, 
witnessed an earnest effort on both sides to bring about a better understanding 
of respective viewpoints on rate regulation. 


They met to iron out differences of opinion, and to establish before this three- 
day meeting is concluded some kind of solution to break the impasse which now 
exists between agency stock companies on the one hand, and on the other, some 
of the producer groups and the NAIC on this controversial question: 


Whether the industry and Commis- 
sioners are to continue prior approval 
of rates in state rate regulatory laws 
for property and casualty insurance or 
to eliminate prior approval, as urged by 
the stock agency companies, in favor of 
a “right of immediate use” law. 


Dispensed With Presidential Address 


Guy T. Warfield of Baltimore, presi- 
dent, National Association of Casualty 
and Surety Agents, and James M. Craw- 
ford, INA vice president, who is presi- 
dent of National Association of Casualty 
& Surety Executives, served as co-mod- 
erators of the “give and take” discus- 
sion which ran for over two hours. They 
had cheerfully dispensed with their own 
presidential addresses which, in the past, 
have featured the first morning’s ses- 
sion of these White Sulphur gatherings. 

Mr. Crawford set the stage when in 
introductory remarks he said that the 
prior approval controversy had unfortu- 
nately produced “a break in our ranks.” 
He called division on a matter of this 
importance as “hazardous to us all.” Mr. 
Warfield in turn said that “if statesman- 
ship were ever vneeded in our industry 
we need it now.” Both he and Mr. Craw- 
ford were hopeful that this discussion, 
informally conducted, would bring about 
a clearing of the atmosphere to the point 
where both sides could find areas of 
agreement. 

Robert N. Gilmore, Jr., general coun- 
sel, Association of Casualty & Surety 
Companies, was called upon to give 
background facts on development of rat- 
ing laws from all-industry time to the 
present. His statement, put on the rec- 
ord for the press, stressed that the 
all-industry bill, outcome of Public Law 
15, was really a compromise of many 
divergent views. Principal compromise 
had to do with the Commissioners’ “ap- 
proval” of rates before they went into 
effect. “The agency stock companies and 
the independents,” said Mr. Gilmore, 
“favored a filing with right of immedi- 
ate use ALW, with no requirement for 
prior approval. The mutuals and some 
Insurance Commissioners strongly fa- 
vored the prior approval type. To break 
the deadlock, a compromise (which be- 
came the all- -industry bill) was agreed 
upon under which the Commissioner was 
not required actually to approve such 
filing, but rather no filing could become 
effective for a stipulated period, called 
a waiting period. 

“The Commissioner was required by 
law to review the filing during this wait- 
ing period. If requested, he could au- 
thorize the filing to become effective 
during this period, or he could disap- 
Prove during this period. If he did 
neither, the filing would become effec- 
tive at end of waiting period, or at a 
subsequent date designated in the filing.” 


Word “Approval” Was Banned 


Mr. Gilmore said there is total ab- 
sence of any references to rate approval 


This 
but a part of the 


in these all-industry bill provisions. 
was not by accident, 
compromise. The word “approval” was 
banned and, in fact, “appears only once 
in the bill and then in connection with 
use of rates in excess of filed rates. “De- 
spite the compromise and careful avoid- 
ance of any reference to approval of 
rates,” said Mr. Gilmore, “the all-in- 
dustry bill is in fact a prior approval 
bill. It became the pattern of regula- 
tion in many states.” 

However, he noted that while some 
states adopted substantial parts of the 
bill, they made fundamental changes, 
such as eliminating the waiting period. 
Three states, California, Idaho, Missouri, 
eliminated the filing requirement for ‘cas- 
ualty and surety, but retained it for 
workmen’s compensation. 

Mr. Gilmore then spoke of the agency 
stock companies’ decision in fall of 1958 
to re-examine and study every conceiv- 
able pattern of rating law, which cul- 
minated in the nine principles presented 
by NBFU, IMUA and ACSC to the 
Commissioners at their 1960 midwinter 
meeting in New York. Keystone of these 
nine principles was elimination of prior 
approval. In February, 1961, these or- 
ganizations submitted to the Gerber 
Subcommittee to review fire and cas- 
ualty rating laws and_ regulations 
(headed by Director Joseph S. Gerber of 
Illinois), a filing with right of immediate 
use bill, based on the principles. 

Other signficant developments were (1) 
filing by NAII at Commissioners’ 1960 
meeting in San Francisco of right of 
immediate use Dill; 

(2) U. S. Senator O’Mahoney’s intro- 
duction in Congress of another version 
of right of immediate use, and this bill, 
said Mr. Gilmore, as reintroduced in 
the present Congress by Senator Ke- 


fauver and others, “outlaws Bureau 
rules of adherence.” ; 
The agency stock company bill also 


frees the subscriber of any obligation to 
adhere to bureau filings but, as Mr. Gil- 
more explained, “Unlike the O’ Mahoney- 
Kefauver bill it leaves adherence with 
respect to members up to the rating 
bureau subject to some important qual- 
ifications.” 


Gerber an Observer 


As is well known, the Gerber com- 
mittee at NAIC’s midyear meeting last 
June in Philadelphia voted to continue 
prior approval and rejected the filing 
with right of immediate use approach. 
Mr. Gerber was here this morning as an 
observer in his capacity as NAIC’s ex- 
ecutive committee chairman. He was 
not called upon to speak. 

Mr. Gilmore summarized his statement 
by saying: “The agency stock companies 
are urging abandonment of prior ap- 
proval as an unworkable, burdensome 
anacronism in today’s competitive mar- 
ket. NAIC and certain segments of the 
producers, but not all, are recommending 
continuation of prior approval. This is 


because they believe its elimination will 
result in chaotic rate and coverage com- 
petition.” 

One of the biggest points made by 
the agents in the ensuing discussion was 
that they actually did not know enough 
about the prior approval situation to 
reach a decision as to what their posi- 
tion should be. They felt that the com- 
pany people should have given them 
more education on a matter of this im- 
portance. 

The company spokesmen felt that the 
conflict stems from a basic misunder- 
standing of motives as well as from an 
over-emphasis on the competitive as- 
pects. Actually, the company’s problem, 
it was explained, is not one of concern 
over the security of competitive rates 

there is plenty of leeway in the 
bureau membership. Witness, that in 
1960 over 10,000 deviations were filed by 
bureau members and subscribers, a sub- 
stantial increase over 1959. The fact 
that this has not led to wild competition 
is reassuring, it was felt. 


Afraid Assigned Risk Will Spread 


Another big concern in the minds of 
company people is that of adequacy of 


rates. It has been quite a problem to 
get state insurance departments to ap- 
prove rates which are adequate. they 
said. They are also afraid that the as- 
signed risk plan setup in the automobile 
market will spread to other areas such 
as O. L. & T. and commercial property 
lines. Thus, the company objective sum- 
med up would be to keep the problem 
of “right of immediate use” in proper 
balance. 

No conclusions were reached at ‘he 
close of this discussion but the atmos- 
phere seemed clearer and the chances 
are good that both groups (companies 
and agents) will come up with a sensible, 
compromise-of-position resolution on 
Wednesday which will serve as a start- 
ing point for further round table con- 
ferences this fall and winter. Between 
leaders of the producer groups, includ- 
ing the NAIA whose executive secre- 
tary, Dr. Strain spoke this morning, and 
the major company organizations. 

Other producer groups on hand were 
National Association of Insurance Bro- 
kers, National Association of Surety 
Bond Producers. Their respective presi- 
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Mann, Bailey Elected Presidents 





TRAVIS D. BAILEY 


Chicago, continues as its vice president; 
Chase Ridgely, Baltimore, remains as 
secretary-treasurer, and Frank Harring- 
ton as executive vice president until 
next January 1 

Newly as to board of directors 
are Cliff C. Jones, Jr., Kansas City, suc- 
ceeding H. F. Warner of his agency; 





GUY E. MANN 


V7} ee ae : Neb.; James B 
White Sulohur Springs. Oct. 10—Seo- 4: L. Minier, Lincoln, a s B. 

eatin’ Rina aoa BD SRI held aioe <i McKee, Nashville; Merlin Ladd, Boston. 
nicniun hy the WACKE and NACGA. 2-0 additions to NACSA’s executive 
resulted in the following election of of- Committee are John C. Conklin, Jr., 


Hackensack, N. ]. and R. Lewis Patton, 
Charlotte, N. C. Biographies of Messrs. 
Mann and Bailey will appear in next 
week’s issue. 


ficers and directors for the coming year: 
Guy E. Mann, Aetna Casualty & Sur- 
ety, was — ed president of the com- 


pany i 1 with William E. Pul- 
len, | Ss F a4 a. as vice president; 
Harold G. Evans, American Casualty 


executive committee chairman, and 
Dewey Dorsett re-elected  secretary- 
treasurer. New executive committee is 

mnposed of William Bernhard, Gen- dents, Messrs. Ira Brander and James 
eral Accident; James A, Cathcart, Jr. McKee, expressed their positions as did 


Rate Regulation Session 


(Continued from Page 37) 


General Reinsurance Corp., Reese F. the leaders of company associations—J. 
Hill, United States Fire, plus the new Victor Herd, president, Association of 
iflicers ex-offici Casualty & Surety Companies, and Man- 

Travis D. Bailey, San Antonio, is new ning Heard, past president of that asso- 
president of NACSA. Edwin "p Simon, ciation. 
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Wallace to Head New dent of NACSA, but as Massachusetts 

. Insurance Commissioner for 13 years, 

NACSA N. Y. Office He served in 1943 as NAIC president 

He has maintained his many contacts 

HARRINGTON’S DUTIES LESSENED with Commissioners countrywide while 

with NACSA and has also served on in- 
NACSA Executive V. P. Will Continue ‘Stry committees at NAIC’s request. 

On Beard of Directors; Administrative Messrs. Warfield and Bailey stated 

Gites. te tnt wat as 0 deka Se they were pleased that Mr. Harrington 

will continue to serve NACSA, par- 

White Sulphur Springs, Oct. 10— ticularly in view of important subjects 
President Guy T. Warfield, Baltimore, currently facing the industry. a aan ane 
and President-elect Travis D. Bailey, Mr. Wallace has served as NASBP"s 
San Antonio, of National Association of °X€culive secretary for past 15_ months 
Casualty & Surety Agents announced "4 established its New York Ottice. He 
here. today following NACSA’s business ‘25 formerly connected with Ritter Gen- 
meeting that a request from C. F. J. eral Agency in Denver, Colo. and began 
Harrington, NACSA executive vice pres- his insurance career with U.S.F. & G, 
ident, for relaxation in his duties had James B. McKee, Nashville, president 
been reluctantly accepted by the di- of NASBP stated today that assign- 
rectors. Effective next January 1, Mr, ment of administrative duties to Mr, 
Harrington will become consultant to Wallace by NACSA was formally ma 
NACSA and continue on board of di- Proved by the board of NASBP at its 
rectors. The office continues in Boston ™idyear meeting here October 8. 
until that date. 

Messrs. Warfield and Bailey an- 
nounced as a result of Mr. Harrington's 
decision, a New York administrative of- ‘ 
fice would be established at 60 John White Sulphur Springs, Oct. 9—In ad- 
Street. Bruce Wallace, currently execu- addition to many members of NACSA 
tive secretary of National Association who annually attend this joint conven- 
of Surety Bond Producers, has been se- tion each fall, there is a bigger repre- 
lected to serve in the additional capacity sentation than ever before from_ the 
as manager of NACSA’s new New York National Association of Insurance Bro- 
office. He will be in charge of NACSA_ kers. Ira S. Brander, Los Angeles, NAIB 
administrative activities in addition to president, heads the party which in- 
his present duties with NASBP. Both cludes Melvin A. Holmes, New York, 





Brokers Attend En Masse 


associations will continue their individ- vice president and governing committee 
ual organizations in same manner as. chairman; and Board Members Richard 
presently operated. They will have com- A. Archer, Los Angeles; Robinson G. 


Hollister, Glen Ridge, N. J.; Merlin J. 
Ladd, Boston; J. Carroll Goodman, 
Philadelphia, and Kenneth W. S. Soubry, 

Mr. Harrington has had a long, dis- New York. Also on hand were John T. 
tinguished insurance career, not only as Harrison, Jr., New York, NAIB treas- 
an agent in Boston with O’Brion, Rus-  urer, and Barclay Shaw, New York, 
sell & Co. and as executive vice presi- secretary and counsel. 


pletely independent activities. 


Harrington Had Distinguished Career 
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Z-A Establishes N. E. Office in Boston; Bruce 
Named Manager; Fraser, Willen Advanced 


Zurich-American 
established their New 


Companies have 
England branch 


ofice in Boston, reporting directly to 
Chicago. Gaylord E. Bruce, manager at 
New Haven since January, 1959, be- 
comes Boston branch manager. Leo 
W. Fraser, Jr. is superintendent of 
clai 


Ne al R. Willen, assistant superintend- 
ent of agents at New York, has been pro- 
moted to New Haven branch manager. 
Nicholas J. Susla is superintendert of the 
claim department there. The New Haven 
branch supervises Connecticut and Rhode 
Island. 

The New England branch 
located at 18 Oliver Street in Boston, 
will supervise Maine, Vermont, New 
Han ipshire and Massachusetts. The deci- 
sion to enlarge the scope of the present 
service office there to a branch office 
was made when a survey by Zurich- 
American’s sales and marketing depart- 
ment indicated the current growth-po- 
tential of the New England insurance 
market. The office now has 17 people 


office, 





Elevator, Residence O. L. & T. 
Rates Revised in N. Y. State 


New York, Oct. 10.—Revised bodily 
injury rates for owners, landlords and 
tenants lability insurance for residences 
and for elevator liability insurance were 
announced for New York State by the 
National Bureau of Casualty Under- 
writers on behalf of its affiliated com- 
panies. Revisions were effective Octo- 
ber ll. 

The O. L. & T. rate changes, which 
vary by classification, result in aver- 
age increases of 19.7% for the New York 
City territory and 32.2% for the balance 
of the state, or an average statewide 
inet rease of 28%. 

Elevator interlock and contact dis- 
counts for elevator insurance are elimi- 
nated in New York State. As a result B.I. 
rates have been adjusted to reflect this 
rule change, which was introduced re- 
cently in all other states. 

In addition, B.I. rates are revised in 
the New York City territory on the basis 
of experience. These rate revisions re- 
sult in an average increase of 5% in the 
New York City territory. 


Bradbury Farewell Dinner 
Attended by 60; Avery M. C. 


As highspotted in our October 9 issue, 
Charles B. Bradbury, general super- 
renee of fidelity and surety in the 

New York office of United States Fidel- 
ity & Guaranty, was given a testimonial 
dinner October 3 at the Drug & Chem- 
ical Club, by 60 of his associates upon 
his retirement after 47 years of service 
with U. S. F. & G. 

Mr. Bradbury, generally regarded as 
dean of the court bond underwriters, was 
accompanied by his wife, Barbara. 

George F. Avery, U. S. F. & G. vice 
president in New York, acted as toast- 
master, read numerous letters from com- 
pany officials, and presented Mr. Brad- 
bury with a check to supplement his 
library. 

Guest speakers included Bruce C. Wil- 
son, assistant superintendent of judicial 
at the home office; Arthur Hand, 
former superintendent of fidelity produc- 
tion; Ruth Kaminsky, office agent, and 
Edward Stoltz, newly appointed super- 
intendent of the fidelity and surety de- 
partment, who is Mr. Bradbury’s suc- 
cessor. 


Verbeck a Junior Executive 

Marvin E. Verbeck has been appointed 
a junior executive of the Kemper Insur- 
ance group ‘and promoted to sen- 
lor examiner of the Kemper Mid- 
west claim division. 
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LEO W. FRASER, JR. 


Mr. Bruce joined Zurich in 1954 as a 
sales representative in Connecticut. Be- 
fore that he had been associated with 
Security Insurance Co. of New Haven in 
Boston and in Hartford, and with Aetna 
Casualty & Surety in Boston and in 
Albany. 

Mr. Fraser joined Zurich-American in 
1956 as a claim adjuster in Boston. Be- 
fore that he had been with Lumbermen’s 


K~ 


For the second year in succession Prudential’s much acclaimed TV 


series, 


“THE TWENTIETH CENTURY,” has won the coveted 


Emmy Award. Also, a special U.S. Department of Defense Certifi- 


cate of Commendation for outstanding service in presenting Armed 


Forces activities has been added to the program’s many achieve- 


ments, awards and prizes. Week after week the program brings 


millions of people the exciting events, problems and personalities 
of our time. “THE TWENTIETH CENTURY” is one of the ways 


we build public acceptance for our products and for the services 


of Prudential representatives. 


LIFEINSURANCE*ANNUITIES: 
SICKNESS & ACCIDENT PROTECTION: 


THe 


INSURANCE COMPANY O 





NEAL R. WILLEN 
Mutual for nine years. 
Mr. Willen has been with Zurich 


American since 1959 and has been in the 
surance field since 1949. Experienced in 
both production and underwriting, he 
was with American of Newark before 
joining Zurich. 

Mr. Susla was formerly claim man- 
ager for the Hartford Accident & In- 
demnity in Norwalk, Conn. 
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More Insurance Bills 
In State Legislatures 


AMIA ANNUAL REPORT REVEALS 





American Mutual Insurance Alliance 
Legal Department Cites Insurance 
Trends During the Current Year 





More bills of concern to the insurance 
business were introduced in state legis- 
latures this year than ever before, ac- 
cording to the annual report issued by 
the legislative department of the Amer- 
ican Mutual Insurance Alliance, Chicago, 








RESTAURANTS 





Hosts to Discerning Diners 
in Downtown New York 
FOR 3 GENERATIONS 


Fine food, at reasonable prices, in an 
atmosphere of refinement 
oawey from mid-town noise and pressure 


DINNER * COCKTAILS * LUNCHEON 


9 
e 


RESTAURANTS 
233 BROADWAY 
Just East of Bwoy. In Woolworth Bidg 
WO 2-8077 CO 7-3156 
DINNER — Mon. to Fri. until 8:30 
BANQUET FACILITIES 


144 FULTON ST. 











Specializing in— 


national association of the major mutual 
property-casualty insurance companies. 
The report served as the basis for an 
analysis of insurance-government rela- 
tionships which was featured at the 
Alliance’s recent midyear meeting at 
New York’s Hotel Statler-Hilton. 

In 1961 regular legislative sessions were 
held in 46 states, the report notes. 
Number of session days was greater 
than usual, both because of number of 
special sessions and need to consider 
pressing and time-consuming financial 
problems in many states. Nearly all now 
have adjourned. 

Few measure increasing taxes on pre- 
mium writings of insurance companies 
were enacted. But attacks continued on 
existing provisions of state laws which 
provide that premium taxes are in lieu 
of other taxes, the purposes of such 
bills being to allow such entities as 
counties and municipalities to levy taxes 
on insurance carriers. 


More States Seeking UM Coverage 


More than 30% of U. S. private pas- 
senger automobiles now are subject to 
laws classified by the insurance business 
as “drastic approaches” to the problems 
centering about uninsured motorists. 
More and more states are seeking to 
solve such problems by use of uninsured 
motorist coverage. 

During the past four years no new 
compulsory financial responsibility or 
unsatisfied claim and judgment fund laws 
relating to automobile insurance have 
been enacted, but seven states have 
adopted statutes providing for uninsured 
motorist coverage. This trend is ex- 
pected to continue. The current effort in 
Oregon to place a proposition for a com- 
pulsory automobile financial responsi- 


(Continued on Page 41) 
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Full Economic Recovery Should Be 
Accomplished in 1962, Cherry Says 


“Certainly never before have the times 
been more stimulating,” said Harold S. 
Cherry last weck at the Statler Hilton 
in New York. 

Mr. Cherry, who is senior vice presi- 
dent of Lionel D. Edie & Co., Inc., New 
York investment firm, was addressing 
the midyear meeting of the American 
Mutual Insurance Alliance on “The Eco- 
nomic Outlook and Mutual Property- 
Casualty Insurance Investment Policy.” 

Contending that though the turbu- 
lence of our era presents dangers, with it 
go “extraordinary opportunities,” Mr. 
Cherry then proceeded to name some of 
these opportunities: 

Research, Our New Frontier 

“In order to make money when the 
American frontier was spreading from 
Philadelphia to the Pacific Ocean,” he 
brought out, “one had to buy equities in 


«it. In principle, our new frontier of re- 


search is as important as a revolution 
and has great opportunities. Sometimes 
I think it is moving even faster than did 
the geographical frontier.” 

Another opportunity, Mr. Cherry said, 
“looks promising” is the residential con- 
struction busine ss. Why? “Because,” 
he pointed out, “the horde of newlyweds 
will want housing no matter how cheap, 
and housing stock should increase over 


50% by the end of the decade. Some of 


these stocks may be called growth stock 
before the decade is over.” 

Mr. Cherry also opined that our “gross 
national product should march upward 
steadily, stimulated especially by the 
continuing boom in service expenditures 
by both the private and govenmental 


“Segments of the economy.” 


Predicting that investment risks will 
be greater in the future, the speaker 
based his forecast on the experience of 


the past five years. “Your industry ap- 
pears to be inflation damaged,” he’ said, 

“sometimes regulation damaged, and 
sometimes damaged from price cutting 
competition, and at the end of each ter- 
rible year you show whacking additions 
to surplus. To one who has spent almost 
40 years in investments and none in in- 
surance it is fascinating. 

“Presumably it is Santa Claus who 
comes each ‘Christmas. You seem to have 
become principally a money gathering 
industry, taking underwriting risks for 
which you are not fully compensated by 
underwriting profit and taking further 
risks in the common stock market as 
well as the bond market.” Said he: 

“One wonders if in some cases greater 
risks are taken in the stock market in 
the hope of increasing surplus, so that 
further underwriting risks can be taken 
in the insurance business in which the 
risks have not paid off very well.” 

More Volatile Economy Coming 

Mr. Cherry believes “a more volatile 
economy is coming.” He sees swift 
changes in Federal Reserve money pol- 
icy, “especially since it must hit harder 
and faster to influence credit not only in 
the commercial banking system but must 
also affect the huge non-bank lenders 
(insurance companies in _ particular) 
which have grown up in the last genera- 
tion.” 

Concluded Mr. Cherry: “We are in a 
recovery period, which should feel quite 
good, but if the economy rises apprecia- 
ably above the slower rising growth trend 
line the advance will be unsustainable.” 

He expects the largest part of the re- 
covery to be accomplished in this calen- 
dar year, although full recovery is not ex- 
pected until perhaps the second quarter 
of 1962 


Yount: “‘Good Old Days Are Gone Forever” 


With the assertion that “in our fire 


®and casualty business the good old days 


are gone forever,” H. W. Yount, Liberty 
Mutual executive vice president, last 
week outlined before the midyear meet- 
ing of the American Mutual Insurance 
Alliance, six principles to guide mutual 
companies in the 1960s. 

Mr. Yount, who is president of the Al- 
liance, cited the following reasons why 


the good old days are gone forever” 


The public is more knowledgeable about 
insurance and through unfavorable news- 
paper and political publicity has become 
somewhat cynical to industry problems 

Federal agitation for more inter- 
industry competition . . . passage of mul- 
tiple line legislation more em- 
phasis on “competition” by all segments 
of the business . . . and the disappear- 
ance of the authoritative rate. 

“We are not immediately confronted 
by a crisis,” Mr. Yount admitted, how- 
ever: “loss and expense ratios have been 
rising, underwriting profit ratios have 
been declining and margins of savings 
available, as dividends to px olicyholders 
or additions to surplus, have been shrink- 
ing. For the ten pre-war years 1931-40, 
mutual underwriting gain was 16.3%, for 
the war and recovery years 1941-50, the 
average declined to 14.0% and for the 
last ten years it was 10.6%. The latest 
year was 9.6%. Obviously this decline 
is not all due to an impaired operat- 
ing result. It is accounted for partly 
by an increase in the proportion of 
mutual business written on deviated or 
net rate basis rather than on a dividend 
basis.” He added: 

“If we look to causes of reduced mu- 
tual underwriting profit we must examine 
loss and expense ratios. Less than 50% 
of the decline in underwriting gain is 


attributed to loss ratio increase—or 
about three loss ratio percentage points. 
The remainder of the loss in earnings 
specialized farm township or county mu- 
tual to the largest multiple line nation- 
wide organization, several of which have 
an annual premium income exceeding 
one-half billion dollars.” 

Turning next to a policy for the future, 
Mr. Yount stated six guiding principles. 
They are: (1) “We operate solely for 
the benefit of our policyholders,” no one 
else; (2) “We have an obligation (to our 
policyholders) to see that the amount of 
substandard business is kept to a mini- 
mum through improvements in the clas- 
sification and rate structure. 

(3) “The mutual insurance industry 
has built a reputation for policyholder 
service which we have an obligation not 
only to maintain but to improve upon. 
(4) We must constantly strive to do 
our over-all job at the lowest possible 
expense cost consistent with the qual- 
ity of the service which we render. This 
is peculiarly important at this time when 
every segment of the business—stock 
and mutual—should be looking for ways 
to reduce operating costs and selling 
costs. 

(5) “We must improve our public re- 
lations as individual companies. This 
begins with our own employes and our 
sales or agency forces. We must stand 
for something as a company and we 
must make certain that our own em- 
ployes and agents are cognizant of what 
we stand for. 

(6) “I would like to propose that we 
be somewhat more militant in making 
known the benefits of what we have to 
offer to our customers and employes as 
individual companies ‘as well as through 
mutual insurance collectively.” 
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Kemper Cos. Appoint Claim 
Managers in Orlando, Tulsa 


Kemper companies have appointed J. 
N. Sneed manager of their Orlando, Fla. 
branch claim office and have opened a 
new office in Tulsa. The actions were 
announced by R. G. Rowe, deputy chair- 
man of the companies and manager of 
the Kemper claim department. 

R. C. Long has been appointed man- 
ager of the new Tulsa branch claim 
office. With the Kemper organization 
since 1957, he presently is a resident ad- 
juster in Tulsa reporting through Okla- 
homa City. 

Mr. Sneed succeeds W. C. Bain, who 
is entering the agency field at Bowling 
Green, Ky. Formerly a Kemper resident 
adjuster in St. Petersburg, reporting 
through Tampa, Mr. Sneed is being re- 
placed there by E. R. Rutkowski of the 
Kemper branch claim office in Chicago. 

W. J. Pascale, also of the Chicago 
branch claim office, has been appointed 
resident adjuster in Sarasota, Fla., re- 
porting through Tampa. 


Would Substitute Financial 
Responsibility Law in Mass. 


Massachusetts Insurance Commissioner 
Otis M. Whitney and Sen. William D. 
Flemming (Dem., Worcester), chairman 
of the Ways and Means Committee, have 
filed a bill to repeal the Massachusetts 
Compulsory Automobile Liability Law 
and to substitute a financial responsibil- 
ity law. 

A passenger car owner would have to 
prove his ability to pay up to $5,000 for 
accidents involving one person and up 
to $10,000 for accidents involving several 
people. A $1,000 property damage re- 
quirement would have to be satisfied. 
Compulsory insurance would still be 
required of commercial vehicles. No 
provision is made in the bill for an un- 
satisfied fund. 


AMIA Annual Report 


(Continued from Page 40) 


bility law on the ballot in the next elec- 
tion seems to indicate that uninsured 
motorist coverage is merely a temporary 
answer to the problems raised by the 
uninsured motorist, since only two years 
ago Oregon enacted a compulsory un- 
insured motorist coverage law. 
Although defeated in the general as- 
sembly by a narrow margin, the 1961 





Harrington Report 
(Continued from Page 36) 


(5) Texas bill to substitute all-industry 
rating bill for Texas rating law again 
defeated; (6) West Virginia bill making 
rate filings open to public inspection 
passed. 

Nuclear Energy 


Before closing Mr. Harrington said 
that E. B. Berkeley of Cleveland, chair- 
man of NACSA’s nuclear energy com- 
mittee, will make a comprehensive re- 
port on the nuclear energy situation 
at this White Sulphur meeting. Active 
developments in this field, he added, are 
being followed by the NACSA leaders: 
President Guy Warfield, Board Chair- 
man of NACSA’s nuclear energy com- 
man Walter Sheldon, Ralph Howe, W. D. 
Kientz. Conferences with government agen- 
cies on nuclear energy have been produc- 
tive of confidential information which 
required private conferences with insur- 
ance companies. “As soon as decisions 
are available for possible dissemination 
the Association will be advised,” . Mr. 
Harrington promised. 

The nuclear energy situation was 
further discussed at NACSA’s session 
this morning by J. Dewey Dorsett in his 
capacity as general manager of Nuclear 
ae. en Insurance Association 
(NELIA 


effort in Oregon to enact legislation that 


would permit insurance companies to 
write workmen’s compensation insurance 
in competition with that state’s mono- 
polistic fund came closer to victory than 
any previous effort of this sort. The 
principal workmen’s compensation insur- 
ance battleground now seems shifting to 
Washington, D. C., as social security 
benefits gradually are being expanded 
to cover disability. The pressing future 
problem in this area apparently will be 
carving out a permanent place for the 
present state-by-state system of work- 
men’s compensation in the growing pro- 


gram of Federal “social insurance.’ 

Legislative concern seems increasing 
in the question of the right of insur- 
ance companies to cancel policies, al- 
though no 1961 legislation was enacted 
in this field. 

There was no significant change this 
year in the general pattern of state in- 
surance rate regulatory laws—apart from 
a North Carolina enactment forbidding 
deviations in automobile liability insur- 
ance—although it had been expected 
that there would be many legislative 
battles on this subject. 

There are indications that state in- 


surance regulatory authorities are be- 
coming increasingly interested in ad- 
ditional guarantees of insurance com- 
pany solvency. This year three states 
considered the possibility of setting up 
security funds. 

Bills concerning changes in civil prac- 
tice and procedure appeared in 1961 in 
about the usual number. Most frequent- 
ly considered were proposals affecting 
the validity of releases negotiated with- 
in a certain period after an injury. It is 
expected that such proposals will con- 
tinwe to be encountered at future ses- 
sions. 








Courting trouble? 


You may be... right now. From a customer in your store. A visitor on your business prem- 
ises. Someone who’s bought your product. The owner of a building you’ve constructed. 
The simplest incident —a slip on a floor—can lead to a lawsuit that may cost you plenty. 
If you have a business establishment of any kind, are the owner, lessee, or contractor, a 
Maryland Comprehensive General Liability Policy protects you financially against un- 
foreseen events that may end in bodily injury, death or property damage. If you are sued, 
your legal and court expenses are paid. Also, all legitimate claims against you are paid up 
to the limit of your policy. See your local independent Maryland agent, or broker, today. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


There are many forms of Maryland protection for business, industry, and the home. available through 10,000 agents and brokers. 
Another striking advertisement to help build more business for the local agent or broker. 


Baltimore 3, Maryland 
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FIRE PREVENTION SUCCESS 
When a hurricane sweeps toward the 
Atlantic or Gulf Coasts this great 


] 


threat to life and property 


“Fl tr + »nt” rt 


gets the 


full treatment” over the radio, on T\ 
and in the press. Hence the public 
hastens to employ whatever preventive 


are possible, to protect homes, 
hipping, 
exposed to danger 


measures 
stores, factories, automobiles 
and other property 
loss cannot be pre- 


strikes but 


Obviously heavy 


vented if a storm whatever 


the damage may be it is far less exten- 


sive than if no warnings had been 


sounded and public 


TY} 


action aroused 


ius public attention is focused on 
But with 


that 


hurricanes in dramatic fashion 
there is lacking 


We 


fire prevention 


strong drawing have, fortu- 


power 


nately, few huge conflagrations, due to 
the success fire prevention efforts have 
achieved over a long period of years 
Yet that very success—which no one 
wishes to discard—robs fire prevention 
public relations of much of the glamour 


sustained effort. Fire losses 
dollar 


practically every year 


of constantly 
values, to 
Such 


do rise, mm new 


records are 


largely the consequence of inflated prop- 


erty values plus the steadily increasing 


number of buildings exposed to fire 


risks. 


The fire departments of our munici- 
palities, towns and villages those 


plus 
many thousands of unsung heroes en- 
prevention not only in Fire 
Week 


throughout the 


gaged in fire 
Prevention passed, but 


entire year, deserve full 


praise from the people this nation 
Were property values to remain static 
for a period of a year or more and 
were there no buildings erected to add 
to the existing tremendous total of 
homes, stores, factories, etc. then a 
true picture of prevention achievements 
could be painted. In the complete ab- 


sence of any such development, material- 


izing the present restraining hand on 


fire loss rise is most noteworthy. 


Virginia Lee Kirkpatrick, 
has been appointed manager, women’s 
division, for Franklin Life, Springfield, 
Ill, according to an announcement by 
Franklin Regional Manager Randall K 
Hunter, CLU 

For eight years Mrs. Kirkpatrick was 
associated with Aetna Life. Most recent- 
y she served the Dobbs House, Inc. in 
the field of public relations 


Memphis, 


Clare V. Sweeney has been appointed 


public utility analyst by New England 
Mutual Life, President O. Kelley Ander- 
son announced. 

\ graduate of Regis College, Weston, 


Mass., Miss Sweeney joined New Eng- 
land Life in 1950. 
* » * 
Carlton W. Harrison has been ap- 
pointed field supervisor of the Excelsior 


Insurance Co. of New York at Syracuse 
for the territory comprising Pennsyl- 
vania, Maryland and Virginia. He suc- 


ceeds John A. Matlack who recently re- 

signed. A native of Honeoye Falls, N. Y., 

Mr. Harrison attended Rochester In- 

stitute of Technology. He has been in 
insurance over 12 years. 
ee ee 

Robert Startzer, auditor-engineer at 


Hawkeye-Security Insurance Co., has 
been transferred from the Omaha re- 
gional office to the company’s service 


office at Scottsbluff, Nebr. Mr. Startzer 
will serve company agents and policy- 
holders in western Nebraska, northeast- 
ern Colorado, and southeastern Wyo- 
ming. He was with the Omaha office for 
the past year. 

* * 

Dudley F. Giberson, prominent local 
agent of Alton, IIl., where he is executive 
partner of The Giberson Insurance 
Agency, has been a co-chairman of the 
advance gift division of the Alton-Wood 
River United Fund campaign which ex- 
ceeded its $100,000 goal by several thou- 
sand dollars. 


* * * 
Orville G. Eaves of Nashville, Tenn., 
has been appointed sales representative 


of The Hooper-Holmes Bureau, Inc., 
reporting firm specializing in insurance 
investigations. Mr Eaves will be head- 
quartered in the Nashville office. He 
has been manager of the Nashville 
branch office since August, 1956, and 
started with the bureau as an inspector 
in 1954. He attended Memphis State 
University. 
* * * 

Crandall Melvin, Jr., well known Syra- 
attorney and partner in the law 
firm there of Melvin and Melvin, special- 
izing in trusts and estates, banking and 
corporation law, has recently been elected 
a director of the Companion Life of 
New York. Mr. Melvin’s a back- 
ground includes Middlebury College fol- 
lowed by Syracuse University and its 
Law School where he obtained his LL.B. 
degree. He did graduate work at Uni- 
versity of Oslo, Norway. His other 
directorates are the Merchants National 
Bank & Trust Co., Syracuse; Diefendorf 
Gear Corp. and Dunbar Association. He 
member of the Onondaga County 
sar Association, the New York State 
}ar Association and member of its bank- 
ing law section. Mr. Melvin is also ac- 
tive in community civic affairs in and 
around Syracuse and is a Mason. 


cuse 


is a 
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HORACE W. BROWER 


Horace W. Brower, president of Occi- 
dental Life of California, left on Septem- 
ber 27 for a six-weeks trip to Hawaii and 
the Far East for consultations with com- 
pany representatives. He is accompanied 
by Earl Clark, CLU, vice president in 
charge of agencies. The two will par- 
ticipate in honoring top producers of 
the firm’s Hawaiian agency, Occidental 
Underwriters of Hawaii, Ltd., and will 
hold agency discussions with Larry T. 
Kagawa, president of Occidental Under- 
writers. Mr. Clark will then return to 
the mainland for other agency meetings, 
and Mr. Brower will proceed east for 
agency discussions in Tokyo, in Hong 
Kong with general agent Tsufa Lee, and 
in Manila with principals of Insular 
Life Insurance Company. Both are ac- 
companied ‘by their wives. 

ae ar 


Donald W. Clapp, resident manager, 
Dallas branch office of Standard Acci- 
dent, has been elected chairman of the 
governing committee of the Texas Auto 
Insurance Service Office, the bureau 
which recommends auto rates and forms 
in that state. 


* * * 


Roman H. Weide, assistant director of 
advanced underwriting for Minnesota 
Mutual Life, has been appointed a mem- 
ber of the Minnesota State advisory 
committee on gift and inheritance tax 
regulations. The appointment was made 
by Governor Elmer L. Anderson. 

* * * 

Leon W. Ashton, president of Del- 
aware Mutual Underwriters of Wilming 
ton, Del., has been nominated to receive 
the 33rd degree, Scottish Rite of the 
Masonic Order. The nomination for the 
honorary degree, to be conferred in Phil- 
adelphia next September, is the only 
one to be made in Delaware this year. 
Mr. Ashton has been president of the 
general insurance agency, which he 
founded, since 1935. He is past president 
of the Wilmington Lions Club and a 
former deputy governor of that organ- 


ization. He was sales manager for Bell- 
anca Aircraft Corp., New Castle, from 
1929 to 1935. 

* * * 


Joseph Giordano has been appointed 
general adjuster domiciled at the metro- 
politan New York adjusting office of 
the General Adjustment Bureau. He 
joined the bureau in 1952 at the Metro- 
politan Adjusting Office, where he has 
served continuously to d: ite. In recent 
years, Mr. Giordano has been handling 
the larger and more complicated losses 
in all categories. 


L. V. “Larry” Lampson, a charter 
member of the Independent Insurance 
Agents Association of Montgomery 
Prince George’s Counties of Maryland 
was honored by the association by being 
elected to the newly created post of 
permanent honorary member. Mr. 
Lampson has been during his career an 
orator, forester, school teacher, a bank 
president and insurance agent. Mr, 
Lampson retired this year from the 
Lampson & Ashley Insurance Agency of 
Takoma Park. He is continuing actively 
in the life insurance field. 


a, ie 


Harry J. McCallion, associate general 
counsel * New York Life participated 
recently in a conference concerning the 
eaedulsieation of justice in the Federal 
Courts, at the invitation of the Judges 
of the Second Judicial Circuit, compris- 
ing New York, Connecticut and Ver- 
mont. The conference was held at 
Whiteface Inn, N. Y. Supreme Court 
Justice John M. Harlan and Attorney 
General Robert F. Kennedy presided. 


* * * 


William H. Schmitt, formerly special 
agent in Baltimore has been  ap- 
pointed assistant regional manager in 
the Philadelphia regional office of the 
Boston Insurance Group. Mr. Schmitt 
joined the group in November, 1953, as 


special agent in Baltimore handling 
Maryland and D, C. Territory. He at- 
tended Washington ‘College and is a 


graduate of the University of Baltimore 
with a B.S. degree in Business Admin- 
istration. 


* * * 


Mrs. Philip T. Collins, whose husband 
represents National Life of Vermont in 
Worcester, has been named guidance 
director of the Grafton, Mass., School 
District. She and her husband met while 
both were earrfing degrees at Clark Uni- 
versity, Worcester. Mrs. Collins has an 

M.A. in guidance from Columbia Uni- 
versity and studied also at Pratt Insti- 
tute, Brooklyn, and Becker Business 
College, Worcester. She was with the 
U. S. Navy as a chief petty officer in 
the Waves. 

* + + 

Stanley F. Staples, Senior vice presi- 
ident of Employers Mutuals of Wausau, 
has been appointed to the steering com- 
mittee of the All-American Management 
Association Council. Mr. Staples is a 
member of the :‘AMA’s board of directors 
and vice president in charge of the asso- 
ciation’s marketing division. The man- 
agement group’s membership is drawn 
from industrial and financial firms, ed- 
ucational institutions, governmental 
agencies and individuals interested in 
the promotion of scientific management. 


* * * 


Leo V. Brenna has been appointed 
manager of the Western department of 
the marine division of the General Ad- 
justment Bureau. He will assume his 
new duties November 1. Formerly gen- 
eral adjuster at the Minneapolis office, 
Mr. Brenna has also served as manager 
of the Dubuque, Towa, office. He joined 
GAB’s Western dep artment in 1951 at 
Burlington, Iowa. He is a graduate of 
Yankton University, South Dakota. 
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Robert J. Bicknel has been appointed 
assistant branch manager at the metro- 
politan New York adjusting office of the 
General Adjustment Bureau. Mr. Bick- 
nell joined the Bureau at the metropoli- 
tan New York office in 1954. He attained 
a Bachelor of Science Degree in Busi- 
ness ‘Administration at Rutgers Univer- 
sity. During 1960, he was appointed in- 
land marine manager, supervising ma- 


rine activities in the metropolitan New 
York office. 
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WSERVES/ You /Finst® 


YOUR ndependent 
Insurance /AGENT 


success 


When a client presents a claim he 
suddenly finds out just how important 
“that piece of paper” really is. 

He learns a lot about your company, too, 
particularly its claim policy. 

You have a big stake in how well his claim 
is handled for a satisfied client means 
business stays on the books 

and attracts new business. 

Travelers agents sell with confidence 

and enthusiasm for they know 

they are backed up by a great claim 
organization, a staff that handles more 
than 60,000 claims every week. With 
more than 4,310 full time Travelers claim 
people in key locations throughout 

the U.S. and Canada, agents know these 
60,000 claims are handled smoothly, 
with promptness, efficiency, and courtesy. 
Another solid reason why Travelers 
serves you and your clients best. . 


for all forms of insurance. 


THE TRAVELERS INSURANCE COMPANIES 


Hartford 15, Connecticut 
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thinking 
about 
your future? 


Back of 

Your Independence 
Stands 

The PENN MUTUAL 





Think about a future with The Penn Mutual, where the 
Company makes every effort to help its people succeed. Within the Company and at institutions of higher learning, 
specialized training courses in direct sales, life underwriting, sales supervision and General Agency work are available to 


Penn Mutual men at little or no cost. 





The success of these men is the success of the Company. The door to a bright future is open to you! 


THE PENN MUTUAL LIFE INSURANCE COMPANY - inocrenocnce souare, pricaoevenia | 
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